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With Multi-Trol commercial registers you get performance and versa- 
tility no others can equal. Where ordinary commercial registers are 





too deep to be used with standard ducts, Air Control’s exclusive 
Shallo-Valve solves the problem. Multi-Trol 4-way deflectional regis- 
ters with Shallo-Valve can be installed in standard 314.” ducts, and 
still leave ample space for adequate air flow. That’s the important 
difference between Multi-Trol and any other commercial registers. 
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New SHALLO-VALVE 





EVEN DISTRIBUTION 
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Multi-Trol Shallo-Valve louvers are the DOUBLE DEFLECTION Of) y 
H ° . . PLUS VALVE ONLY —— ~——- Es t "7 

opposed-action type, designed to deliver air oY " | = 
16 DEEP 


evenly over the face of the register at any A\\\i/ YX 

velocity. When closed, air pressure seals . Triteterere - 1d nt WI a 
the valve tightly, preventing annoying SME ihe CLOSED POSINOD my" gee eA fone 
whistles. Adjustable bars and opposed- 

action valves provide positive 4-way con- Only Multi-Trol commercial registers by Air Control offer 
trol of the air stream. The Shallo-Valve you all these advantages: 

of Multi-Trol registers, only 214” deep, re- 
quires no special duct work in commercial 
or residential heating-cooling installations. 






































Key-operated Shallo-Valve — Minimum Air Resistance — 
Air Foil Contour Face Bars — Modern Styling with smooth, 
rounded corners — Handsome beige finish. Pivots of 
adjustable face bars are locked into margin, can’t pull out. 


Multi-Trol registers and grilles come in a wide range of 
sizes and styles for every need. See your favorite jobber. 


WRITE FOR CATALOG 56-AC 
SHOWING THE COMPLETE MULTI-TROL* LINE 








MODEL AT—low-pressure, 

two-stage, extremely com- 

pact. High life, with vacuum 
up to 20”, .4 to 1.5 gph. 


First in fuel units |! 


SAY OIL BURNER MANUFACTURERS 


It takes more than a good stream to make a fishing jaunt really worthwhile—it takes peace of mind. For 
example, the Sundstrand Fuel Units you specify during the week are your silent partners in the most 
pleasant week ends. You know you can depend on years of trouble-free top performance from those Sund- 
strand units. This is one of the good reasons why so many more Sundstrand Fuel Units are specified by 
the men in the oil burner industry than any other make. Anywhere, any time, ask the man who knows 
fuel units, and you'll get a quick answer... ‘‘Sundstrand? Yes, sir! They're first in fuel units!” 


SUNDSTRAND HYDRAULIC DIVISION 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Ill_—Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Mede in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto—Made in Sweden by Sundstrand Hydraulic AB Stockholm 
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First step in manufacture of automotive and industrial mufflers at Hayes Industries, Inc. Here 
huge sheets of USS Galvanized Steel are slit into proper widths for muffler shells. From here the 


muffler strips pass through forming, lock-seaming and ovaling processes. 


“USS Galvanized Steel 


meets steep 
job requirements” 


says Stanley Gutowski, Hayes Industries, Inc. 


Jackson, Michigan. 


Mr. Gutowski—whose job at Hayes 
is Follow-Up, Production—inherits 
all the problems of breakdowns, re- 
jects and production-line slow-ups. 
He is in an excellent position to ap- 
preciate the processing qualities of 
USS Galvanized Steel Sheets. 
“Due to the moisture which ac- 
cumulates inside of an automotive 
or industrial muffler, galvanized 
steel is used largely at Hayes In- 
dustries, Inc.,” explains Mr. Gutow- 
ski, “both for the inner and outer 
shell and other sections of their 


UNITED STATES STEEL CORPORATION, PITTSBURGH - 


product. This protects the muffler 
from rotting or rusting from the in- 
side out as well as from the outside 
in. The absence of flaking and peel- 
ing of USS Galvanized Steel keeps 
the production line moving at a con- 
stant pace with no shutdown due to 
zinc clogging the presses. Ease of 
formability is another advantage 
of USS Galvanized Steel, particu- 
larly in the lockseam operation. 
Here again, the galvanizing stays 
tight, eliminating excessive rejects.” 

USS Galvanized Steel Sheets are 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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At the same time other strips of USS Galva- 
nized Steel are being stamped, formed and 
blanked into muffler heads. 


Finally muffler heads are soldered to the shells 
and the finished product is ready for packing 
and shipping. 


continuously produced with a 
smooth, uniform zinc coating that 
adheres tightly through difficult 
manufacturing processes like those 
at Hayes. 

If you, too, have a production 
process requiring the use of galvan- 
ized steel sheets, it will pay you to 
find out about the advantages of 
USS Galvanized Steel Sheets. Just 
get in touch with the nearest district 
sales office of United States Steel. 
Our experienced engineers will be 
glad to help you. 





the editor’s 


notebook 





Thumbing Through 
This Month's Artisan 


we inspect the 
the 
lm- 
for 


review the history 


modernization market in 
report, Operati n Home 
provement—-W hat’s in It 
YOU? We 
of ohi to get a picture of the 
job to be find 
that 
underline the huge profit po 
to bi 


done 4 and we 


some facts and 


hgure S 


tential the 


metal 


realized by 
heating-cooling-sheet 


industry. We hear from some 


industry leaders whose ideas 


concur on the point that deal 
ers and contractors must think 


big and work hard, but the 


rewards will mor than com 
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Then we visit a deal 
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cr who 


proves what can be 
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following the path to profit 
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about when the dealer 


was able to reduce the atti 
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the first and second floors 
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floor 
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ind eliminating the 


need for overcooling the first 


floor to compensate for this 


excessive heat vain 


how a 
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where recent 


INCREASE FOUIPMENT GALES 


cut down delivery AS 


Sentry ODF 
drivers what they want to know 


at pont Of delivery! 


Tank Gauge teils 





“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 














Sentry ‘‘ODF'’ remote 
reading govge 


or Dendy OFFERS SUCH A COMPLETE LINE 


OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY'’S newest — The Il 
ODF At-A-Glance tank gauge that’s 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fill pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 


Combination At-A-Glance tank 
and remote reading gavges 


erwae 


Sentry stove and rs 
. A 


space heoter gouges 
Sentry At-A-Glance 
borrel gouges 


On gvord— 
24 hours @ day Sentry At-A-Glance 


tonk govge 


Sentry superior qual- 
ity Therma-Gouge 


RUEGER, SenZiy GAUGES 


GREEN BAY + WISCONSIN 
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adoption of the much-needed 
code by a 7 to 2 vote in the 
city council culminated an 
all-out drive by warm air 
heating dealers to protect 
ethical businesses and the 
public from the wiles of price 
cutters and fly-by-night oper- 
ators by establishing a set of 
regulations and requiring li- 
censing of installers. We fol- 
low each phase of the ap- 
proach and we see a pattern 
unfold which could be used 
by dealers in other cities to 
establish 


similar codes 


throughout the country. 


Ducts 


and 
how a trend toward two story 
houses and cooperative dwell- 
ing structures poses a ques- 
tion of How to Solve Duct 
Problems in Multiple Dwell- 
ing Units. We visit S & W 
Heating Co., Chicago who 
supply the answers to some 
of these problems involved in 
providing independent equip- 
ment for separate living 
quarters in the same building 
by careful planning to utilize 
all available space for locat- 
ing supply, return and branch 
ducts in order to provide 
satisfactory heating and cool- 
ing installations. 


we see 


Heavy Overtime Load 
For Top Management 


IN READING the report of a 


survey recently completed 
executives by Lydia 
Strong for Management Re- 
view, I was surprised to learn 


that 


among 


business managers in 
other industries have practi- 
cally the same problems as 
dealers and contractors in our 
industry. One of the ques- 
tions asked 
overtime 


“How much 


do you put in on 


your job?” received this 
from 
overtime 


the Glst 


answer 
“My 
until 


one manager 


doesn't. start 


hour of the 
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If you’re setting up a 

new shop, or a branch shop, 
or if you need another 
Lockformer in your present 
shop, by all means order 

the Super-Speed. it has all the 
world-famous durability of 

the standard Lockformer and 
it cuts even more shop dollars 


from your fabrication costs. 





Learn all the advantages of this latest of 
Lockformers; write for Bulletin A-56. 


THe pO] OF 4 te) di ae 


4615 W. ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 
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week, after which I lose 
track of the hours.” 

I believe the comment, ‘In 
any top job it does not seem 
possible ever to get away 
from overtime completely,” 
about covers the point for 
managers who continually ex- 
pect to “get caught up.” 


One Way To Keep Up 
With Industry Trends 

A suURVEY of successful busi- 
nessmen indicates they spend 
an average of six hours a 
week reading business and 
trade magazines. This sup- 
ports my belief that those 
who will spend the time to 
keep up with the pace of 
their industry will not be 
left behind as the industry 
moves into new phases. Only 
those who keep informed will 
recognize the transition from 
one phase to another, Our 
industry is said to be the 
fastest growing industry in 
America, Therefore, impor- 
tant changes are taking place 
almost constantly. Keep in- 
formed by reading American 
Artisan monthly. 


How Many Talents 
Does a Salesman Need? 
IN THE AUGUST issue of 
Steelways, John Crawshaw, 
an 88 year old steel salesman, 
said, ‘In the old days all a 
salesman needed was a pocket 
full of cigars and a hearty 
handshake. This wouldn't get 
him very far today! A good 
background in his industry, 
a good education, the tact of 
an ambassador and the energy 
of a locomotive are a few of 
the prerequisites needed.” 
These are good pointers to 
review when secking or train- 
ing salesmen 


British Movie Queen 
Likes Cool Sleeping 

ALL OF US are in favor of 
summer air conditioning, but 
few express themselves as did 








CHAMPION 
SNAP-LOCK PIPE 


Use the convenient 
“five footers” or “two footers” 


| 


“Five Footer’’ snap lock pipe 
5’ lengths packed 10 (50’) 
per carton. 28-30 go. 4”-5”- 
6"-7"-8". ‘Two Footer"’ snap 
lock pipe 2’ lengths packed 
20’ or 40’ per carton. 24-26- 
28-30 go. 3” through 12”, 


CHAMPION 90° 4-pc. adjust- 
able elbow and 45° 2-pc. 
angle will speed installation 
for you every time! Extra 
strong ... smooth, easy ad- 
justment . . . do not come 
opart. 12 to a carton. 


See Your Champion Jobber 


There are many more profit-makers Al® DISTRIBUTIO 
in the Champion line. Use Champion 2 LS 
on your next job! 


CHAMPION 


CHAMPION FURNACE PIPE COMPANY 
211 Eaton Street + Peoria, Illinois + Phone 6-4639 
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Britain's most glamorous 
movie queen, Diana Dors, on 
her first visit to America. 
According to Time magazine, 
Miss Dors said: 

“T’ve discovered air condi- 
tioning! You may quote me 
as saying that since I came 
to America, I'd rather sleep 
with air conditioning than 
with my husband!” 

What is your reaction to 
Miss Dors’ comment? 


How Would You 

Define Comfort? 

Dip you KNOW that ‘‘com- 
fort’’ is a difficult subject to 
define? Here’s what Walter 
Baak, Minneapolis- Honeywell 
Regulator Co., has to say 
about it: 

“Comfort is a_ subjective 
thing that cannot be meas- 
ured directly. Some of the 
factors that influence it in- 
clude humidity, staleness of 
air, odors, dust, bacteria, in- 
sects and other contami- 
nants, outdoor temperature, 
an individual's activity and 
personal temperature prefer- 
ences, the state of his health, 
the amount of clothing he is 
wearing, the ion content and 
barometric pressure of the 
outside atmosphere, light, 
noise, color, size and shape 
of the room, and the design 
of furniture in it. 

“The engineer, architect, 
physician and __ psychologist 
must combine their talents to 
determine scientifically the in- 
fluence of these factors on 
human comfort and design.” 


Napoleon, Too, 

Was Pressed for Time 
NAPOLEON is credited with 
this comment: “Ask me for 
anything you like, except 
time.” I believe the old boy 
had a point there that cer- 
tainly applies to the warm 
air heating and summer air 
conditioning industry. This 
summer almost every dealer 
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Biggest News in the Air-Moving Industry! 


U MONEY: 


new Lau ‘Budget: Blower’”’ is a 


triumph of economy with quality 


With no sacrifice of quality or flexibility, you 
get the lowest blower price ever with the 
Lau ‘Budget - Blower’’... this, in the face 
of rising steel costs! Choice of sleeve bearings, 
ball bearings or famous Lau-Pak Gold Seal 
bearings ... Lav scroll sides pre-punched to 
permit mounting at multiple angles of 
discharge . . . economies of adaptability, 
palletized shipping, bulk packaging of 
hardware ... quick shipment from stock... 
tangible benefits of 25 years of experience 
and engineering know-how... 

all at an unheard-of low price 

with the Lau ‘Budget - Blower.” 


Phone... Wire... Write...or See Your Lau Representative Today! 


THE LAU BLOWER COMPANY 


2000 Home Avenue * Dayton 7, Ohio 


Other plants in Kitchener, Ont., Canada and Azusa, California 
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or contractor I talked with 
seemed to be busier than in 
any past year. It’s good to 
know that business is boom- 
ing. A glance at the business 
prospects for future summers 
indicates that time is going 
to be a most essential ele 
ment and dealers could very 
well benefit by training as- 
sistants to handle some of the 
time-consuming jobs. This 
winter would be a good time 
to begin such training, as the 
dealer will find that he has 
more time available than 
when the 1957 peak season 


hits 


Says Public Buys What 
it Wants, Not Needs 


HERE'S a suggestion for the 
sales manager: Have your 
secretary make a copy of the 
following paragraph for each 
of your salesmen. Then use 
its theme for your next sales 
meeting 

“People buy, not neces 
sarily what they need, but 
what they want. They buy 
emotionally, rather than logi- 
cally. When they are impelled 
by confidence, they spend 
freely, and they frequently 
project their buying power 
into the future.”’ 

This was noted in a report 
from Dun's’ Review and 
Modern Industry which also 
had this to say about our 
present economy 

[It is important to remind 
ourselves that our prosperity 
is based on a generous level 
of living. It is impelled by 
the philosophy of plenty 
Yesterday's luxuries are to 
day's necessities without class 
distinction. Our prosperity 
cannot exist on subsistenc 


levels.’ 


Salesman's Answer 

To ‘Gimmick’ Selling 
CONVINCE the home owner 
that it is more important to 
protect the health of his fam 


10 


WHAT! 
STANDBY 


THAT’S RIGHT— 





JO-BLAST 


POWER-GAS BURNER 


ELIMINATES THE FUEL WASTE CAUSED 
BY UNCONTROLLED DRAFT 


When an atmospheric gas burner shuts off, the rush of 
draft air through the boiler or furnace carries heat with it 
up the chimney...causing a serious waste of fuel. 


Since a burner is turned on and off several times an hour 
by the thermostat, a typical heating plant operates only 
about 2,000 hours of a 6,000 hour heating season. Hence, 
with an ordinary burner, “‘standby loss’’ occurs two-thirds 


of the time. 


In contrast, the Lo-BLAST Power Gas Burner does not 
depend upon natural draft, but upon air supplied by a 
small, quiet blower. It provides combustion air only when 
the burner is on! When the burner shuts off, only enough 


air for pilot combustion is admit- 
ted. The heating plant retains 
much of its heat between operating 
cycles. 

That’s why Lo-BLAST Burners 
average 10% less in operating 
cost. Capacities of 75,000 to 
20,000,000 BTU give complete 
coverage of residential, commer- 
cial and industrial fields. 


Send today for complete 
information on the 
Lo-BLAST Power Gas Burner 


Lo-BLAST ECONOMITE 
The residential 
Lo-BLAST Burner— 
capacities 75,000— 
500,000 BTU. 


MID-CONTINENT 


|\, Bo 0 Pee 32 1 @) DB) OL On ae OL On 
1960 N. Clybourn Ave., Chicago 14, III. 
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ily than it is to have a stone 
planter in his living room or 
a super atomic, built-in egg 
poacher in the kitchen. This 
is the approach used by Wil- 
liam J. Barsch, Crane Co. 
field representative, to com- 
bat “‘gimmick”’ selling that 
offers little more than eye- 
appeal. 


Says Business Reflects 
Public Interest 

Nor LONG AGO, _ editors 
heard Crawford H. Greene- 
walt, president, E. I. du 
Pont de Nemours and Co., 
say: 

“No business can prosper 
unless it serves the public in- 
terest in all of its many facets. 
And, as a business develops 
and its policy-making deci- 
sions are delegated to an ever- 
increasing number of people 
business conduct will in it- 
self reflect the public interest 
as it May exist in a particular 
setting and at a particular 
time. 

“This moral force is much 
more potent and compelling 
than the law. The law is 
essentially negative and pro- 
hibitive. Ethical principles are 
vibrantly and affirmatively 
alive. The segment of human- 
ity concerned with business 
will be more responsive to 
the pressures of ethical prin- 
ciples than any other factor. 

“IT view this with satisfac- 
tion, not with alarm. The 
pressures of society will in- 
evitably produce their own 
controls and stabilizers. These 
pressures for the preserv ation 
of a particular moral code are 
great indeed, particularly in 
the area that has been called 
obedience to the unenforce- 
able’ the things we do, 
not because they are required, 
but because they are right. 

“As business enterprises 
grow because modern society 
leans so heavily on technol- 
ogy, the demand will be for 
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NOW THIS NEW NAMEPLATE... 


ADORNS A COMPLETE NEW LINE OF 243 H.P. 


x 


RESIDENTIAL /<x:-Zau COMBINATION SYSTEMS 


With remote air or 
water-cooled condensers 


Every one of the 60 forced warm air furnaces 

in Century’s 1957 line, both oil and gas 

models, can now be obtained as a combination ; 
year-round system, including A or H-type sesteeiniees 


cooling coil assemblies in insulated cabinets 
finished in matching baked enamel. 

The air or water cooled condenser and com- 
pressor are combined in a single unit for 
remote installation. You may order complete 
systems or by components to reduce inven- 
tory, either with or without pre-charged and 
valved tubing. 

And as for performance, Century’s systems 
are tested under typical operating conditions 
in Century’s modern cooling laboratory to 
be sure they will do the job for which they’re 


rated! Hi-boys Counterflos Lo-boys 


2 ond 3 HP. REMOTE TYPE AIR-CONDITIONERS 


FOR STORES, OFFICES, CLUB ROOMS AND COMMERCIAL ESTABLISHMENTS 


Air or Water-cooled 


Self-contained plenum 
with 4-way adjust- 
able louvers 


Quiet, rubber- 
mounted blower 


CENTURY ENGINEERING CORPORATION 
Large service opening CEDAR RAPIDS, IOWA AA 


Factory assembled Please send me specifications and 
cabinet 


rating information on the Century line. 


Choice of 3 color 


Compan 
combinations ss 





Attention 





Address 








Oe ee ae ae ee ee eee eee oe 


AMERICAN ARTISAN, SEPTEMBER 1956 


—_ 
_ 





the editor’s 
notebook 


(continued) 





de- 
tal- 
and re- 


rather than 


creasing aggregations of 


increasing 
ent, manpower, 
sources.”’ 

These strong factors 
for any businessman to study 
and peri- 
odically reviews his opera- 
tion. Now is the time to of- 
fer guidance to the younger 


are 


to consider as he 


pIREcTE 





and less experienced members | 
of your company if they seem | 


to be slipping in the respon- 
sibilities assigned to them. 


Quite Some Change 
In Cooling Equipment! 


CARRIER Corp. reports that 


some 42 years ago it installed | 


its first residential summer 


cooling system. That system 
was installed in the $900,000 


mansion of Charles C. Gates | 
(son of John W. “Bet a Mil- 


lion’’ Gates) in Minneapolis 
in 1914. It cost over $10,000 
and occupied about 120 sq ft 
of floor area. The equipment 


> 


was about 


different from the equipment | 


used today, isn’t it? 


Installs Thermostats 
On Power Poles 


THI that 


cooling equipment is causing 


PROBLEM 


power companies is reflected 
by the recent activity of the 
Kansas City, Mo. Power and 
Light Co. which is installing 
thermostats on _ its 
ing equipment 
When the temperature reaches 
a predetermined point, addi 
tional transtormer capacity 1s 
automatically added to resi- 
dential areas with electrical 
cooling equipment. 

Previous peak loads were 
around Christmas, but July 
August the 


with 


and arc 


the 


now 
heaviest 
Without 
adequate means to maintain 
to 
meet the equipment demand, | 


months 
electrical demand 


electrical power a ailable 


| 
| 
' 


a low voltage condition oc- 


12 


ft high. Quite | 


summer | 


power 
poles to obtain tipoffs to cool- 


demands. | 


You can get D AIR FLOW 


at any angle with 


S66. U.S PAT OFFICE 


AIR CONDITIONING 
REGISTERS 


321-A HMV Rear View Showing “HMV" Valves 


Every grille bar adjustable 
individually — before or after 
installation 


=e eee) EMO ees eee eas Ne Ree ee ee 


' 
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321-A HMV Tandem 


Any direction of air flow—right, left, up, down 
and any combination—is easily obtained with 
“Fabrikated” Style No. 321-A HMV air condi- 
tioning registers, for residence or commercial in- 
stallations, on sidewalls or ceiling. The face bars 
are adjustable to right or left; valves on the back are 
adjustable to direct the air flow up or down; valves 
may also be fully closed, and are connected to 
open or close in unison. 


The angles of deflection and the com- 
binations to be had are practically 
unlimited. Adjustments for directed 
air flow may be made before or afte 
installation. Grille bars are held firmly 
in place and will not vibrate or rattle. 
“Fabrikated” registers are available 
in sizes from 8 x 4” to 48 x 24’, 
including tandem style. Special sizes 
can be made without special die 
set-up charges. 

Write for Catalog No. 56. 


Always Leading — Always Progressing 


THE INDEPENDENT 
REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 





among 





| said, 





the editor’s 
notebook 


(continued) 





curs which is reflected by an 
increased number of com- 
plaint calls to the dealer 
about unsatisfactory equip- 
ment operation. If you have 
been having this kind of 
trouble this ask 
your local power company to 
follow the Kansas City com- 
pany’s policy. It will make 
better satisfied customers and 
will reduce service calls. 


summer, 


Cites Responsibilities 
Of Advertising 


IF You have been debating 
the value of advertising, then 
you Il appreciate the views of 
David F. Austin, executive 
vice president, United States 
Steel Corp. Mr. Austin listed 
these as the responsibilities 
of advertising: 

1. To inspire enthusiasm 
for 
product and to give them a 


salesmen the 
sense of pride in their com- 
pany’s activities. 


2. To reach, media, 
more people who buy or who 


influence buying. 


Via 


3. To reach selected mar- 
kets effectively at the lowest 


| possible cost. 


4. To furnish the sales or- 
ganization with sales material 


| that will speed up their calls 
| and make each call more ef- 
fective and productive. 


5. To get maximum mile- 
age from advertising through 
proper utilization 
chandising. 


in mer- 
should be 


judged by management,” he 
“not on its ability to 


“Advertising 


| sell but on its ability to tell; 


not on its ability to make a 
sale but on its ability to 
create a more efficient sales- 
man.” 


Clyde My. Barmu- 


EpirorR 
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YUE YOu 
the ONLY line 


with so many. 


VALID 
SELLING 
FEATURES 


Through research oS . a better way 


del b 


Permagias Div., Kankakee, lil. 
International Div., Milwaukee, Wis. 
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CERAMIC COATING 
High temperature ceramic-coated heat exchangers 
stop corrosion, end the rusting that always goes with 
condensation from summer cooling. 


= TT 


EXCLUSIVE MODULATION 


Modulation with the Magic-Heet Control adjusts the 
gas flame to suit heating needs, puts an end to “on-off” 
heating. sated models only) 


BALANCED HEATING AND COOLING 
Heating and cooling units designed for each other. 
Heating units have fan capacity for cooling. Quick, 
enenscnmninaen costing: additions later. 


ee ee rere 





STRIKING APPEARANCE 


Styled for out-in-the-open use. Dimensioned for space- 
conscious houses. Models and sizes for every heating 
and cooling application. Oil or gas. 


ALL THIS IN A COMPLETE LINE 


Permaglas is going places... are YOU aboard? 


A. ©. SMITH CORPORATION 
Permaglas Division, Kankakee, Illinois, Dept. AA-956 
Gentlemen: 


Ren cet ao complete, Cale eine Sele, Cleese 





in manufacturing ductwork, galvanized steel 
has long been relied on for ease and econ- 
omy of fabrication . . . also providing main- 
tenance-free long life. 

But now, ever more fabricators are turning 
to Weirkote to do the job. Why? . . . Because 
Weirkote is the superior galvanized steel sheet, 
produced by the most modern continuous 
galvanizing process . . . quality-controlled 
from start to finish. It has the tightest of tight 
zinc coatings . . . resists cracking, peeling, 
fiaking ond, above all, corrosion as does no 
other metal for ductwork of proved durability. 
Weirkote is far stronger, more rigid, more 
heat-resistant. These are only a few of the 
reasons why we say: In the long run, galva- 
nized steel . . . in the LONGER run, WEIRKOTE. 
Let Weirton show you why! 


WEIRTON STEEL COMPANY 


WEIRTON, WEST VIRGINIA 
© division of 


NATIONAL STEEL @a CORPORATION 





«any size... 
any kind of ductwork 
is better with 
galvanized te: 
is best with 





HEATING CONTROLS 


General Electric's two new home 
heating MODERNIZATION KITS offer 
you two ways to EXTRA PROFITS— 


1. Cash in on the big market for 
changing obsolete 3-wire 
systems to 2-wire systems 


2. Pile up profits by introducing 
and selling a popularly priced 
Outdoor Control System. 








TURN PAGE TO LEARN HOW YOU CAN PROFIT 





HEATING CONTROLS 


M3 


MODERNIZATION 
KIT... 


Announcing first, practical low- 
cost, indoor-outdoor tempera- 
ture control system 


Here’s your chance to tap a vast market that’s 
never been touched—and with something com- 
pletely different: General Electric’s new Outdoor 
Control System. This system packaged into 
General Electric’s M3 kit simplifies conversion 
from 3-wire systems to 2-wire systems and— 
IT’S BUILT TO SELL—The system consists of 
just four simple pieces— outdoor thermostat, 
indoor thermostat, transformer, and stack 
switch. The outdoor thermostat has no moving 
parts to cause maintenance problems—no elab- 
orate electronic tubes. And you can install the 
system in less than an hour. 


IT’S PRICED TO SELL—-Compared to other types, 
the cost of a new G-E system is amazingly low. 
Now you can offer the advantages of indoor- 
outdoor heating control to everyone who lives 
in a low- or medium-priced home! 


IT’S PROMOTED TO SELL—To make sure that 
the whole wide-open market hears about the 
new system, General Electric is going to your 
customers with magazine advertising, bulletins 
and flyers—-Your customers are going to be 
asking you about this revolutionary, new G-E 
temperature control, and you’ll want the system 
in stock. Promote these features: constant, 
steady room temperature, healthier living con- 
ditions, reduced fuel costs, no thermostat 
‘“jiggling,”’ simplicity of operation. Act today. 
This new General Electric kit is a sure-fire 
profit item. 











M2 


MODERNIZATION KIT...Stack Switch 
and indoor thermostat team up to 
simplify your control sales 


Here’s another opportunity for you to make 
extra profits during the coming months: Gen- 
eral Electric offers a new M2 Modernization Kit 
which consists of thermostat and stack switch. 
Use this packaged system to replace your 
customer’s obsolete, inadequate 3-wire heating 
control system. Call your distributor today. 
Ask him how much money you can save by 
buying the M2 Modernization Kit under G.E.’s 
exchange plan. Your nearest distributor’s name 
is listed on the next page. 


Sell the package in terms of dependability 
and constant comfort. G-E thermostat is ultra- 
modern in appearance; features finger-tip 
adjustment. Element is detachable for protec- 
tion during installation—installation is fast and 
easy. Stack switch features: sturdy construc- 
tion, extreme sensitivity to temperature change. 
Both of these units are designed and built for 
long-time customer satisfaction. With them, 
you'll get far fewer nuisance complaints—far 
fewer call-backs. 





LET YOUR GENERAL ELECTRIC DISTRIBUTOR TELL YOU HOW YOU CAN 


ANY 4 8] on © Baa be fele 


Yes, call your nearest General Electric distributor, who is can save up to $19.00* on the M2 kit when you purchase 
listed on the next page. He will be glad to tell you how you’ under the General Electric exchange plan. 


*Figured in terms of suggested resale prices 


GENERAL ELECTRIC 


TURN THE PAGE FOR THE NAME OF YOUR NEAREST G-E DISTRIBUTOR : 
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HEATING CONTROLS 


ALBANY, N. Y, 

Cert. Fuel Unit Service Co. 
Colonial Heating Equip. Co. 
ALLENTOWN, PA. 

Sid Harvey, Inc. 

ALPENA, MICH. 

Huron Heating Supply Co. 
ARLINGTON, VA. 

Sid Harvey, Inc. 

AUBURN, N., Y. 

Rood Utilities, Inc. 
AURORA, ILL. 

Scott Wood & Metal, Inc. 
BALTIMORE, MD. 

Sid Harvey, Inc. 

R. E. Michel Co., Inc. 
BATTLE CREEK, MICH. 
Columbia Metal Service 
BLOOMINGTON, ILL. 


MaGirl Foundry & Furnace Co. 


BOGOTA, N. J. 

Universal Engineering Co. 
BOISE, IDAHO 

Oil Burner Pts. & Sup. Co. 
BOSTON, MASS. Area 
Cronin Supply Co. 

F. W. Foley Co. 

Sid Harvey, Inc. 

Metro Supply Co. 
Mattapan Supply Co. 
BROCKTON, MASS. 

R. H. Austin Co., Inc. 
BRIDGEPORT, CONN, 

Sid Harvey, Inc. 
BUFFALO, N. Y. 

Rochester Oil Burning System 
BURLINGTON, N. C. 

Alley & Rader Services 
CALDWELL, N. J. 

Central States Supply Co. 
CHARLOTTE, N. C. 

Burner Supply Corp. 
CHESTER, PA. 

Hepco, Inc. 

CHICAGO, ILL. 

Robert Barclay, Inc. 

Place Brothers 

C. E. Sundberg Co. 
CINCINNATI, OHIO 

F. E. Winstel Co. 
CLEVELAND, OHIO 

Ohio Pump Service Co. 
COLUMBUS, OHIO 
Columbus Auto. Sprayer Co, 
DAVENPORT, IOWA 
Republic Electric Co. 
DECATUR, GA. 

Rayheat Equip. Co. 

DES MOINES, IOWA 
Dennis Supply Co. 


Heating Wholesalers Co. 

Ace Supply Co. 

DETROIT, MICH. 

Hydraulics Pump & Repair 

National Furnace & Sheet Metal 
Co. 

Pelton Distributing Co. 

Wholesale Oil & Gas Sup. Co. 

EDGEWATER, N. J. 

Kogan & Company 

ELIZABETH, N. J. 

Cert. Fuel Unit Service Co. 

EVANSVILLE, IND. 

Swanson-Nunn Elec. Co. 

FITCHBURG, MASS. 

Heat Inc. 

FLINT, MICH. 

Moore Bros. Elec. Co. 

FORT WAYNE, IND. 

Tri-State Htg. Supply, Inc. 

FREDERICK, MD. 

Frederick Trading Co. 

GARY, IND. 

G. W. Berkheimer Co., Inc. 

GRAND RAPIDS, MICH. 

Mich. Auto Htg. Equip. Co., Inc. 

GREEN BAY, WISC. 

Beemster Elec. Co. 

HARRISBURG, PA. 

Fuel Savers, Inc. 

HARTFORD, CONN. 

Sid Harvey, Inc. 

HAWTHORNE, N. J. 

Univ. Engineering Co. 

INDIANAPOLIS, IND. 

G. W. Berkheimer Co., Inc. 

JACKSON, MICH. 

Leo A. Tilford, Inc. 

KALAMAZOO, MICH. 

Associated Supply Co. 

KANSAS CITY, MO. 

Chas. D. Jones Co., Inc. 

Superior Supply Co. 

LANSING, MICH. 

Contractors Sy. Co. 

LAWRENCE, MASS. 

Finberg Sy. Co. 

LOUISVILLE, KY. 

Marine Elec. Co. 

MADISON, WISC. 

Wisconsin Htg. Equip. 

MALDEN, MASS. 

Oil Heat. Dist. Inc. 

MERCHANTSVILLE, N. J. 

Cert. Fuel Unit Service 

Sid Harvey, Inc. 

MILWAUKEE, WISC. 

Refrigeration Parts Co., Inc. 

Heating Parts Exch., Inc. 

MINNEAPOLIS, MINN. 

Wholesale Htg. & Sup. Co. 


MODESTO, CALIF. 

Slakely Bros. Inc. 

MORRISTOWN, N. J. 

Amber Oil Burner Sup. Co. 

NEW HAVEN, CONN. 

A. R. Webber Co., Inc. 

NEWARK, N. J. 

Cert. Fuel Unit Service Co. 

Sid Harvey, Inc. 

Winston Compeny 

NEW YORK CITY, N. Y. Area 

Sid Harvey, Inc. 

Michael & Goldberg Pibg. & 
Htg. Inc. 

Radiant Burner Supply Corp. 

Atlantic Burner Supply Co., Inc. 

NORFOLK, VA. 

Sid Harvey, Inc. 

NUTLEY, N. J. 

Nutley Oil Burner Supply & Tool 
Co. 

OAKLAND, CALIF. 

Slakely Bros., Inc. 

OKLAHOMA CITY, OKLA, 

Waugh Bros. Sup. Co. 

OMAHA, NEBR. 

Dennis Supply Co. 

ORLANDO, FLA. 

Industrial Equip. Co. 

PASSAIC, N. J. 

Sid Harvey, Inc. 

PEORIA, ILL. 

Htg. Supply & Service Co. 

PHILADELPHIA, PA. 

Cert. Fuel Unit Service Co. 

Girard Supply Corp. 

Sid Harvey, Inc. 

PORTLAND, ORE. 

McPherson Furnace & Supply Co. 

PROVIDENCE, R. I. 

Rhode Island Fuel Pump Service 
Co., Inc. 

Sid Harvey, Inc. 

QUINCY, ILL. 

McDonald Stove Co. 

READING, PA. 

Sid Harvey, Inc. 

RICHMOND, VA. 

R. E. Michel Co., Inc. 

Refrigeration Supply Co. 

ROANOKE, VA. 

Southern Refrigeration Corp. 

ROCHESTER, N. Y. 

Rochester Oil Burning System 

ROCKFORD, ILL. 

Oil Heat Parts 

SACRAMENTO, CALIF, 

Slakely Bros., Inc. 

SAN JOSE, CALIF. 

Slakely Bros., Inc. 


SAGINAW, MICH. 
Reichie Supply Co. 
SCHENECTADY, N. Y. 
LeValley McLeod Inc. 
SCRANTON, PA 
Chapman Supply 
SEATTLE, WASH. 
McPherson Furnace & Equip. Co. 
SIOUX CITY, IOWA 
Dennis Supply Co. 
Heating Wholesalers Co. 
SOUTH BEND, IND. 
Koontz-Wagner Elec. Co. 
STERLING, ILL. 

Crescent Elec. Sup. Co. 
SPOKANE, WASH. 
McPherson Furnace & Equip. Co. 
SPRINGFIELD, MASS. 
Gray Supply Co. 
STELTON, N. J. 

Sid Harvey, Inc. 
SYRACUSE, N. Y. 

Oil Burner Supply Co. 
THOMASVILLE, GA. 
Industrial Equipment Co. 
TOLEDO, OHIO 

Fry Furnace Co. 
TRAPPE, PA. 

Jacob H. Bowers Co. 
TRENTON, N. J. 

Lincoln Supply Co. 
TROY, WN. Y. 

Century Supply Co. 
UNION CITY, N. J. 

Sid Harvey, Inc. 

UPPER DARBY, PA, 
Tempco, Inc. 

UTICA, N. Y. 

Rood Utilities Co. 
VINELAND, N. J. 

Hepco, Inc. 
WASHINGTON, D. C, 
Sid Harvey, Inc. 

R. E. Michel Co., Inc, 
WATERLOO, IOWA 
Heating & Cooling Supply Co. 
Heating Wholesalers Co. 
WICHITA, KAN. 
Superior Sup. Co. 
WILMINGTON, DEL. 
Greenburg Supply Co. 
Sid Harvey, Inc. 
WOODBURY, N. J. 

Sid Harvey, Inc. 
WORCESTER, MASS. 
Sid Harvey, Inc. 

John W. Walsh, Inc. 
YORK, PA. 

Sid Harvey, Inc. 

ZION, ILL. 

Mid-Way Supply Co. 
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INSURE 
Next Year's 
Cooling Profits 


Now! 


® 


2, 3, or 5 Ton 
Water Cooled 
Refrigeration 
Circuit 


Complete Water 
Cooled Refrigerant 
System readily slides 
within cooling 
compartment of 
furnace cabinet. 


YEAR’ ROUND 
AIR CONDITIONERS 


Cooling Coil of 
Waterless Refrigerant 
System is installed in 

furnace cabinet. 

Weatherproof 

Condensing Unit is 





2 or 3 Ton 
Basement-Utility 
Unit with Oil 
Burner and Cooling 
Coil of Waterless 
Refrigerant 
System 


2 or 3 Ton 
Counterflow Unit 
with Gas Burner 
and Cooling Coil 

of Waterless 

Refrigerant 

System. 


2 or 3 Ton 
Basement- Utility 
Upflow) Unit with 
Gas Burner and 

Water Cooled 
Refrigerant Circuit 


It occupies less floor space than many standard fur- 
naces. It is available in either Basement-Utility 
(Upflow) or Counterflow models. And for heating 
only, the Luxaire Year "Round Air Conditioner costs 
little more than a good forced air furnace. 


Complete with Cooling System, the Luxaire Year 
’Round Air Conditioner costs less than most forced 
air furnaces, plus an added cooling unit. 


Compare these other advantages. The Luxaire Year 
*Round Air Conditioner is engineered at the factory, 
not at the installation site. Heating and cooling are 


= 


Horizontal Furnaces 
4 Oil Fired 
4 Gas Fired 
Models 


————— on] ~ 
Counterflow 
or Utility 
Winter Air 
Conditioners 
Burn either 


Gas or Oil 


j Basement c 
| Type Winter Air i 
Conditioners 4 
Burn either 4 


Gas or Oil 


C. A. OLSEN MANUFACTURING COMPANY... 


* 
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installed outdoors. 


Either Gas 
or Oil... 
Convert at 


2 or 3 Ton 
Counterflow Unit 
with Oil Burner 
and Water Cooled 
Refrigerant 
Circuit. 


5 Ton Water 
Cooled Unit burns 
either Gas or Oil. 


balanced, and both are supplied from the same com- 
pact cabinet, with only one set of discharge and 
return air connections. 

You can make an extra profit now, by installing 
the Luxaire Year Round Air Conditioner for heating 
only, now. You will thereby insure an additional 
profit from installing the cooling system next spring. 
And when you do, you will save your customer both 
money and inconvenience. 


See your Luxaire jobber about 
"Round Air Conditioners today! 


2 


Luxaire Year 


2,3. and 5 Ton 
Waterless Add-On 
Summer Air 
Conditioners — Air 
Cooled Condensing 
Units with matching 
A-type or Duct-type 
Cooling Coils. 


Gravity 
Furnaces 
Burn either 
Gas or Oil 


Gas Fired 
Unit Heaters 


ELYRIA, OHIO 


HEATING & AIR CONDITIONING UNITS 





Cut the high 


put your time where the profit is! 


‘ADI 


FITTINGS 


cost of shop work and 


...Use MILCOR standardized Fittings 


Planning, estimating, selling — that’s where the 
profit is! Put your emphasis on these activities instead of 
on shop work, and you'll find it pays off. 

Milcor Standardized Fittings make it possible. 
Low cost, uniform, precision-made, they fit together easily 
and go up quickly on the job. As for performance, you 
can stake your reputation on them with confidence. 


For prices and information, call your jobber or 
write our nearest branch. 


MitcoR 


Lock-Joint Furnace Pipe the complete /ine 


Universal Boot 2-ft. and 5-ft. lengths 





of ga/vanized 
furnace pipe and 


fittings” 





90° Top Takeoff 45° Side Takeoff 
SOSH HSSESESHSHSEHSSESESESEEEEESEEEEE 


INLAND STEEL PRODUCTS COMPANY 


DEPT. I, 4023 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 
BALTIMC ® BUFFAL . H AGO e NCINNATI e EVELAND e@ DALLAS ¢ DETROIT 
TY © LOS ANGELES e MILWAUKEE e MINNEAPOLIS e NEW YORK ® ST, LOUIS 
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WHAT'S HAPPENING 





Release Standards for 
Commercial Furnaces 


A RECOMMENDED REVISION of warm 
air furnaces equipped with pressure 
atomizing or rotary type oil burners, 
Commercial Standard CS195-54, was 
circulated to the industry for ac- 
ceptance recently, according to the 
Standards Div. of the 


U.S. Department of Commerce. 


Commodity 


A standing committee of the in- 
dustry proposed the revision. It ap- 
plies to warm air furnaces equipped 
with pressure atomizing or rotary 
type oil burners, which are marketed 
by the 


burner units. It covers definitions, 


manufacturer as _ furnace- 
general requirements, furnace design 
and construction, performance, test 
codes for gravity and forced air fur- 
naces and publication of furnace rat- 
ings. 

The recommended revision is iden- 
tified by the designation TS-5319, 


NWAHACA Makes Plans 
For Nov. 28-29 Convention 


FINAL PLANS FOR the 43rd annual 
National Warm Air Heating and Air 
Conditioning Assn. convention are 
Nearly 500 ad- 


vanced registrations have been re- 


being completed. 
ceived, pointing toward one of the 
largest conventions in the history of 
the organization. 

The meetings will be held at the 
Netherland Plaza Hotel, Cincinnati 
Nov. 28-29. 

Directing the program committee 
will be G. W. Denges as chairman. 
Manufacturers serving on the com- 
mittee are: H. M. Carnahan, Air- 
temp Div., Chrysler Corp.; Louis 
Josephson, Elgen Mfg. Corp.; Wil- 
liam Hehnke, Grand Island Furnace 


and Supply Co.; F. S. Gomberi, 


Perimeter Heating Studies 
Show Improved Gradients 


THE SUCCESSFUL use of perimeter 


heating systems in homes has been 
responsible for the extensive study 
of this type of heating system for the 
use in houses which are built 
over basements and crawl spaces, ac- 
cording to a paper prepared by 
Donald R. Bahnfleth, research asso- 
ciate in mechanical engineering, Uni- 
versity of Illinois; Herbert T. Gilkey, 
technical secretary, National Warm 
Air Heating and Air Conditioning 
Association; and Chuan F. Chen, re- 
search assistant in mechanical engi- 
of Illinois, the 
American Society of Heating and 


neering, University 


Air-Conditioning Engineers report. 

The objective of their study was 
to determine: 1) Degree of uniform- 
ity of room air temperature, 2) Effect 
on room and basement air tempera- 
ture and operating costs when addi- 
tional heat is added to the basement, 
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3) Operating characteristics of small 
round duct systems and furnaces, 
and 4) Comparison of perimeter and 
high sidewall systems. 

The following conclusions were 
reached by the authors: 1) Room-to- 
room air temperature balance was 
not affected by heat addition to base- 
ment. 2) Only small improvement in 
the room air temperature gradient 
and differentials was observed when 
heat was added to basement. 3) 
Floor-surface temperatures were satis- 
factory without heat addition to the 
basement except near exterior walls. 
It also appeared that the basement 
outlets should be located near the 
exposed corners of the residence. 4) 
Adding heat to the basement caused 
an increase of 12 percent in fuel con- 
sumption, but it was less than was 
predicted from the calculated heat 


loss of the basement. 


Ingersoll Conditioned Air Div., Borg- 
Warner Corp.; R. D. Strickler, Len- 
nox Industries, Inc.; E. A. Norman, 
Jr., Norman Products Co.; H. W. 
Mutz, The*Peerless Corp.; and C. L. 
Hewitt, Jr., A. O. Smith Corp. 
Also, wholesalers on the program 
R. Bennett, Arm- 
strong Heating Supply Co.; L. F. 


committee are: C. 


Demmler, Demmler Bros. Co.; J. E. 
Diment, Diment Heating Supply Co.; 
E. S. Franklin, S. Franklin and Sons, 
Inc.; M. J. Gibbons, Jr.. M. J. Gib- 
bons Supply Co.; H. F. Haldeman, 
Harry F. Haldeman, Inc.; H. B. Vil- 
lesvik, Hart Furnace and Supply Co.; 
F. E. Mehrings, Heating Supply and 
Service Co.; and R. J. Young, Young 
Heating Supply, Inc. 


(Continued on page 22) 


Schedule Curtain 
Wall Workshop 


A METAL CURTAIN W ALL WORKSHOP 
conference is scheduled for October 
15-16 at the Building Research In- 
stitute in Washington, D.C. On the 
first day, the following subjects will 
be discussed: weather proofness 
(joints, flashing, sealants and top of 
the wall) ; engineering design (toler- 
attachments 


ances and clearances, 


and glazing); design limitations 
(size and weight, fabrication and 
erection). These subjects are classi- 
fied under design of the wall. In de- 
sign of the panel, thermal, vapor, 
sound, fire resistance and bonding 
will be discussed, while scope of the 
work and elements of cost will in- 


clude 


cleaning and analysis of elements af- 


responsibilities for erection, 
fecting cost. These subjects will be 
considered on the first day. 

The second day a summary and 
coordination of workshop discussion 
group work will be featured. 





WHAT'S HAPPENING 


(Continued ) 





Business Considers Ways 
To Conserve Working Capital 


LIQUIDATION OF STEEL inventories is 
expected to release some funds dur- 
ing the current quarter, but many 
companies may find themselves need- 
ing to conserve cash through more 
conservative polic ies or to replenish 
cash by additional bank borrowing, 
according to figures released recently 
concerning working capital in the na- 
tion’s businesses. 

The figures showed marked shifts 
in working capital which occurred 
during the first quartet and repeated 
during the second quarter in connec- 
tion with the final federal income tax 


installments. 


NWAHACA Sets Annual 
Convention for Nov. 28-29 


(Continued from page 21) 


Dealers serving on the committee 
are: S. W. Hinson, Charlotte Heat- 
ing and Air Conditioning Co.; S. B. 
Koidanov, Fayette Furnace Co.; C. 
C. Gray, Gray Heating Co.; W. E. 
Hesterin, Hovland Sheet Metal, Inc.; 
Harold Kallenberger, Kallenberger 
Sheet Metal and Heating; C. J. Fer- 
roni, Reliable Heating and Sheet 
Metal Co.; Carl Voltz, Voltz Furnace 
and Sheet Metal; and A. R. Hill, Wil- 
liams Heaters, Inc. 

Central theme of the convention 
will be “how to.” How the dealer- 
contractor can earn a profit in the 
new house market, how he might 
move ahead in the modernization 
field, how to increase sales through 
training, and how to successfully or- 
ganize a local association will be out- 
lined. Many of the dealer-contractors 
plan to attend the convention in or- 
ganized groups, representing local as- 
sociations. 

Fees for the convention are: mem- 
bers of the association, $5; non-mem- 
bers, manufacturers, $15; wholesal- 


ers, $10; dealers, $7.50. 


Quarter-to-quarter changes in the 
future will bear watching as to the 
effects upon cash resources of the 
heavy and irregular tax payments, 
and the continuing large outlays for 
property expansion and moderniza- 
tion. 

Despite these shifts in working 
capital, the “cash” ratio—cash plus 
government securities to current li- 
abilities—declined from 0.69 to 0.63, 
the lowest level in three years. 

The net working capital today is 
twice that at the end of World War 
If and more than four times that of 
prewar 1939. The increase has been 
needed to meet the demands of the 
growing population and rising living 
standards, coupled with the great ad- 


vance in wages and prices. 


New Construction Rises 
Seasonally to $4.2 Billon 


NEW CONSTRUCTION expanded sea- 
sonally to $4.2 billion, according to 
the preliminary estimates of the U. S. 
Department of Commerce and Labor. 
Total value of construction for the 
first seven months of 1956 set a new 
record of $24.1 billion for the period. 

Construction expenditures in July 
hit a record annual rate of $44.4 bil- 
lion when adjusted seasonally. This 
compares with the actual outlays of 
$43 billion in 1955. 


Detroit to Get 35,000 


New Gas Customers 


THe FeperaAL Power ComMiIssIoN 
has approved the applications of the 
Michigan- Wisconsin 


and the Michigan Consolidated Gas 


Pipe Line Co. 


Co. for the installation of pipe lines 
to serve Wisconsin and Michigan. 
This means some 35,000 space heat- 
ing conversions will be s¢ heduled for 
Detroit. 


Industry Sets Up 
Rating Committee 
THe Nationa Warm Air Heating 


and Air 


and the Air Conditioning and Re- 


Conditioning Association 
frigeration Institute joined hands re- 
cently in an effort to establish an 
industry-accepted procedure for test- 
ing and rating central summer air 
conditioning units. 

The project received preliminary 
exploration early in July. A joint 
committee consisting of three rep- 
resentatives from each association 
was appointed with Richard S. Dill, 
National Bureau of Standards, se- 
lected as committee chairman. 

Committee members are: K. T. 
Davis, Carrier Corp.; R. A. Gonzalez, 
Airtemp Div., Chrysler Corp.; Gray- 
don Peoples, Lennox Industries, Inc. ; 
| 7 
Div., Westinghouse Electric Corp.; 
A. F. Ward, Worthington Corp.; and 
J. O. Yund, Servel, Inc. 


The committee has been assigned 


Gilbreath, Air Conditioning 


the task of evaluating standards now 
available for testing and rating sum- 
mer air conditioning equipment, 
which can be connected to duct dis- 
tribution systems and which are sup- 
plied either as packaged or matched 
components for field assemblies. The 
committee also will prepare recom- 
mendations covering changes or 
adoptions of these standards together 
with recommended procedures of 
compliance. The final result of the 
committee's work will be submitted 
to members of the industry for ap- 


proval and acceptance. 


Southern States Hold 
Apprenticeship Meet 


More THAN 1200 persons attended 
the eighth annual Southern States 
Apprenticeship Conference at Biloxi, 
Miss.. 


educational and government officials 


recently. Management, labor, 


spoke on the central theme of the 


apprentice in today’s changing world. 
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S/ BASOTROL 


VALVE SERIES 


with 





The new Basotrol valve series includes in one 
™ compact unit a Basotrol magnetic valve for auto- 
/)} matic main gas control, a Baso automatic pilot 

for safe lighting and main burner shut off, and a 

pressure regulator. 


The Basotrol magnetic valve section will not 
become permanently magnetized to stick in the 
open position. It is spring loaded, provides 
strong closing and sealing forces, is quiet, and 
has a molded rubber valve disc. The valve is 
available in two voltage types for 115 volt and 
20 volt, 60 cycle, a.c. 


The reliable Baso automatic, pilot is thermo- 
couple operated and prevents gas reaching the 
main burner during the resetting cycle. The 
Baso valve snaps closed if the pilot burner should 
be extinguished, shutting off gas from the main 
burner. 


Both the Basotrol magnetic operator and the 


Baso automatic pilot assemblies are replaceable 
in the field. 


| OUTLET PRESSURE | PRESSURE| REGULATION 

RANGE DROP CAPACITY 
CAPACITY 1———+_ CAPACITY 
| MIN. | @0.3W.C.| MAX. 


_ 











oremeedl eg ey 53,550 | 92,000 





GAW4AI1 aii as 
GAW4G1 Ya 2 56,350 92,000 





GAW9AI NE: a 
Gawgc1 | 2 *% 2 53,550 | 92,000 








GAX4Al1 ” ” } 
Perm ned Vs 2” | 67,210 | 120,000 | 45,000 








GAZ4A1 Tall 
Gaz4Gi1 | 7% ; 60,000 | 110,000 





GDX4Al ia 
GDX4G1 “a | 75,950 | 143,000 | 20,000 





GDX5Al ; | 
GDX5G1 %' 83,600 | 153,000 











MILWAUKEE GAS SPECIALTY CO. + Dept.AA-2,Milwaukee 1, Wis. 
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Ze clima-pump 


He lima-twin-aire 


air conditioner 


He versat-all 


furnace 


FOR MORE THAN 55 YEARS...A GREAT NAME IN HEATING 
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for your business with 


PrPHRERELESS 


Heat without flame or flue, or dust—just air and elect- 
tricity . . . that’s all. A simple flick of the switch and the 
Clima-Pump becomes a complete air conditioner for the 
whole house. Here is the one-unit, 12 month conditioner 


of the future—here today! 


A put-it-anywhere system, that operates whisper-quiet 
(all moving parts outside the house) and uses not a drop 
of water. Regardless of the style of house, the Clima- 
Twin-Aire fits . . . in vertical or horizontal position, above 


or below the furnace, in duct work. 


A Peerless furnace weighs more because the metal 
throughout is heavy-gauge, high-grade steel. Whether 
for gas or oil, the Peerless furnace combines more than a 
half-century of Peerless know-how and engineering pro- 


gress. Every customer becomes a salesman for you. 





"hehe hentai teeta 


THE PEERLESS CORPORATION 

1853 Ludlow Avenue * Indianapolis 7, Indiana 

Gentlemen: 

Please send me full information on the Peerless complete line of heating 
and air conditioning equipment 

Name 


Firm Name 
AND AIR CONDITIONING 


Street 


City 


Pe 
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AmeER-gias FiLTER 


3 


Te AMER-G/dS FILTE 


name glee Prem 
———e —- 


Traps more dir 


When leading manufacturers of furnaces and air-condi- 
tioning units specify a filter as original equipment for 
their products, you know that filter must be tops! 
AMER-glas replaceable filters are packed with features that 
help them sell on sight! For instance 
dirt all through the th 


loading. A clean, whiter white filter, they not only attract 


they trap dust and 


ickness of the pad and resist face- 


the customer’s eye—but are easier to handle. There are 


t... Attracts more business 


no prickly slivers. Fiber filaments are continuous through- 
out the media, and will not separate 

So compare! You'll quickly see why it is far easier to 
sell aMEeR-glas than any ordinary filter. Please your cus- 
tomers—and pocket the profits. And let that all-new, free 
dimensional display go to work for you. Order one today. 
Mail the coupon for complete information on stocking 


and selling attractive, fast-moving AMER-glas FILTERS. 





A Filter For Every Need amer-elas FILTERS are available 


{ 


in all standard sizes, of course .. . but if your require- 


ments include a specially designed filter, you can depend 


on our staff of filter specialists to help you. Remember, 


AAF is the acknowledged leader in air-cleaning equipment 


Better Air Ils Our Business 


Prenvtunit Ai Fitter 


{sommes COMPANY, INC. 
e/Son | mop 
\ / Louisville 8, Kentucky 


MAIL COUPON TODAY! 
AMERICAN AIR FILTER CO., INC. 
555 Central Avenue, Louisville 8, Ky. 
Please rush me complete information on selling the profit- 
able line of AMER-glas FILTERS. 
NAME 


COMPANY — 


ADDRESS 





THE MARK OF QUALITY 


BARBER Multiple-radius vanes 


COLMAN of Uni-Flo AIRTURN*® make 
air behave in ducts 


Engineered bed 
Air Distribution 





Exclusive compound curve, 
aerodynamically designed 
to reduce pressure loss and 
turbulence to a minimum 


z 


bm of air flow 


For minimum noise and maximum efficiency of air movement in square 

duct turns, specify the Barber-Colman Uni-Flo Airturn. Laboratory data 

and field experience prove that the exclusive Barber-Colman vane design 

is the most effective available. The Uni-Flo Airturn gives sweeping radius 

performance to square duct corners, permitting installation economy in 

ductwork and operating savings at the fan. Sturdy, rattle-free assemblies 

Negative pressure . in sizes 48 in. x 48 in. immediately available, specific sizes made up to 
area . | meet individual job requirements. Get complete specifications from our 

nearby Field Office or write us today. 


Contrast the n 
lence and low-pre 

hown by ac 1 » te e 

in this uneq ped du urn 

with the smoath ow of 0 Barber-Colman Company 
produced (above) by the : 

Uni-Flo Airturn : 


DEPT. I, 1106 ROCK STREET, ROCKFORD, ILLINOIS, U. S. A. 
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WASHINGTON LETTER 





Revival of Thrift Needed 
For a Continued Growth 


A REVIVAL OF THRIFT is 
needed and being urged by Under- 


so rely 


secretary of the Treasury W. Randall 
Burgess. 

Mr. Burgess pointed out that ac- 
cumulated savings is one way to 
measure the degree of a nation’s prog- 
ress and added that personal savings 
last year were only a 6.3 percent 
average of disposable personal in- 
come as compared with 7.3 percent 
average for the preceding five years, 
while 8 percent is the estimated fig- 
ure for the dynamic growth of the 
economy. 

The basic problem of savings in- 
stitutions has been one of acquiring 
funds for 


available for loans. The result has 


enough making money 
been a mounting emphasis by all in- 
stitutions on the need for salesman- 
ship of personal savings and thrift. 
These institutions have come up with 
novel ideas as well as the traditional 


ways of attracting funds. 


Small Business Grows 
By 60,000 During '55 


BUSINESS FIRMS in operation in the 
United States increased in number 
by more than 60,000 during 1955, 
to total 4,252,000 at the end of hte 
year, the Office of Business Eco- 
nomics, U.S. Department of Com- 
merce reports. The increase is attrib- 
uted to a rise in the number of new 
businesses started and a decrease in 
the number of business failures. 
Last year’s increase was the great- 
est since 1948, which marked the 
end of a period of rapid growth fol- 
lowing World War II. By the end 
of 1955 the number of operating 
businesses was about 50 percent 
higher than the low point in 1943. 
Following a trend set at the end 
of the war, contract construction 
showed the largest relative gain of 
6.5 percent, while the trade and 
service divisions gained about one 


percent each. 
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FHA to Get Operation Data 
On Central Cooling Equipment 


REPRESENTATIVES OF THE central air 
conditioning manufacturing industry 
agreed to supply government hous- 
ing officials with additional operat- 
ing and maintenance cost data dur- 
ing a roundtable discussion of sum- 
mer air conditioning problems at the 
National Housing Center. It was felt 
a more favorable formula could be 
developed by the government agency 
for financing of centrally air con- 
ditioned homes. 

The seminar was attended by more 
than 100 representatives of govern- 
ment, home building and the central 
air conditioning manufacturing in- 
dustries. 

Industry representatives were told 
by Norman Mason, commissioner of 
the Federal Housing Administration, 
that the FHA is currently reviewing 
its minimum property requirements, 
along with other underwriting cri- 
teria upon which the agency bases 
its issuance of mortgage insurance 
commitments, and that he would 
welcome additional industry-supplied 
data to help establish new or revised 
requirements for cooled homes. 

A report on three test centers 
which demonstrated that summer air 
conditioning operating costs were less 
than $100 a year was made by Ralph 
A. Gonzales, Airtemp Div., Chrysler 
Corp. He 
family which was a heavy user of 


further pointed out a 
current for cooling might in other 
respects use only a moderate amount 
of current for other appliances. One 
of the principal purposes of the con- 
ference was to attempt to work out 
a means by which year ’round air 
conditioned homes could be made 
more readily available to the home 
buying market, particularly those 
with moderate incomes. 

It was pointed out that the FHA 
figured a borrower’s allowable hous- 
ing expense at $10 per $1000 of 
With a_ year 


mortgage principal. 


*round air conditioned home it was 
set at $12.75 per $1000 of mortgage 
principal. This factor requires a pro- 
spective home owner who wants sum- 
mer air conditioning to have a much 
larger proportionate income to quali- 
fy under the loan conditions. 

Other industry members besides 
Mr. Gonzales who participated in the 
conference were William Lake, Car- 
rier Corp.; Harry Ward, Frigidaire 
Div., General Motors Corp.; L. D. 
Nutter, General Electric Co.; and 
George Jones, Jr.. manager of the 
Air Conditioning and Refrigeration 
Institute. 


Businessmen Told How 
To Plan Working Capital 


How SMALL BUSINESS management 
can plan their working capital re- 
quirements is explained in a new 
leaflet released by the Small Business 
Administration. 

The leaflet illustrates the impor- 
tance of working capital and outlines 
a suggested method for determining 
working capital needs by means of 
a predicted operating budget and a 
cash forecast. 

When a systematic plan for meet- 
ing working capital requirements has 
been developed there are various 
leaflet 
points out. Three common procedures 


ways of financing it, the 
are borrowing against accounts re- 


ceivable, borrowing against inven- 
tories, or a combination of both. 
“Have the common sense to revise 
your budget—upward or downward 
if experience so dictates,” the leaf- 
let states. “Rising business activity 
often means a working capital short- 
age. An increase in sales usually 
brings with it an increase in receiv- 
ables and inventories, and in your 
needs for cash. Thus, it also adds to 


your working capital requirements.” 


29 
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You Make More 
Because You Get More With 


ADELTA 


STANDARDIZED PIPE, 
DUCT AND FITTINGS 


Housing Mortgage 
Debt Rises 13 Billion 


THERE WAS A SHARP rise of consumer debt along with 
increased expenditures for houses and durable goods in 
1955, the recent 1956 Survey of Consumer Finances and 
Consumer Indebtedness shows. The survey was conducted 
by the Federal Reserve Board. 

sh i Mortgage debt on nonfarm 1 to 4 family houses in- 
the one-piece snap creased about $13 billion. Short and_ intermediate 
lock cleat with 
tapered leading edge 


an original Adelta idea 
that saves assembly vine : ag 
time for you persons living together pooling their incomes) from early 


1955 to early 1956. 


term consumer debt increased $6 billion. However the 
study does not show any marked changes in the distribu- 
tion of indebtedness among spending units (all related 


The survey shows about 63 percent of all spending 

units reported some debt other than charge accounts early 

, -. 1064 | S wenn : teoae debt i 

the universel in 1956. About 9 percent owed mortgage debt alone, 
adjustable take-off 
an original Adelta idea 


that saves your hand- S E: Debt was widely distributed among occupational 
ling so many different ‘ é 


types of take-offs 


17 percent owed mortgage and personal debt and 37 


percent owed personal debt alone. 


groups. Variations in the frequency and type of debt re- 
flected in part income differentials. The skilled and semi- 
skilled group reported debt with greatest frequency. 
About three-fourths of the spending units owed some 


the pre-notched 
collar edge 

an original Adelta idea 
that eliminates notching 
and hammering on all 


debt, less than one-tenth owed both mortgage and _per- 
sonal debt and about one-half owed personal debt alone. 

About one half of all unmarried persons under 45 had 
some personal debt, but few had mortgage debt. Marriage 


collar connections to 
speed assembly 


and the setting up of households are usually accompanied 
by expenditures for durable goods. Debt was reported by 
more than eight-tenths of all married couples under 45 
with children. 


oa About two-thirds of all outstanding mortgage debts 
Original Adelta ideas plus the finest in 


pre-fab pipe, duct and fittings, Adelta 
cartoning, in-stock service and our help 
whenever you need it means you'll 
make more profits on every heating 
and air conditioning installation. 


exceeded $3000, and more than half of all units with 
such debt owed less than $500. Total debts of less than 
$500 were reported with greatest frequency in income 
brackets under $3000. On the other hand, debts of $5000 
or more were most frequent among incomes of $7500 
baa or more. 

See your jobber or write, wire or call ad In early 1956 as in early 1955, about half of all 


us direct. spending units reported owing personal debt. Such debt 


excludes charge accounts and mortgage and_ business 
debt. Amounts were also similar in both periods. About 
three-fifths owed large amounts. Debt size increased 
progressively from the lowest through the highest income 


IWOOOR COMFORT brackets. The median amount of debt ranged from $120 


. 


“ 


ADELTA MANUFACTURING CO.. 


21st & Ellsworth St., Phila. 46, Pa. 
PEnnypacker 5-7843 


for spending units with incomes below $1000 to about 
$1000 for those with incomes of $10,000 or more, the 
survey showed. The total dollar amount of debt accounted 
for by spending units in the higher income brackets is 
substantial relative to their numerical importance as 


credit users. 
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= N° 46 DIFFUSAIRE 


A NEW PERIMETER DIFFUSER PAR EXCELLENCE 
FOR BASE BOARD INSTALLATION 


eee 
Base projection 23,” 
Height of back 41,” 


ilable in 2-foot and 4-foot lengths 
for installation as individual units or 
continuous strips in multiples of 2 
or 4 ft. 


’ Culmination of years of research and development of 
diffusers of this type. It combines new and advantageous features, attractive appearance 
and unmatched performance. Note the outstanding superiorities high lighted below, 
then inspect this remarkable diffuser at your H&C Jobber. We believe you will agree 
it’s the finest diffuser of its type money will buy. 


AIRFOIL VALVE —— VERY LOW RESISTANCE EASIER TO INSTALL 

The curved valve, its high mounting on the back wall of the 

diffuser and the shape of the diffuser’s front panel provide 

a nozzle-like opening scientifically assuring a very minimum 

of resistance. 

EQUALIZED AR CXSTIEUTION fom cad to ond Bottom openings and sliding panels eliminat t 
. 6 Try ottom o ‘ i s eliminate cut- 

pal ee ae eee ee, ting, and with the exclusive H&C FLEXOFLANGE 

TERN a GARI LESS OF VOLU ME ~ accomplished by (furnished at no extra cost) there’s no folding over 

the high mounting of the valve and its opening at the air of the boot end. With the boot end flush with the 

discharge point. Important in heating and of even greater floor and diffuser in place, the expansible FLEXO- 

value in achieving FLANGE is inserted in the opening and nailed 


MORE EFFECTIVE COOLING. through boot at the ends . . . for the tightest, 
BALANCING cleanest and quickest connection possible. BY ALL 


STOP provides MEANS INSPECT THIS NEW DIFFUSER AT 
pesitive on HART & COOLEY = your uac josser. 

easy means o 

balancing at MANUFACTURING CO. soo East EIGHTH ST., HOLLAND, MICHIGAN 


diffusaire face. IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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Ther e’sa D27, 7” only. 
CRESCENT SLIP-JOINT PLIER 


for every job! 


MoToR KIT COMBINATION PLIER. 
G25, 5”. Also in 
6, 8 and 10” sizes. 


CeeTeECO COMBINATION PLIER. 
H25, 5 Also in 6, 8 
and 10" sizes 

CRESCENT THIN STRAIGHT NOSE 

PLIER. L26, 6". Also in 5, 8 and 

10” sizes and with side cutters. 


| CRESCENT THIN BENT NOSE PLIER. 
J26, 6” only. 


@ Crescent offers a wide selection of 
styles and sizes in this widely used = ; 
plier type. All are drop-forged from : \ & HARDWARE DEALERS igen 
é ‘ where are increasing their tool 
sales with Crescent Display panels. 
bright plate. They have sharply milled ry ? Designed for wall, counter, table 
? 7 - t or window display, they can be 


special analysis steel and finished in 


teeth, comfortable handles and smooth used with various mounting fix- 


working joints. The joint bolt and nut [| tures. Ask your jobber for details. 


are turned from solid bar steel and 





case hardened. You simply can’t find 


better pliers anywhere. 


Sign of the Cfrlisan 
Symbol of Excellence 


Crescent is our trode-mork, registered in the United Stotes and abroad, for wrenches ond other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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you 

won't have 
overhead 
like 

this... 


when 
you use 


AUER’S COMPLETE PERIMETER LINE! 


@ Sheet metal contractors everywhere are 
discovering amazing savings in time, labor 
and costs by using Auer “Perfusaire” perime- 
ter registers. They have found that installa- 
tion time is cut in half! 


Perfusaire, designed for use in or against 
plastered walls, inside or outside the base- 
board, installs quickly ... easily . . . without 
cutting or fitting. It hugs the wall without 
unsightly gaps . . . eliminates use of fillers or 


Aver “’Perfusaire’’— the 18 inch perimeter diffuser 
that has the capacity of 4 to 8 foot units for heat- 
ing and heating-cooling combination systems. 


Aver DRP floor perimeter registers with built in 
dampers. Available in 21% x 14 inch size and in 
sizes 4to6 inches wides, 10, 12 and I 4 inches long. 


moldings. It is the answer to difficult uneven 
wall installations! 


The Auer Perfusaire is equipped with a built- 
in damper to provide positive, controlled 
system balancing, making it ideal for heat- 
ing and combination heating-cooling 
perimeter systems. 


For complete details on how you can minimize 
installation time and increase profits with 
Perfusaire, ask for Bulletin P-54. 


Aver “Fanaire” for high or 
low sidewall installation . . . 
can be used as ceiling outlet 
... blankets entire wall areas 
with perfect air-pattern 


THE AUER REGISTER COMPANY 





REGISTERS . 


ond GRILLES = “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6602 CLEMENT AVENUE e CLEVELAND 5, OHIO 
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Bulletin Reminds Prospects of 


Contractor’s Services 


Bi-monthly promotion piece keeps prospects and old cus- 


tomers thinking about quality heating, cooling and sheet 


metal work 


SALES PROMOTION techniques are be- 


ing used on wider scale by sheet 


metal contractors throughout — the 
country. Those planning to prepare 
a program of this kind can_ profit 
by the experience of the Limbach 
Co., Pittsburgh contractor. who has 
turned this work over to a general 
advertising agency. 

The Limbach Co. has published a 
two-color, four-page, 8144 % 11 in. 
basis 
since 1949, Each edition of the bul- 


letin, known as the Limbach Letter, 


bulletin on a six-time-a-year 


is slanted toward some specific topic. 
Several recent issues are directed to 
such subjects as architectural metals, 

| 


cenings, 


work, 


heating and mechanical 


Bulletin Serves Two Purposes 


The letters are mailed to an ex- 
tensive list of customers and_pros- 
pects in the market area served by 
the company. Its purpose is twofold: 
1) to help create a desire on the part 
of prospects to do business with Lim- 
bach Co., and 2) to help keep present 


customers sold on the company’s 


services, progressiveness and versa- 
tility. 

The bulletins use a good quality 
glossy paper. The printing is offset 
lithography. Production and mailing 


costs average about $750 per issue. 


Post Card Invites Reply 


To check readership, each letter 
contains a self-addressed post card 
with a space for reader comment re- 
garding a “Mr. X” 


test is based around a_ photograph 


contest. The con- 


of some well known public figure 
when he was a child plus three clues 
which outline his background. The 
winners of past contests are listed 
as is the name of the “Mr. X” of a 
previous issue. One reason for the 
large number of cards returned, it 
is felt, is that the card is not of a 


commercial or obligating nature. 


Inside View Presented 


One part of the letter is used to 
describe the work performed in cer- 
tain departments of the company and 


to introduce the men who head the 


various departments. One page is al- 
located to this section of the maga- 
zine. It carries the caption “Leave 
it to Limbach” and shows how 
certain operations are handled. 

The cover page presents an 8 


84 in. 


photograph of some recent 
project completed by the company. 
The cover photograph is described 
in detail on page 2. Such a method 
of presenting information has found 
favor in the eyes of those customers 
whose new 


doorways, reception 


rooms, display rooms, store fronts 
or employee recreation rooms are 


given publicity in the community. 


Recent Jobs Described 


Pages 2 and 3 of the booklet de- 
scribe other work done for customers 
and photographs show customers and 
prospects how similar work could be 
done for them. 

The success of this sales promo- 
tional piece is due to the professional 
manner in which it is prepared. The 
quality of the booklet is associated 
with the type of work that can be 
expected from the Limbach Co. 
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Give your customers ‘round-the-clock comfort 





ah a tah 


of deganee/ 


” 














designed by 


— ere Henry Dreyfuss 
Su € 


increase your profits with this 


newly designed thermostat 


Homeowners will be proud to have this tastefully-designed 
thermostat on the walls of their home. They'll enjoy care- 
free comfort twenty-four hours of every day with com- 
pletely automatic night setback for cool sleeping and auto- 
matic morning pickup for pleasant waking — all controlled 
to the exact degree of comfort they desire. 

The new T852 Electric Clock Thermostat is dependable — 
built around the time-tested components and proven design 


Honeywell features that made its predecessor, the TM850 Chrono- 
Se 


therm, a yearly best seller. It boasts the same famous ac- 


eg) curacy, dependability and ease of installation. 
H electric clock F fit hi | vo oe m 
‘or more profit — cash in now by switching jobs to com- 
snrwee | Khermostat I < 5 | 
we pletely automatic control with the new T852 Honeywell 
a - 4 
- Electric Clock Thermostat. 





Newly designed 

Electric Clock Thermostat 

is completely automatic 

More beautiful than ever before, the dis- 
tinctively-designed Electric Clock Thermo- 


stat gives the same outstanding perform- 
ance as the time-tested TM850 Chrono- 





therm. Satisfied owners like the way it 


turns down the heat—automatically—when 





they go to bed, turns up the heat—auto- 
matically—while they're still asleep. Gives 


both added comfort and reduced fuel costs. 


thermostat 
helps sell the 
job — if it’s 


Honeywell 


The Honeywell Round, world’s best 
selling thermostat. Special decora 
tor feature gives it dynamic home- 
owner appeal. Dust-free mercury 
switch. Adjustable heater 


The Honeywell Year-Round thermo 
stat controls both heating and cool 
ing. New sub-bases allow eight 
lifferent switch combinations 


make installation easier 


GOOD business to offer the complete line of 


oneywell thermostats. Your installations work MIinnNEAPOLES 

tter. You have fewer service calls to make. Your H neywell 

stomers and trust Honeywell; they like the 
tC desig the up-to-date features. Honeywell 


very requirement for any type of 
letails, call your local Honey- hs a Tw Ota 


. + 
ss 
ML AWW 
" . VW Wo SIVA V\¢ 
Honeywell, 2729 Fourth Avenue, HONEYWELL ' 


8, Minnesota 





NOT THIS! This family’s uncomfortable—really uncom- 
fortable. Floors are cold. Ceilings are hot. The whole house is 


drafty. Temperature’s never the same. 


BUT THIS! Now, they’re constantly comfortable. In tests, 
Waterbury COMFORTROL heating has shown less than 1° tem- 


perature variation from floor to ceiling. 


New kind of heating gives constant comfort 
...hour after hour after hour 


Few things that you can offer 
prospects will interest them 
more than constant comfort. New 
Waterbury COMFORTROL By-Pass 
heating provides comfort morn- 
ing-noon-and-night. 


COMFORTROL anticipates out- 
side temperature changes long 
before they affect comfort. It 
mixes cool air with warm air to 
provide the exact temperature 
called for by outdoor and indoor 
thermostats. Its continuous sup- 
ply of clean, fresh humidified air 





adds warmth at the same rate as 
it is lost through walls, windows 
and attics. There are no drafts, 
no hot and cold cycles of temper- 
ature. In tests with Waterbury 
COMFORTROL, rooms have shown 
less than one degree temperature 
variation from floors to ceilings. 


Your prospects choose one 
unit over another because it is 
a better value. Increase your 
unit sales by offering the con- 
stant comfort of Waterbury 
COMFORTROL. 


COMFORTROL combines perfectly 
with a Waterbury cooling unit. 


Send for FREE booklet: "IT TAKES MORE THAN 
HEAT TO BE COMFORTABLE" 


That’s just what Waterbury’s new 
COMFORTROL booklet is all about. 
Thirty-two pages of facts, illustrated 

by famous cartoon- 








ist Tom Henderson, 
on the new kind of 
heating that will 
help you sell more 
units. 

Write: Water- 
man-Waterbury 
Coe.. 1432 2. EB. 
Jackson Street, 
Minneapolis 13, 
Minnesota. 





Waterbury Comfitiot 


By the makers of world-famous Waterbury furnaces and air conditioners 


AMERICAN ARTISAN, SEPTEMBER 1956 





(above) CHRIST EPISCOPAL CHURCH, 


In- 


dianapolis, Ind. 1,000 Ibs. of Revere Cop- 
per were used to form the spire and finial 


of which a close-up view can 
above. Finial is a fine example of 
how Revere Copper can be 
worked into any shape or form 
Re-roofing of spire and fabrica 
ting of finial were done by RALPH 
R. REEDER & SONS, with HUBBELL 
METALS supplying the Revere 
Copper 


seen 


DANFORTH CHAPEL of Colorado A&M Col- 
lege, Minneapolis. Architect: JAMES M. 
HUNTER, A.LA. Flashing and louvers as 
well as the repousse doors (see close-up) 
are of Revere Copper. Inside, candelabra, 
lectern and cross also are fashioned from 
Revere Copper 


ST. JOSAPHAT'S UKRANIAN 
cuurRcH, Rochester, N.Y 
Architect: &. M. LORSCHEID- 
er. Sheet Metal Cont 
SPRING SHEET METAL & 
ROOFING CO. Revere Dist 
FOLLANSBEE METALS COR 
PORATION OF NEW YORK 
2,500 Ibs. of Revere 20 oz 
Leadtex Copper replaced 
material on entire steeple 
at was cracking and en 
dangering pedestrians 


Since its use on the 


FIRST BAPTIST CHURCH, Wilmington, 
N.C. Architect: CHARLES C. HARTMANN, 
Wilmington and Greensboro, N. C. 
Sheet Metal Contractor: £. S. PIVER 
& SON. 12,000 Ibs. of non-rusting 
Revere 16, 20 and 24 oz. Cold 
Rolled Copper replaced a heavier 
material with which the two steeples 
were originally covered and which 
was deteriorating. The larger of the 
two steeples is 212’ high with a 40° 
base tapering to I‘ at the top. Revere 
Copper supplied by LYON CONKLIN 
and POTTS FARRINGTON 


sT ANTHONY CHURCH, 
Detroit, Mich., where 30,000 

s. of enduring Revere Sheet 
Copper were used to re- 
place a roof that was costing 
considerable to keep in re- 
Pair. DAVE POMAVILLE & SONS 
ROOFING & SHEET METAL COM- 
PANY did the job. Revere 
Copper was supplied by SEM; 
MLER WHOLESALE SUPPLY CO; 
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Old North Church in 1806 
_ REVERE COPPER 


Has protected our houses of worship the Country over 


According to a record book recently discovered in an old 
chest stored in a stable, Paul Revere once sold 681% pounds 
of sheet copper at .48 per lb., and assorted copper wrought 
nails at .54 per lb. for use on the steeple of the Old North 
Church, Boston. The dates were July 19th and September 
18th, 1806, five years after Paul Revere rolled the first copper 
sheet in America at his mill in ¢ Mass 

In 1954, the modern mills of Revere rolled and donated 
approximately 8,000 lbs. of copper for sheathing the new 
steeple of the Old North Church replacing the one toppled 
by Hurricane Carol (see photos this page) 

So, for a century and a half Revere Sheet Copper has been 
used on churches of every denomination, for crosses, roofs, 
gutters, leaders, flashing, doors, spires, fleches and other 
ornamentations. And, on the inside, Revere Copper Water 
Tube is being used extensively in radiant panel heating sys- 
tems and water lines. Not alone in churches, but in Govern- 
ment Buildings, State Capitols, hospitals, schools, munic- 
ipal and office buildings, from one end of our land to the 
other, Revere Copper has served faithfully 


anton, 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; 


Brooklyn, N. Y.; Chicago, Clinton and Joliet, U1; 
Detroit, Mich.; Los 


Angeles and ivernide, Calif.; New Bedford, Mass.; 
Newport, Ark.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere 


When final assembly of the 
steeple was made at the site, 
the largest crane in Boston 
was called on to hoist steeple 
into place. All trim, flashing, 
roofing and deck are Revere 
Leadtex Copper 
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Architect: CHARLES R. STRICKLAND, 
A.LA., Boston. Main spire on Old 
North Church, 50° in height, 7 at 
the base and tapering to 1’ at the 
peak, originally was made from 
wooden shingles. Here you see new 
spire with Revere Lead-Coated Cop- 
per being formed to simulate origi- 
nal shingles. Each shingle is attached 
to the plywood sides which in turn 
are fastened to a steel frame running 
the length of the steeple. This frame 
is fastened to the foundation. Sheet 
Metal Contractor: PAUL E. DUTELLE. 
Basic copper work was done in 
shop, using approximately 8,000 
Ibs. of 16 oz. Revere Lead-Coated 
Copper (Leadtex). 





WHAT THE ASSOCIATIONS ARE DOING 





AWARDS COMMITTEE congratulates a winner. At left 
is Andy Lind with Fred Nolting, John Park and George 
Bushman 


Fox Valley Holds Outing 


MEMBERS AND GUESTs of the Fox Valley (Illinois) Fur- 
nace and Sheet Metal Contractors Association met July 
19 at the Fox Valley Country Club, near Aurora, for 
their annual field day. The program included golfing, 
horseshoe pitching and dinner, Attendance totaled 109. 

Golf was interrupted by a heavy rainstorm, after which 
many of the golfers returned to the fairways to complete 
their rounds. Low gross winner was Mickey Kiefer, who 
shot a 77. The blind bogey prize went to John Park. 

Other golf prizes were awarded on the basis of the 
Peoria handicap system, first prize going to George Thiel- 
man and second prize to Carl Salpein. Two othe prizes 
were also given to golfers who were not able to finish 
their games due to the storm. These went to Ernest Kor- 
ona and E. Doyle, Sr. 

Prizes for the best score in the horseshoe pitching con- 
test went to Russel Hageman, William Straus, Hal Myers 
and Clinton Maves 


COMMITTEE ADDS UP THE GOLF SCORES at the 
Fox Valley association's annual field day. Above are, 
(I to r), Harry Gengler, Clayton Evelien and John Rubo 


More Cooling Predicted for California 


ResipENTs OF CALIFORNIA may be proud of their climate, 
but the day is near at hand when summer air condition- 
ing will become an essential rather than a luxury, stated 
John W. Norris, president of Lennox Industries, Inc., in 
a speech before members of the Institute of Heating and 
Air Conditioning Industries in Los Angeles. 

Mr. Norris pointed to the rapid rate at which offices, 
restaurants, theaters and stores are installing cooling 
equipment and said people are growing accustomed to 
living in an air cooled atmosphere during the summer 
and want this convenience during the hours they spend 
at home. 

The province of Alberta in Canada is becoming cool- 
ing conscious also, though the outside temperature seldom 
reaches more than 85 deg, Mr. Norris pointed out. To 
keep the home well ventilated, doors and windows must 
be kept open, which allows large amounts of dust to enter 
the house, Mr. Norris stated. 

“Tf you close the house to keep the dust out, you have 
to cool it mechanically for proper comfort,” he said. 
“Hence, the need for summer air conditioning even clear 
up in Edmonton, which is some 450 miles north of the 
Montana line.” 

The same condition applies to the California air pollu- 
tion problem. Homeowners wish to keep their windows 
closed to keep out the “smog” but something must be 
done to cool the inside air, which means summer air con- 
ditioning. 

Mr. Norris predicted that air cooled equipment will be- 
come the favored equipment for residential cooling be- 
cause of the scarcity of water in many of the nation’s 


communities today. 


Fort Worth Prints Cooling Brochure 


THE Fort WortH Air ConpitioninGc Association has 
published a brochure which serves a valuable function 
to summer air conditioning purchasers in Fort Worth. 
Called “How to Check for a Quality Air Conditioning 
Installation,” it is broken down into four segments: 1) 
equipment; 2) equipment size and house construction; 
}) duct work; and 4) grilles, registers and their location. 

Under equipment, two questions are asked: 1) is the 
unit manufacturered by a nationally known manufac- 
turer? 2) or is the unit assembled by an opportunistic 
company who is “skimming off the cream” of the 
present air conditioning boom? The booklet urges poten- 
tial buyers to consider carefully the reliability of the 
equipment to be purchased. 

There is no such thing as “square feet per ton,” the 
brochure states, under the equipment size and house con- 
struction section. Such elements as window size and num- 


ber, shade from the south and southwest sun, insulation 
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The CHOICE of the BEST 
AIR CONDITIONING ENGINEERS lets you 
DO THE COMPLETE JOB — Better 





ee The BEST in PERFORMANCE, EFFICIENCY 
an No. 256 U.S. A-C REGISTER 


a (guaeanaranevenappaiininres GOING OVER BIGGER AND BETTER for Residential and 

S\ Saeeereepeanpannnsopeeres Commercial Heating and Cooling systems. FOUR-WAY CON- 

TULLE MMMM NAN NNNNNNNT TUTTE TROLLED Air-Flow, Non-Vision design, GREATEST LABOR SAV- 
eee $ER of all Multi-Valve A-C Registers. Get the BEST with No. 256! 


QUALITY for HIGH CLASS, LOW COST JOBS 
No. 153 U.S. A-C REGISTER 


The Best Constructed Single Valve Register for Every Com- 

——— | petitive job. NEAT and ATTRACTIVE, Grille Bars hide interior 

=} view. Can be RE-SET with Setting Wrench. Price it! Compare it! 
5) You'll agree. 


The Perfect A-C BASE DIFFUSER TEAM 


No. 1000 U.S. BASE DIFFUSER 


The PROVEN LEADER — the MOST EF- 
FICIENT BASE DIFFUSER of all. Gives 
you GREATER PERFORMANCE, Less 
RESISTANCE, EASIEST INSTALLA- 
TION. Its QUIET, SATISFYING Opera- 


tion will build your reputation. 


No. 2000 U.S. BASE INTAKE 


The SENSATIONAL, COMPLETELY 
NEW, COMPANION to the Pace Set- 
ting No. 1000 U.S. BASE DIFFUSER. 
Same SIMPLE TO INSTALL CON- 
STRUCTION. Same EYE-PLEASING, 
Non-Vision design. Maximum Free Area 
in 23" or 48" lengths. Easy to paint and 
clean. 


WRITE FOR COMPLETE U.S. CATALOG 











UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS ciTy ° ALBANY 
sOLD BY LEADING JOBBERS FROM COAST TO COAST 
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of the home, roof construction and light or dark colors 
within the home play important parts in determining the 
load. 

Duct work is the hardest item to check, the brochure 
says, but a homeowner can ask for a duct layout and then 
question any of the details he doesn’t understand. Home- 
owners are urged to check the Fort Worth Air Condition- 
ing Association if any questions about duct work should 
arise, 

Again the homeowner is asked to check with other 
dealers if questions come up about grilles, or registers 
and their location. 

Circulation of the brochure was made through the Fort 
Worth home show when copies were given to persons 
who attended the show, and to homeowners whose names 


were obtained through the city directory. 





NEW PRESIDENT of the National Warm Air Heating 
and Air Conditioning Association of Canada, Harry T. 
Bulloch (left) is congratulated by immediate past presi 
dent Lyle C. Whealy 


Cooling Potential Great in Canada 


ALTHOUGH MUCH OF CANADA will never require summet 
air conditioning, there is still a large potential market 
according to D. R. Bahnfleth, research associate in me- 
chanical engineering, University of Illinois, in a speech 
he made at the 13th annual National Warm Air Heating 
and Air Conditioning Association of Canada convention 
held recently in Toronto. Mr. Bahnfleth pointed to a 


number of Canadian cities which have temperatures of 
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as high as 105 F, and the summer design temperature in 
common use in most cities is about 90 F. Some consider- 
ation should be given to summer air conditioning in these 
localities, he said. 

The close cooperation existing between the National 
Warm Air Heating and Air Conditioning Association of 
Canada and the Central Mortgage and Housing Corp. 
was pointed out by R. P. Opie, supervisor of standards 
and compliance Dept., Central Mortgage and Finance 
Corp.. while the Central Mortgage and Housing Corp. 
installation requirements were discussed by lra Ashfield. 
Supervisory Building Materials Dept. of CMHC. 

The hows and whys of forming a local chapter were 
given by Paul Lowes, a Toronto heating dealer. Some of 
the problems faced in forming a chapter in Toronto were 
discussed by Mr. Lowes. NWAHACA of Canada activities 
and the growth experienced by the Canadian group dur- 
ing the year were pointed out by Lyle C. Whealy, past 
president of the association. Mr. Whealy also introduced 
the new officers and directors. They are: T. H. Bulloch, 
president; M. M. Miller, vice president; Ned Fisher, 
J. D. Grant. E. H. McKinney, H. H. Proctor, F. A. Shel- 


don and F. W. Thomson, directors. 


Kansas City Considers Ethics Code 


A CODE OF ETHICS will be discussed at a future meeting 
of the Sheet Metal and Air Conditioning Contractors’ 
Association of Greater Kansas City. The code would 
sovern contractors’ and dealers’ ethics in business negoti- 
ations. 

A new book is now being developed to place in the 
hands of architects and engineers. This book will contain 
lists of items to be specified under general sheet metal, 
ventilating and cooling and kitchen equipment headings. 
In addition it will include the three manuals published 
by the Sheet Metal and Air Conditioning Contractors 
National Association, “Gutters and Downspouts,” “Flash- 
ings and Expansion Joints.” and “Skylights and Venti- 


lators 


Demand Heavy for Reference Manuals 


RESPONSE FOR THE architects’ and engineers’ reference 
manual for sheet metal work, prepared by the Sheet 
Metal Contractors Association of Southern California, 
has been very heavy, Henry B. Ely, executive secretary 
of the association, announced. 

So far specifications and explanations on gutters, con- 
ductors and conductor heads, flashings and standard 
sheet metal shapes have been submitted to architects. Al- 
most ready for distribution are specifications for sky- 
lights and ventilators. These were originally written by 
the Sheet Metal and Air Conditioning Contractors’ Na- 
tional Association, which is also preparing specifications 


for ventilating and air conditioning. 


AMERICAN ARTISAN, SEPTEMBER 1956 








PROFIT MAKERS 


It’s like service on a velvet cushion to depend 


on the cozy gas-fired furnace line to bring in 
new customers and more profits. You're sit- 
ting on a cushion, yourself, for Cozy’s out- 
standing features sell furnaces for you. 
They’re easier to install, easier to maintain... 
and they’re backed by over a quarter of a 
century of manufacturing experience. Get 
the facts on the year-’round, high-profit, sales 
plan. Write today! 








Forced-air vertical and space-saving hori- 
zontal models are adaptable for air condi- 
tioning. The CozY CHALLENGER Floor Fur- 
nace has accessible controls, and cozy 
Recessed Wall Heaters are available for 
single- or dual-wall installation 


The ADVANCE FURNACE CO. 


WICHITA, KANSAS 
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REGISTERING FOR MILWAUKEE association's stag 
picnic is Del Ihde (right), while helping out is Fred 
Heise (left) and R. S. Schmieder 


Milwaukee Holds Picnic 


MANY DEALERS AND CONTRACTORS in the Milwaukee area 
“got away from it all” on July 26 at the day-long annual 
stag picnic of the Sheet Metal Contractors Association 
of Milwaukee. The event was held at the Bavarian Club 
with more than 150 in attendance at the dinner where 
a life membership award was made to Louis Stefanik by 
president Del Ihde. Mr. Stefanik recently retired from 
active business after operating his own shop for 29 years. 
He will continue to remain active in association work. 
The outcome of last year’s baseball game between the 
teams sent into the field by the dealers and the salesmen 
has been in dispute since the 1955 scorekeepers failed 
to agree on which team had the big end of a 14 - 12 
score. This year’s game ended with a decided victory for 
the dealers: the score, 6 - 3. 


Horseshoe pitching came in for considerable comment 


LIFE MEMBERSHIP 
award is made to 
Louis Stefanik by as- 
sociation president 


Del Ihde 
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PLAYOFF OF HORSESHOE pitching tie between 
Charles Graff (left) and Mike Poja (right) begins. 
Scorekeeper Karl Brozek (center) outlines the playing 
schedule 


as the first round between 26 contestants ended in a tie 
between Mike Poja, 1955 winner and Charles Graff. Each 
had a score of 20 for 21 frames. The playoff saw Charles 
Graff pitch a 21 to win over Poja. The prize, a fishing 
rod and reel, was presented at dinner. 

Those not playing horseshoes or baseball found the 
time passed quickly at cards or visiting with acquaint- 
ances infrequently seen. Many visitors came from as far 
as Chicago and upstate Wisconsin. 


Cleveland By-Laws Revised 


RECENTLY THE CuyAHOGA County Sheet Metal Contrac- 
tors voted to change the association’s by-laws to permit as 
associate members, wholesalers. jobbers, manufacturers’ 
representatives and manufacturers. This move was made 
so all facets of the industry serving the Cleveland area 
could organize their activities to present a more effective 
merchandising program. 

Also noted as a change in the constitution was a re- 
vision in dues to permit the associate members to share 
in the association’s activities. Dues, paid on a six month 
basis, will be $150 for each dealer member for each 
period. Associate members also will pay on the six 
month basis; wholesalers and jobbers will pay $100 each 
period, while manufacturer members will pay $50 for 
each period. 

Plans for setting up a certified warm air heating pro- 
gram were discussed. It was agreed that an engineer will 
be hired to examine and approve all plans submitted 
for the certified heating program. An association em- 


ployed inspector will test each installation before the 
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Cold Anticipation 
Heat Anticipation 


hia 


Separate Circuits: With its built-in separation Cold and Heat Anticipation: Penn maintains 
of heating and cooling circuits, the Penn Series closer temperature control. Heat anticipation holds 


880 meets all code requirements — without the heat within one degree...cold anticipation limits 


extra cost of a heating relay. cooling variation, keeps relative humidity low. 


PENN HEATING and COOLING THERMOSTAT 


GIVES YOU 3 BIG SALES ADVANTAGES 


No extra heating relays needed... 
easier installation ...and closer 
control of temperatures make 


Penn your best buy! 


Yes, only Penn gives you all these sales advantages. Then, 
too, the Penn Series 880 embodies snap-acting magnet 
contacts, still best for long life and trouble-free operation. 
And, there are many other reasons why more and more 
manufacturers of packaged year-round air conditioning 
choose Penn Controls. 


You can depend on Penn because every control is backed 
by more than 20 years of experience in designing and 
manufacturing both heating and cooling controls. So be 
sure that the year-round air conditioning systems you sell 
and install are equipped with Penn Controls. 


PENN CONTROLS, INC. 


Easy to Install: Just 3 simple steps. First, make all Goshen, Indiana 


connections on mounting base. Then “push” thermostat Automatic Controls For Heating, Refrigeration, Air Conditioning, 


on base and, third, place cover on thermostat. Gas Appliances, Pumps, Air Compressors, Engines 
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seal is issued. Penalties will be assessed against any dealer 
who fails to carry out alterations deemed necessary by 
the association’s inspec tor. 

A promotion plan for informing the public about the 
advantages of the certified heating program is now under 


advisement. 


NW AHACA to Meet Nov. 28-29 


THe Nationat Warm Air Heating and Air Conditioning 
Association will hold its 43rd annual convention, Nov. 
28-29 at the Netherland Plaza Hotel in Cincinnati. 

Official welcome will be made by G. W. Denges, pres- 
ident, who will start the program with an outline of the 
association’s activities during the past year. Central 
theme of the convention will be “how to.” In each session 
topics such as selling and the new and modernization 
markets will be discussed, and the guests will be told how 
to sell better, how to develop more modernization sales 
and how to control operating costs, 

Home improvement and modernization sales potential 
for the heating-cooling dealer during 1957 will be de- 
scribed by John R. Doscher, executive director. Operation 
Home Improvement. Additional modernization informa- 
lion as it pertains to the warm air heating and summer 
air conditioning dealer, will be presented by Randall A. 
Nelson, director, public relations, NWAHACA. 

Why people want central system summer air condition- 
ing will be covered by Ralph A. Crane, manager, market 
research, “Kinetic” Chemicals Div... E. I. Du Pont de 
Nemours and Co., in his summarization of a survey 
which was conducted during the summer of 1956. 

Points on how to sell warm air heating and cooling 
systems to the public will be made by Robert D. Strickler, 
director of sales, Lennox Industries, Inc. L. G. Miller, 
dean emeritus, Michigan State University, will add to the 
selling theme by reporting on proven procedures un- 
covered by the university's market research department. 

On the evening of Nov. 28. the convention delegates 
will be entertained at Beverly Hills. Special transporta- 
tion to and from the Kentucky night spot is being ar- 
ranged for by the entertainment committee. 

Ways ot ev iluating overhead costs will be covered by 
W. L. Dulle, executive vice president, E. E. Souther Tron 
Co. A way to sell new house central heating and cooling 
systems at a profit will be discussed by D. M. W. Wilson, 
managing director, National Warm Air Heating and Ait 
Conditioning Association of Canada. 

\ dealer panel consisting of Ray Quiggin, H. Quiggin 
and Son, Cleveland: James B. Kuykendall, Jr... E. P. 
Nisbet Co., Charlotte. N. C.: and D. E. Hinkev. Pitts- 
burgh, will discuss what is happening to the warm ait 
heating and summer air conditioning dealer. Homer F. 
Brundage, president. The Brundage Co.. will moderate 


the pane | 
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How to balance year ‘round air conditioning systems 
will be discussed by C. W. Nessell, chairman, Field In- 
vestigation Committee; and a report on research activi- 
ties at the University of Illinois will be made by F. L. 
Meyer, chairman, research advisory committee. How the 
results of these research findings might be turned into 
a profit by the individual dealer will be pointed out by 
D. R. Bahnfleth, special research assistant in mechanical 


engineering, University of Illinois. 


Pennsylvania Sets Convention Dates 


THe SHeet Metar, Arr ConpirioninG and Roofing Con- 
tractors Association of Pennsylvania will hold next year’s 
annual convention April 26-27 at Williamsport, it was 
announced during the board of directors’ meeting held 
recently in Altoona. 

A reduction in rates for Workmen's Compensation In- 
surance was obtained by the association. In the future 
contractors will pay 85 cents per $100 payroll for shop 
work. For outside work the rate will be $1.95 per $100 
payroll. The savings in this reduction could amount to 
as much as $99 yearly, the association states. 

In other action taken during the meeting, it was de- 
cided to reorganize the heating and cooling committee 
with co-chairmen for each division. At first it was sug- 
gested that the groups be divided into two separate com- 


mittees. 


NHAW Schedules Fall Convention 


THe NatTioNaAL HEATING AND AIRCONDITIONING Whole- 
salers, Inc. will hold its fall convention at the Deshler 
Hilton Hotel, Columbus, on Dec. 3-5, W. R. Bull, execu- 
tive director of the association announced. 

The relationship between the wholesaler and manufac- 
turer on upgrading the wholesaler to be a better mer- 
chandiser, promoter and advertiser in order to sell the 
big dealer and compete with the direct selling manufac- 
turer will be discussed during the meeting. Special at- 
tention will be given to the constant adjustment in whole- 
saling methods to conform to the current trends in spe- 
cialty selling, selling service, selling quality, proper selec- 
tion of salesmen, proper compensation of salesmen and 
a continuous program of training. 

Also, the wholesaler and manufacturer responsibility 
will be discussed, tying in the problem of what consti- 
tutes good trade practices and a program for compliance 
with the trade practice rules in each trading area. The 
responsibility of both suppliers and wholesalers in regard 
to what to expect from each other will also be covered. 

Education, with special emphasis on the NHAW heat- 
ing and cooling dealer education program, will receive 
attention during the meeting. 


\ social hour and buffet mixer is scheduled for 7 p.m. 
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The FITTEST Pipe and Fittings are 


~MONCRIEF Sureril. 


SNAPLOCK 
WARM AIR PIPE 


_ Round Elbows and Angles... 


DUCT, STACK 
SNAPLOCK 


Stack Heads... Stack Elbows... 


YES, THEY ARE DIE STAMPED, FULL THROAT DESIGN 
MACHINE MADE, INSURING INSURES UNRESTRICTED AIR 


ANGLES 
ELBOWS, 


Gravity Fittings...Return Air Fittings 


UNIFORM SIZES FOR QUICK 
EASY bento ct a 











CARTON PACKS MAKE THEM 
EASY TO ORDER - EASY TO 
HANDLE, MAKES CLEANER 
IN wis rae S. 











More and more installers are finding that 
they can be sure with Surefit — sure of bet- 
ter installations — speedier, more profitable 
installations with Moncrief Surefit Pipe 
and Fittings. 

Surefit Pipe and Fittings are precision fab- 
ricated in one of the world’s largest and best 
equipped, mechanized plants. From galvan- 
ized sheets to finished pieces, Moncrief Sure- 


EVERYTHING You Need. 
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TRAVEL FOR GREATER 
hl ne Ae 





SUREFIT. 1S THE COMPLETE 
LINE FOR GRAVITY... FORCED AIR 
PERIMETER AND SMALLER 


PIPE Rn nan 


fit Pipe and Fittings are manufactured under 
strict quality control. Surefit is the mark of 
quality at low prices. 


One sure way to improve installations, and 
show an additional profit as well, is to use 
Surefit Pipe and Fittings. 


See your Moncrief Surefit Wholesaler, 


right away! 


4 


I} 

Si 
N 

2, 


- > — 
ndition 


3 To » Condens ng 
its 
Sustegye Ce 


with V. type 
roling Co oils. 


® Medina, Ohio 


FREE... 
Illustrated 
Catalog 
on the 
Complete 
Surefit 


pravity 

Furnaces 

Gas or Oil 
Fired. 


Gas 


Heaters. 
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on Dec. 2, and the board of trustees will meet for break- 
fast Dec. 3 at 7:30 o'clock. followed by their annual 
meeting. Committee meetings and the associate members 
meeting will be held at the same time. A luncheon will 
get the convention officially started at noon. 

A general membership breakfast will be held at 8 
a.m. De 1. followed by the general membership meet- 
ing, which will run from 11 a.m. to 5 p.m. The associate 
members social hour will follow at 5, with the banquet 
concluding the day’s program. 

A trustees’ breakfast is scheduled for 7:30 a.m. on 
Dec. 5, followed by the business meetings until 3 p.m. 
which will conclude the convention program. The noon 
luncheon will be devoted to the dealer education pro- 


gram. 


New Officers Elected in Rochester 


NEW OFFICERS, INCLUDING a new office of assistant sec- 
retary, were elected during a recent meeting of the Roch- 
ester Master Sheet Metal, Furnace and Roofers Asso- 
ciation. 

New officers are: Fred Pike, president; R. McLaugh- 
lin, vice president; Lester Wilson, treasurer; Richard 
W. Friday, executive secretary; Fred Kimmel, Jr., as- 
sistant secretary; and George Isaac and George Ballard, 
Jr.. sergeants at arms. Directors are R. McLaughlin, Al- 
bert Vonhof and Si Cohen, whose terms end in 1957; 
and Lester Wilson, Fred Kimmel, Jr. and George Ballard, 
Jr., whose terms end in 1958. One of the duties of the 
new office of assistant secretary will be to gather in- 
formation for the monthly bulletin printed by the as- 


sociation. 


Panel Discusses Industry Problems 


A PANEL DISCUSSION ON industry problems was held by 
the Detroit Warm Air Heating Association, recently. On 
the panel were Robert McCann, supervisor of training 
school, Michigan Consolidated Gas Co.. who discussed 
gas heating problems: Clifford Andrus, senior assistant 
mechanical engineer, Department of Building and Safety 
Engineering who discussed code problems; Richard 
Look, an attorney, who discussed contracts, liability and 
taxes and Ray Krutsch, Krutsch Heating Co., who dis- 
cussed selling and selling problems. Questions submitted 


from guests were answered by the panel members 


Columbus Elects New Officers 


NEW OFFICERS OF THE SHEET Metal, Furnace and Air 
Conditioning Association of Columbus have been elected. 
They are: Lee Jones, president; Bob Weaver, vice presi- 
dent: Art Haire, secretary; and new directors, Adam 
Pataky and Elmer Custer. 


Wisconsin Discusses Ventilation 


A PANEL DISCUSSION on ventilation highlighted the month- 
ly district meeting of the Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, Inc., which was held recently in 
Sheboygan, with President Vince Kerscher and Director 
Ted Kuch acting as hosts. Attending were 43 dealer- 
contractors and 22 ladies. 

The panel members, Mr. Kuch, Sheboygan; Ken 
Beseke, Milwaukee; and Fred Steinhaus, Sheboygan, dis- 
cussed why the sheet metal contractor feels the ventilating 
work on any building should be a separate contract. A 
list of materials and equipment that should be included 
in the ventilating contract was given by the panel. It in- 
cludes all sheet metal work of U.S. standard gage, 10 
gage and lighter metal, all materials formed into ducts, 
dampers and casings; duct work made of any type of 
material, motors, controllers and starting equipment 
which are used for the purpose of moving air; air wash- 
ers; all types of filters and air cleaning devices; all air 
handling and conditioning units and equipment including 
blower section, filter section, damper section, coil section 
for heating, ventilating and air conditioning and ducts 
with sheet metal connections. Also, all registers, grilles 
and ceiling diffusers, all intakes and discharges, the 
sound-proof lining on interior surfaces of ducts and 
insulation of ducts should be included. 

The panel also discussed why the sheet metal contrac- 
tor is working to have a separate ventilating contract. It 
was suggested by the panel that a letter regarding the 
facts discussed by the panel be sent to architects and en- 
gineers so that these suggestions might be included in 
future contracts. 


Canton Association Changes Name 


THE Canton (OHIO) SHEET metal contractors have tak- 
en a new name for their association. It will be known as 
The Council of Sheet Metal Contractors of Stark County, 
Inc. Regular meetings will be held the second Monday 
of each month. Initiation fee is $75 and quarterly dues 
are $25. New officers of the association are: R. G. 
Cramer, president; Walter Teel, vice president; C. R. 
Kurtz, secretary; and George Motz, treasurer. 


New York Holds Summer Outing 


THe New York State Sheet Metal, Roofing and Air 
Conditioning Contractors’ Association, Inc. held its an- 
nual summer outing last month at the Syracuse Yacht 
Club. Golf was arranged for the morning, followed by 
cards in the afternoon. Some of the members took ad- 
vantage of the available sail boats. Dinner and a dance 
concluded the association’s annual outing program in the 


evening. 


(More association news on page 52) 
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This ad appears in October ‘Better Homes & Gardens” 
and Winter-Spring “Small Homes Guide” 


THIS ADVERTISING TO 


HOMEBUYERS IS 


IMPORTANT TO 


YOUR AIR- 
CONDITIONING 
BUSINESS! 


First, Reynolds advertising takes air-conditioning 
for granted in everybody’s future...and that 
attitude helps build business for you! Second, 
Reynolds advertising removes what could 
otherwise be a serious worry in the mind of the 
prospective air-conditioning customer...the 
danger of rust. Removing that doubt also helps 
your business! 


Reynolds consumer advertising goes on 
steadily, backed by ads to builders. This 
promotion helps to speed a trend that is 
inevitable on merit...the trend to aluminum 
ducts. Plan your business growth in this 
growing trend. Use Reynolds Aluminum for 
ductwork, and identify it with the Reynolds 
Aluminum emblem. For consumet literature 
and supply of emblems, write to 

Reynolds Metals Company, General Sales 
Office, 2500 S. Third St., Louisville 1, Ky. 


Starting Sept. 23, see Reynolds great new series 
“CIRCUS BOY”, Sundays, NBC-TV Network. 


Rustproof Ducts of 


@y REYNOLDS 


ALUMINUM 


It’s the certainty of central air conditioning —for you, soon 
~that makes this Mark of Quality ever more ictaietens 
Moisture will condense on ducts carrying cool air 
damage could be serious, could even require wane, 
walls. Make sure of rustproof ducts.. 
that identifies Reynolds Aluminum. 
folder that also tells how aluminum 
speeds air flow, improves efficiency. 
Reynolds Metals Company, 
General Sales Office, 
Louisville 1, Kentucky. 


- rust 

g down 
-look for this emblem 
Write for 


The Finest Products 
Made with Aluminum 


REYNOLOS > ALUMINUM 


REYNOLDS 28 ALUMINUM 
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HERE'S THE NEW HONEYWELL 


Easier to install... easier to sell...the most 
economical way to supply the modern comfort 


today’s discriminating homeowners want! 


ZONE 1 ZONE 2 ZONE 3—TAKE YOUR PICK 
LIVING SLEEPING eres Zone Control will solve comfort 


problems in the following situatic 
Age - it-level hon ass enclosed areas « Basement 
Room over garage + Attic 
vomes « Other 


i ZONE ZONE 
THERMOSTAT THERMOSTAT THERMOSTAT Pre 


DAMPER 
ACTUATOR 


Sa 


ios Y “: aay. 


, 
: 
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ZONE CONTROL FOR CUSTOM HOMES 





These are the tested key components for 
Honeywell's 3-Zone Control 





= hy 
# 


Today’s owners of custom homes want modern 
whole house comfort—the kind they can't get 
with only one thermostat. That’s why Honey- 
well Zone Control is so easy to sell. It divides 
the home into two or more comfort zones— 
each with its own thermostat to give the exact 


heating or cooling needed in each zone! 


Key to whole system is a Honeywell Modulat- 
ing Damper Actuator located in each duct lead- 
ing to a separate zone. The damper motor 
regulates the damper to increase or decrease the 
air volume exactly as called for by its zone 
thermostat. eo Or 


No other system gets as much comfort and M829 modulating damper actuator adjusts the damper to 


efficiency aime oil heating eels Vaw'tl be way a position that lets a measured amount of heating or cooling 


: "ap" through the duct. Each motor is controlled by signals from 
ahead in customer satisfaction and profit from ; 
the thermostat in its corresponding zone 


a more complete heating job. ‘ 
The motor is noiseless and has no gears to get out of 


Honeywell Zone Control is easy to install, order. It can be mounted in any position 
too. And it will work with all types of forced 
air installations—all types of central heating- 
cooling systems—all types of standard or 


custom homes. 


For complete information on the new Honey- 
well warm air zone control system, or details on 
wet heat zoning equipment, call your local 
Honeywell office. Or write Honeywell, Dept. 
AA-9-222, Minneapolis 8, Minnesota. 


For heating and cooling 


Honeywell 


Zone Control 


© 





ee New simplified wiring panel for heating-cooling systems 


AMERICAN ARTISAN, SEPTEMBER 1956 





WITH THE ASSOCIATIONS 











Coming Events 


September 


Sept. 25-—-Chicago Warm Air Golf Associa- 
tion tournament. Ruth Lake Country Club, 
Hinsdale, Ill. 

Sept. 26-29—-Roofers and Sheet Metal Con- 
tractors’ Association of Alabama, annual 
convention. Holiday Inn, Birmingham, Ala. 
Jack Halfacre, Convention Chairman, 405 
Frank Nelson Bldg., Birmingham, Ala. 


October 


Oct. 8-10—National Association of Sheet 
Metal Distributors, annual meeting. Marl- 
horough-Blenheim Hotel, Atlantic City, N.J. 
Thomas A. Fernley, Jr., Executive Secre- 
tary, 1900 Arch St., Philadelphia 3. 

Oct. 15-17—American Gas Association, an- 
nual convention. Atlantic City Auditorium 
and Hotel Traymore, Atlantic City N. J. 
C. S. Stackpole, Managing Director, 420 


Lexington Ave., New York 17. 
November 


Nov. 26-27—National Warm Air Heating 
and Air Conditioning Association, board 
and committee meetings. Netherland Plaza 
Hotel, Cincinnati. George Boeddener, Man- 
aging Director, 640 Engineers’ Bldg., 
Cleveland 14. 

Nov. 26-28—American Society of Refriger- 
ation Engineers, annual meeting. Hotel 
Statler, Boston. R. C. Cross, Executive Sec- 
retary, 234 Fifth Ave., New York 1. 

Nov. 28-29—National Warm Air Heating and 
Air Conditioning Association, annual con- 
vention. Netherland Plaza Hotel, Cincin- 
nati. George Boeddener, Managing Di- 
rector, 640 Engineers Bldg., Cleveland 14. 


December 


Dec. 3-5—National Heating & Aircondition- 
ing Wholesalers, Inc., annual convention. 
Deshler-Hilton Hotel, Columbus, O. W. R. 
Bull, Executive Director, 1200 W. Fifth 
Ave., Columbus, O. 


January 


Jan. 20-24—National Association of Home 
Builders, annual exposition. Conrad Hilton 


and Sherman Hotels and the Coliseum, 


Chicago. John M. Dickerman, Executive 
Director, 1625 L. St., N.W., Washington 
6, B. CG. 


February 


eb. 7-8—Sheet Metal and Warm Air Heat- 


‘ 
“<q 
ing Contractors’ Association of Indiana, 


Inc., annual convention. Hotel Severin, 
Indianapolis, Ind. Frank E. Anderson, Ex- 
ecutive Secretary, 439 S. 17th St., Terre 
Haute, Ind. 

Feb. 10-13—-New York State Sheet Metal, 
Roofing and Air Conditioning Contractors’ 
Association, Inc., annual convention. Hotel 
Niagara, Niagara Falls, N. Y. Clarence J. 
Meyer, Executive Secretary, 567-69 Genesee 
St., Buffalo, N. Y. 

Feb. 14-16—Sheet Metal & Roofing Contrac- 
tors’ Association of Minnesota, Inc., an- 
nual convention. Lowry Hotel, St. Paul, 
Minn. Richard J. Grant, Executive Secre- 
tary, 867 Grand Ave., St. Paul 5, Minn. 

Feb. 18-21—Sixth Annual Industrial Venti- 
lation Conference. Kellogg Center, Michi- 
gan State University, East Lansing, Mich. 
J. C. Barrett, Division of Occupational 
Health, Michigan Department of Health, 
Lansing 4, Mich. 

Feb. 25-27—Ohio Sheet Metal Contractors’ 
Association, annual convention. Cleveland 
Hotel, Cleveland. Dion E. Mannen, Con- 
vention Chairman, 9104 Woodland Ave., 
Cleveland. 

Feb. 25-Feb. 28—American Society of Heat- 
ing and Air-Conditioning Engineers, 63rd 
annual convention. Conrad Hilton Hotel, 
Chicago. A. V. Hutchinson, Executive Sec- 
retary, 62 Worth St., New York 13. 

Feb. 25-Mar. 1—lInternational Heating and 
Air-Conditioning Exposition, International 
Amphitheater, Chicago. E. K. Stevens, Ex- 
position Manager, International Exposition 
Co., 480 Lexington Ave., New York 17. 


May 


May 15-18—Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc., 
annual convention. Edgewater Beach Hotel, 
Chicago. Joseph D. Wilder, Executive Sec- 
retary, 170 Division St., Elgin, Ill. 





AMERICAN ARTISAN, SEPTEMBER 1956 





(Continued from page 48) 





a new concept in styling and 
performance sets pace in 
gas-fired unit heating 





...to be sure! 


Here at last is a gas unit heater so 
strikingly beautiful it can be installed 
with pride in the finest commercial, in- 
stitutional and industrial buildings. 
Truly distinctive lines and attractive 
soft green finish are accented by spar- 
kling medallion, grilles and panel of 
polished chrome. Yes, the new Modines 
are in a class by themselves thanks 
to the skill of famous designer Jean 
Otis Reinecke. 

And the new Modines are as great 
as they look . . . in performance, econ- 
omy and safe, trouble-free operation 
Check these unmatched benefits: 

New performance — Improved stainless 
steel burners and choice of stainless or 
aluminized steel heat exchangers, with 
combustion air inlets located directly be- 
low, increase heating efficiency, minimize 
corrosion. 

Quieter operation — Lower speed motors, 
new fan design and resilient motor mount- 
ing assure quieter operation at full-capac- 
ity heat delivery . . . provide ample heat 
throw to all areas without hot blasts. 
Lighter weight — Actual comparisons 
show the new Modines to be up to 50% 
lighter than other makes. They are easier 
to install, cost less to ship and handle. 
Wider range of sizes — The new Modines 
are available in eight sizes now, ranging 
from 25,000 to 310,000 Btu. There’s a size 
for every application of natural, manu- 
factured, mixed, LP and LP-air gases. 


For full particulars, see your nearest 
wholesaler or the Modine representa- 
tive listed in your phone book. Whole- 
saler franchises still open in some areas. 


BIG SIZES, SMALL PACKAGES 


This 25,000-Btu Modine gas 
unit heater weighs only 35 Ibs. 
New Modines are ideal for fac- 
tories, offices, laboratories, 
washrooms, garages, service 
siations, stores. 


But there’s more to 


the new Modine 





than meets the eye 





IMPROVED COMBUSTION 


Hooded combustion air inlets di- 
rectly below each tube assure 
higher burning efficiency, mini- 
mize flame disturbance 


SAFETY MEASURE 


Sturdy guard protects against 
hazards of exposed fan and 
provides resilient suspension for 
motor and fan assembly, further 
reducing vibration noises. 


CLIP THIS COUPON AND MAIL TODAY 


MODINE MFG. CO. 
1500 DeKoven Ave., Racine, Wis. 


Please send me immediately a free copy 
of new bulletin, “The Magnificent Modine 
Gas-Fired Unit Heater.” 

Name 

Firm . 


Address . 


Graces esthahanbcinenes 


SELF-CLEANING PORTS 


Knife-sharp stainless steel ports 
have four times the free area of 
drilled ports. Keen edges resist 
lodging of dirt and scale, main- 
tain uniform flame. 


FASTER, MORE UNIFORM HEAT 


Continuous, uniform flame from 
front to rear of individually and 
directly-fired tubes boosts radi- 
ant heat absorption and uniform 
heat distribution. 








bei rae 


eee 


“VE TRIED OTHERS, BUT 
NONE OF THEM MATCH 


CHEVROLET ECONOMY!” 


... says Mr. F. H. Cato, F. H. Cato Sheet Metal Works, Atlanta, 
Georgia—a typical user of Chevrolet light-duty trucks. 

“One of my four Chevrolet none of them match Chevrolet economy.” 
pickup trucks is a 1954 
model with 48,000 miles 
on it. I’ve spent only six 


Everywhere in America today, you'll find 
Chevrolet truck owners echoing Mr. Cato’s 
words . . . saying, in effect, ““Chevy puts more 
money in my pocket!” These great-performing 
trucks, the sales leaders since ’37, now boast 


dollars on service during 
the two years I’ve had it. 


As long as you keep gas and oil in Chevrolet 
trucks, they’ll roll. My business is booming and 
I plan to add three more Chevrolet pickups to 
my operation this year. I’ve tried others, but 


the biggest, happiest family of owners to be 
found anywhere. Why not see your Chevrolet 
dealer and join ’em soon! . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 


Modern features make new Chevrolet trucks the Performance Champs of the Lightweight Class! 


Modern Panoramic Wind- 
shield, Concealed Safety Steps 
. and many, many more! 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 


New high-powered V8’s—with Extra high-compression 6's — 
efficient, moneysaving short- the world’s most 
stroke design! truck engines! 


Easy-wheeling Ball-GearSteer- 
popular ing—for fleet, agile maneu- 
vering, less work at the wheel! 
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STAINLESS 


HOT ROLLED 


a Quickly 





more than 20 kinds in stock 


You get the sheets you need without delay when you 
call your nearby Ryerson plant. That’s because we 
carry the world’s largest stocks—an unusually wide 
range of gauges and pattern sizes in more than 20 
types. Whether you need a single sheet or a truck- 
load, pattern size or cut-to-order, we can assure you 
of immediate delivery. 

Ryerson galvanized sheets are a special tight- 
coated type that form readily without peeling or 
flaking —are bright and clean with uniform spangle. 
Workable Ryerson stainless is all time-tested Alle- 
gheny Metal, with the high quality finish that will 
please your most particular customers. Ry-Ex 
Expanded Metal is available in two types, standard 
and flattened, both types with all sharp edges 
removed. 


MACHINERY AND TOOLS. And when you need metal- 
working machinery or tools, again you can depend 
on Ryerson. Your nearby Ryerson plant supplies 
—and unreservedly guarantees—every type used 
by sheet metal shops. 

So, for fast action on your every requirement... 
call Ryerson. 


RYERSON STEEL 


Principal products: Carbon, alloy and stainless steel, bars 
and band iron, angles and channels (black and galvanized), 
welded and seamless tubing, plates, sheets and strip, etc. 


YORK ef 


i T. RYER N & dN NC. PLANTS AT: NEW 30STON @ WA NGFOR NN. © PHILADELPHIA ® CHARLOTTE. N © CINCINNAT 
CLEVELAND * DETROIT * PITTSBURGH * BUFFALO * CHICAGO * MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 
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How to Overcome Price Cutting 


ALL TOO OFTEN when a dealer is the first to submit a proposal, his price 
becomes a football, with each kick knocking the price lower. The problem 
is to convince his prospect that any lower price than that in his proposal 
will result in a poor quality job because any dealer submitting a lower price 
must cut corners to get his costs down. 

In our visits around the country, price cutting is an oft-discussed topic. 
At every opportunity our question has been, “How do you get your asking 
price?” From the answers we've received have come some excellent ap- 
proaches that can help any dealer overcome the objections of the prospect 
who is buying on price alone. 

Perhaps a word in defense of the prospect who buys on price alone is 
in order. If you were approached by a company’s representative who de- 
scribed a product with which you were entirely unfamiliar and pointed out 
to you that he could save you 25 percent on any competitor's bid, you’d 
have but one yardstick with which to measure the sales argument — price. 
Thus, it becomes the salesman’s job to go beyond the point where price is 
the measuring rod. The dealers we talked with have gone beyond this point 
in their sales presentations. 

Here are some of the methods that have proven effective. First, make 
sure your price is justified and then justify it to the prospect. Admit that 
you and all other dealers must make a profit, for without a profit how could 
you or anyone else stay in business to provide the service a customer ex- 
pects? It is good to let the prospect know that few dealers retire at an early 
age, that small businessmen are pretty much alike regardless of the industry 
they serve. 

Next, keep ahead of the prospect by anticipating what he may attempt 
as soon as you have made your presentation. Take steps to challenge his 
anticipated moves by suggesting them yourself. Tell him what other people 
in the business will tell him, then ask him to call several to see if your com- 
ments aren’t borne out. 

Describe what is expected of a good heating or cooling system and 
show the prospect how you will provide these features for him. This is an 
opportunity to play up advantages of the equipment you propose — those 
which lower priced equipment cannot offer. Build confidence in the product, 
the company and the company’s representatives. These are strong points 
to combat a “price alone” evaluation. 

Another strong selling point to use against a price buyer can be found 
in his answers to your pointed questions. Questions properly worded and 
presented at the right time bring out the prospect’s wants. His answers can 
be used to drill home the point that what he wants can be supplied only 
by an installation such as you recommend and any substitution will fail to 
produce the comfort he expects. 

Most of the dealers we talked with told us they usually ask the pros- 
pect to check the advantage of a lower price against the assured service 
expected from you and that nine times out of ten the prospect will admit 
that price alone is not the basis to use when reaching such an important 
decision. 








Take One Busy Street, 


And Watch the Sales 


An $8000 investment in renovating a 


into a profit increase of almost 100 


TAKE ONE HEAVILY TRAVELED street, that will attract pedestrians and 
add a sparkling store front, one motorists as they move up and down 
which will attract immediate and the busy street. 
favorable attention, and you have a 
rec ipe for success. 
; Almost 100 Percent Increase 

L. W. Droste. president of Droste 
Heating and Sheet Metal Co., St. How well has the plan worked ? 
Louis, considered this possibility In 1953, the year Mr. Droste started 


three years ago when he decided to the renovation job, he did $579,000 





remodel his store front, located on in business. In 1954 it jumped to 

Natural Bridge Rd. in St. Louis, one $786,000, while last year, with a 

of the most heavily traveled streets finished store front to attract people, 
in the city. Mr. Droste put $8000 business leaped to well over $1,000,- 

STAIRWAY TO THE company’s , ; ‘ : ‘ 
into his project, and today he has one 000, nearly a 100 percent increase in 

office space on the second floor re ; , ‘ ¢ : ‘ - Ms 

ceived particular attention during re- of the show places in the city. But business in the last three years. 


novation more important, he has a store front “Being located on such a_ busy 
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Does addition of a new store front and 
showroom pay off? Mr. Droste says, ‘‘A 
person might travel up and down the 
street for years and never call on me be- 
cause he doesn’t need my services, but 
when the time comes to order a new 
heating or cooling system, he will prob- 
ably remember my place, and give me an 
opportunity to bid on the job. | consider 
this good advertising. And a store front 
will last a long time.”’ 














Add New Store Front 


Volume Zoom Up 


store front has turned 


percent in three years 


street, I figured the best thing I 
could do in the way of attracting 
people to my shop was to remodel the 
front by making it as attractive as 
possible,” Mr. Droste states. 


Artist Draws Sketch 


Mr. Droste made the decision to 
remodel the store front in 1953. The 
first step he took in the project was 
to have an artist draw a sketch of 


what he had in mind for the job. But er 

AN ATTRACTIVE SHOWROOM display helps to draw the attention of 
pedestrians and motorists as they pass the store. Flood lights installed in the 
ceiling illuminate the room at night 


this is where any semblance of an 
organized plan ended. Mr. Droste 


moved along week by week, month 


AMERICAN ARTISAN, SEPTEMBER 1956 





——_ ne} 


MODERN EQUIPMENT and plenty 
attitude of this well-managed business 


by month during the two years it took 
to complete the job, making changes 
and alterations, but never actually 
following the artist’s plan. 


“What 


artist drew are two different things,” 


| have today and what the 


Mr. Droste said. “I had a pretty good 
idea in my mind what I wanted, but 
1 never put them down as a plan ot 
blueprint.” 

Neither was the remodeling job a 
All the 
was done in Mr. Droste’s shop, which 
front 
halted when extra men were needed 


continuous operation. work 


means work on the store was 
on a job, or when the shop was busy 
sheet work 
heating or cooling installations. But 
Natural 


Bridge Rd. today will see a well de- 


turning out metal for 


a person walking down 
signed and decorative stainless steel 
and aluminum store front. 

The object of Mr. Droste’s atten- 
tion three years ago resembles most 
of the other buildings in the block 
in most respects, A two story build- 
it is divided in half (vertically) 
by Mr. Droste’s sign. On the right 
and left ends of the sign, DROSTE 
is spelled out in block letters about 


1 ft high. The letters are unpainted 


stainless steel, mounted on a_ base 
which is painted a red color. Also. 
the ends of the sign extend at about 


a 20 deg angle from the building. 


Lights Make Sign More Effective 


The center section of the sign is 
38 ft long with the words HEATING 
SHEET METAL and AIR CONDI- 
TIONING block 


out in 


spelled 


: 
vy % 


Pre ie 


of 


P =. 


54 


floor space typify the progressive 


letters about 2 ft high. Lights have 
the 


illuminated at 


been installed in sign so it 
night. The 


lights shining on the highly reflective 


can be 


stainless steel make the sign very ef- 
fective. 

People enter the showroom and 
reception room from the far left and 
front of the building into a doorway 
framed by two full length windows 
which angle in toward the door at 
about 45 deg. The receptionist’s desk 
is located down a long corridor on a 
straight line with the door, while the 
showroom is to the right. 

The showroom measures 15 ft deep 
and 75 ft wide, with three full length 
windows opening onto the street. The 
room is paneled in 1 in. corrugated 
stainless steel, and the ceiling is done 
in 1 in. corrugated aluminum sheets. 
Six spot lights have been installed in 
the ceiling and angle toward the 
equipment on display. Cards have 
been placed in each of the three win- 
dow panels which keynote the com- 
panys philosophy. A card reading, 
has been 
“Droste 


“Droste assures quality,” 
placed in the first window; 
assures economy,” in the second, and, 
“Droste assures comfort,” in the third 
He built 
frames into the back of the wall for 


showing 


window. also has three 


manufacturers literature. 


Showroom Was Made Smaller 


Actual showroom floor area was 
lost during the renovation job, but 
Mr. Droste feels the new showroom is 
far more effective. Before, it measured 


30 by 60 ft with curtains hanging as 


a backdrop for the equipment on dis- 
play. The showroom was made longer 
by eliminating an outside entrance 
to the sheet metal shop at the right of 
the building. 

Mr. Droste departed from the stain- 
less steel motif in the reception room, 
using brown and green wood wall 
panels, but in each case the corru- 
gated design corresponds to the stain- 
less steel panels, 

Designing a floor pattern for the 
showroom and reception area was 
done by Lois Droste, daughter of the 
owner, who also is the company re- 
ceptionist. Before the floor was to be 
tiled, she laid out the cork tile floor 
on paper and then colored in the pat- 
tern she wanted. The tile floor in the 
showroom is brown and the corridor 
and reception area are a light green 
color. 
immedi- 
ately to the left is the stairway to 
the second floor and the general of- 


Inside the entrance and 


fices. This area has also had its share 
in the remedeling project. When he 
Mr. 


Droste figured to make it a complete 


decided to do the store front, 
renovation job by redesigning the 
second floor office space. Walls were 
eliminated, new partitions put up, a 
tile floor similar to that on the first 
floor was installed and a block glass 
window replaced the old fashioned 
casement window. The net result of 
the office remodeling was twofold: 1) 
it made the offices more attractive to 
customers coming in to talk about 
jobs and 2) it made for more effi- 
cient operation in the office by plac- 
ing desks at advantageous locations. 


Company Gets ‘Remodeling’ Job 


The remodeling job to Droste Heat- 
ing and Sheet Metal Co. has gone 
farther than a resurfacing of the 
outer layer. A renovation job is go- 
ing on within the company. Where 
there was one company before, now 
there will be two, one to handle cool- 
ing and new heating work, and the 
other to take care of replacement 
heating and service work. An old 


the Mr. 


Droste’s shop was purchased and it 


house across street from 
is here that the company will enlarge 


its sheet metal facilities. 
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Stainless Steel 


Specialties Make 


Man-Hours Count 


STAINLESS STEEL sheet is cut to 
size for specialty item in huge 
power shear 


HOLES ARE PUNCHED in stain- 
less steel kitchen component in 
large rotary power punch 


FINISHERS BUFF completed unit 
for kitchen in a final stage 
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Custom kitchen equipment fabricated from 10 to 28 


gage types 302 and 304 stainless steel under rigidly 


controlled production schedules has been largely re- 


sponsible for the growth of this sheet metal business 


INCREASED OPERATING efficiency, con- 
sistent meeting of promised delivery 
dates, and an instantaneous apprais- 
al of production capacity are only 
three benefits resulting from a master 
production schedule devised and 
maintained by the management of 
Peters & Co., Inc., Dorchester, Mass. 
sheet metal shop which specializes 
in production of stainless steel restau- 
rant equipment. 

According to Joseph Tulimieri. 
plant manager, the schedule is based 
on man-hour tabulations that not 
only show when new jobs can and 
should be started, but also supply 
important information regarding the 
status of jobs in progress, as well as 


important cost data. 


Custom Work Builds Business 


Started in 1947 as a three-man 
sheet metal shop by Peter S. Peters, 
the firm originally specialized in 
venting systems, taking on produc- 
tion of the stainless steel food service 
equipment under the direction of 
Sarkin M. Zartarian, president. and 
Koren Kolligian, treasurer. In less 
than ten years the firm had become 
one of New England’s largest stain- 
less steel fabricating shops, staffed 


and equipped to handle many types 


of custom stainless steel fabrication 
jobs. The company produces a va- 
riety of food service equipment items 
such as dish tables, all size and shape 
sinks, bakers’ tables, condiment bins, 


chests, food 


X-ray 


refrigerators, lobster 


warming cabinets, cabinets 
and food carts. 

With gross sales volume expected 
to reach the $2,000,000 mark this 
year, Peters & Co. serves the entire 
eastern half of the country as well 
as Wisconsin, Missouri, Texas and 
Arkansas, going into a total of 30 


states. 


Schedules Maintain Flow 


The master production schedule 


consists of two parts: a production 
chart and a work load resume. The 
latter is based on figures gathered 
from sales orders and is made up 
each quarter. A red barometer in- 
dicates the overload; a green bar 
graph shows the normal work load 
that is being produced according to 
schedule. Comparison of the plant 
production record with the present 
and future work loads and allowing 
for limiting factors such as employee 
vacations and sickness permits man- 
agement to determine rapidly when 


backlogged and new work can be put 
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1 NEW SPECIALTY job is discussed 
by Sarkin M. Zartarian, president of 
Peters & Co., and Joseph Tulimieri, plant 
foreman, before being scheduled 


9 FUTURE WORK load is checked 
by Mr. Tulimieri and James G. Carey, 
sales manager, so new job can be as- 
signed a delivery date which can be met 
without fail 





3 JOB IS TAKEN to drafting 
room where complete drawings of 
all parts are made and sent to shop 


4 FABRICATION BEGINS on 


schedule with discussion of plans be- 


tween foreman and layout man 
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into production, eliminating the dan- 
ger of scheduling work or promising 
delivery at times when fulfillment of 
the obligation would be difficult. 

The whole system is based on 
maximum plant capacity in terms of 
man-hours. Jobs are priced in terms 
of the number of man-hours of labor 
required. Both the production sched- 
ule and the work load resume are 
based on this system. 

When a salesman brings an order 
in, James G. Carey, sales manager, 
refers to the production chart and 
determines when the job can be fitted 
in. The customer is then advised of 


the scheduled delivery date. 


Kept Promises Win Customers 


“There’s no use trying to fool 
anyone,” says Mr. Carey. “Either 
you can or you can’t make a delivery 
date and the buyer is entitled to 
know. We tell him exactly what to 
expect, and he = appreciates our 
candor. When we keep our delivery 
promises, we feel we have won a 
permanent customer.” 

In making his calculations, Mr. 
Carey estimates so many hours of 
labor to complete $1000 worth of 
work. Working from the number of 
iours he estimated the job will take, 

considers other cost factors and 
arrives at a job cost estimate. 

The job is assigned an ordet 
number which is posted on a pro- 
duction chart together with the name 
of the general contractor, if any, 
and all other information pertinent 


to the job. This information is re- 


PRODUCTION CHART is kept u 





corded on a blue strip that is at- 
tached to the schedule on a line cor- 
responding to the number of weeks 
the job will take. A green strip in- 
dicating the estimated number of 
hours required to complete the job 
is attached immediately below the 
blue strip. 


Change Progress Chart Daily 


As the work progresses from day 
to day, a clerk cuts away part of 
the green strip in proportion to the 
number of hours of work completed. 
Thus, the remaining number of hours 
of work required to complete the 
order and the number of hours of 
work already completed are shown 
at a glance. By multiplying the num- 
ber of hours completed by the fixed 
figure of $1000 for big jobs, a cost- 
of-work-to-date figure can be quickly 
calculated, 

Before the work goes into produc- 
tion, the drafting department makes 
up completely detailed drawings on 
each item to be fabricated. These 
drawings are submitted to the archi- 
tect or owner for approval. The order 
is sent to the purchasing department 
and then to the shop together with 
the complete set of plans that will be 
needed for production. An engineer 
or the head draftsman confers with 
one of the two shop supervisors and 
the job is assigned according to the 
schedule in the plant superintendent's 
office. 

All types of stainless steel from 
10 to 28 gage are fabricated in the 
33.000 sq ft plant. Most of the equip- 
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p to date to record exact status of each 
between work load and plant output which is basis for scheduling 





job and permit comparison 





ment manufactured by the company 
is type 302 and 304, 18-8 stainless. 


Portfolios ‘Sell?’ Company 


An interesting tool used by the 
company to sell its products by sell- 
ing itself is a 32 page prospectus 
on the plant prepared by a local 
engineering company. The prospectus 
includes not only a map of the loca- 
tion of the building and a detailed 
description and pictures of the com- 
pany’s various facilities, but a com- 
plete itemization of the heavy equip- 
ment used in the plant. Typical of 
the equipment listed in the prospectus 
are one 70 ton, 12 ft power press 
brake; one 40 ton, 8 ft press brake; 
one 50 ton rotary power punch 
press; one 10 ft power shear; and 
numerous presses, power band saws. 
welding and grinding attachments. 
drill presses, cutoff machines, pipe 
cutters and threaders, radial drills. 
welders, bench grinders, lathes, hoists 
and other equipment. 

Another sales tool which has been 
used successfully by the company is 
a set of picture portfolios showing 
all the installations and equipment 
made by the company. The portfolios 
are carried by all salesmen and in- 
clude large 8 X 10 in. glossy photo- 
graphs to illustrate the type of work 
done by Peters & Co. 

“From every point of view,” con- 
cludes Mr. Carey, “we've tried to 
gear Our operation to attain maxi- 
mum efficiency. The production 
scheduling system has proved invalu- 


able in helping us attain this end.” 
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Test Series 


Air Distribution 


The NWAHACA mobile lab moves into a tri-level frame 
residence with an oil-fired furnace supplying warm air 


through a perimeter system on the upper levels and 
ceiling diffusers in the recreation and laundry rooms 


THE GROWING TREND among America’s home owners 
seems to be toward three and four bedroom houses with 
interior and exterior features that make the house distinc- 
tive and different in appearance from other houses in 
Architects find _ split-level 


houses provide the most economical answer to this popu- 


the same neighborhood. 
lar leaning. 

Split-level houses usually present the air conditioning 
engineer with difficult layout problems. The various levels 
make it easy to overheat or overcool certain parts of the 
house and difficult to heat or cool other parts. There is 
also the problem of draft caused by air flowing from one 
level to another. These problems are characteristic of all 
forms of heating, with the air distribution system being 
best adapted to split-level heating and cocling because 
it is possible to control much of the air flow between 
levels. 

To obtain detailed information about the performance 
of air distribution systems used for split-level houses, 
the National Warm Air Heating and Air Conditioning 
Association during the winter of 1954-55 instructed its 
mobile laboratory staff to secure comprehensive records 
on a number of these houses. The information obtained 
has been summarized and is presented here by permission 
of NWAHACA with suggestions that would improve com- 
fort and equipment performance. 

This is the fourth of a series of five articles dealing 
with the subject of heating and cooling split-level houses. 

This residence is a split-level house in a large tract 
housing development of small, low cost homes. It has 
three bedrooms on the upper level; kitchen, dining room 
and living room on the center level; and a recreation 
room and laundry room on the lower level. The lower 
level has a concrete slab floor depressed about 3 ft 
below the orade level. The upper level is above the recre- 


ation room. The center level is over a crawl space. 
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The house is equipped with a year ‘round air condi- 
tioning system with an oil-fired forced warm air furnace 
supplying the heat. It is essentially a perimeter system, 
with warm air diffusers on the walls beneath the windows 
of the center and upper levels, the exception to the 
perimeter system being the lower level which is heated 
by ceiling diffusers. A single low side wall return air 
intake is provided on each of the three levels. 

The distribution system is a combination of extended 
plenum and 4 in. diameter round ducts. Individual round 
ducts feed each of the center and upper level diffusers. 
About half the round ducts are connected directly to the 
furnace plenum and the remainder to the extended 
plenum. 

The house was erected in 1954 at an estimated cost of 
$14,690 including the attached garage and land. The wall 
construction is asbestos shingles applied to a conventional 
wood frame except for the front wall, which is brick 
veneer. Two in. insulation batts are used between the 
studs. Inside surfaces of walls and ceilings are drywall 
construction. Two in. insulation batts are used between 
the ceiling joists. The attic space is vented at the two 


cable ends of the house. 


No Insulation for Slab Floor 


The slab floor of the lower level is approximately 3 ft 
below the grade level. There is no evidence to indicate a 
moisture membrane is located beneath the slab, nor that 
slab edge insulation is provided. 

The crawl space Ww alls are 10 in. thick poured concrete. 
The floor is covered with a 4 in. thick concrete slab and 
is on the same level as the recreation room floor. The 
bottom of the floor joists are 3 ft from the floor, and the 
grade line is within 12 in. of the crawl space ceiling. 


All windows are metal cased sliding windows except 
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Uneovers Penalties 


in Stylized Home 


FOURTH IN A SERIES OF FIELD 


REPORTS ON MULTI-LEVEL HEATING 


one large living room bay window which is of combina- 
tion wood cased and fixed wood construction. All metal 
windows are provided with storm sash. The three doors 


are of wood construction and provided with storm doors. 


Design Conditions Defined 


The design temperature is zero F. The degree days 
average about 5300 per year. The design heat loss for 
the upper two levels (the living area) is 41,070 Btuh. A 
heat loss of 12,541 Btuh for the recreation room and 
crawl space brings the total for the entire structure to 
53,611 Btuh. In the living area, with a total of 1032 sq ft, 
the estimated heat loss amounts to 40.5 per sq ft of floor 
area. For the entire structure, with a total of 1587 sq ft, 
the estimated heat loss is 33.8 Btuh per sq ft of floor area. 

The air distribution system uses a 14 X 8 in. plenum 
extending from the furnace bonnet for a distance of 
approximately 22 ft. This plenum supplies warm air to 
three 4 in. and two 6 in. round branch ducts. Six 4 in. 
round ducts supply warm air directly from the furnace 
bonnet to as many registers. Three 6 in. round ceiling 
diffusers and one 10 X 6 in. side wall register are used 
on the lower level. Nine 10 X 6 in. low side wall registers 
are located on the upper two levels of the house. 

For the 131 ft of exposed wall length of the upper two 
levels, there are seven 10 6 in. low side wall registers 
along the perimeter of the house and two low side wall 
registers of the same size on the interior walls of the 
kitchen and bathroom. The average distance between 
registers is 1414 ft. 

Three low side wall return air intakes ( one at each 
level of the house) comprise the total openings in the 
return air system. The return air intakes are tied to one 
duct system. The upper level return air intake, located 
8 X 8 


in the upper hall, is an in. grille. The middle 
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TEST HOUSE has combination extended plenum and 4 in. 
round duct distribution system. Lower level is heated by ceiling 
diffusers; upper levels have perimeter diffusers under windows 


level intake, located in the living room, is a 24 X 8 in. 
grille. The lower level ( recreation room ) return air 
intake is a 12 X 6 in. grille. Two 34 X 24 in. screened 
vents provide an opening between the crawl space and 
the recreation room. These vents are always open. 
With this information, the mobile laboratory began 
setting up its equipment and taking tests on a Monday 
morning. The tests covered a four day period and contin- 
ued 24 hours a day. The prevailing weather for the four 
day period varied from 21 F on the coldest day to 51 F 
on the warmest day. The evaluation of the data obtained 
has been based on a temperature of 23 F and projected 
through the use of engineering formulas to estimate pre- 
formance of the equipment under design conditions. An 
evaluation of this system revealed the conditions outlined 
and is responsible for pertinent comments made by the 
engineer performing the analysis. 
(0.25). 


However, this is one of the few installations where the 


The static pressure is in excess of 0.20 in. 


air temperature rise through the furnace is less than 100 
F, indicating that the blower speed could be reduced, 
which in turn would lower the static pressure. The blower 
power consumption is relatively high. Here again a reduc- 
tion in blower speed would result in a reduction of power. 

The total calculated air flow rate for registers is 669 
cfm. The calculated air flow rate based upon the return 
air velocities is 742 cfm. The calculated air flow rate 
based upon the furnace heat balance is 842 cfm. 

Since the oil input rate was not measured but was 
estimated from the nozzle input rating, the calculated air 
flow rate from the furnace heat balance (842 cfm) was 
not considered reliable. The rates measured at the regis- 
ters and at the return intakes were reasonably close; how- 
ever, the rate determined at the intakes was preferred. 
On the basis of a rate of 742 cfm, the air recirculations 


— 


amount to 3.7 per hour. This is slightly larger than 





TABLE 1—HEAT LOSS and air distribution data is based on 
an outdoor temperature of zero F 





Cfm No. 
Room Heat loss (Calculated) diffusers 

Living room 13,793 oe 2 
Kitchen added to 60 1 

living room 
Dining roc 8.731 51 1 
Bedroom 1 6,312 112 ? 
Bedroom 2 6,039 
Bedroom 3 . 997 
Bath 438 
Recreation - 12,541 
Half bath added to 

recreation room 


Totals 3611 





those which have been observed during recent years. 
Obviously, if the blower speed is reduced, the recircula- 


tion rate will also decrease. 


Year "Round System Controls Temperatures 


The furnace is part of a year ‘round air conditioning 
unit combining the heating and cooling functions in a 
single casing. The oil-fired furnace has an input rating 
of 105,000 Btuh and an output rating of 84,000 Btuh. 
The cooling equipment is a direct expansion, self-con- 
tained, two stage type so located in the air stream to 
bypass the heating unit. Manually operated dampers are 
provided for changeover. The same blower is used for 
heating and cooling. The furnace is a lowboy model. 

The flue gas temperatures are relatively high, 665 F, 
even though the nozzle is rated at only 0.75 gph. 

Extrapolation of data indicates that on a zero F design 
day the burner will have a 30 percent reserve capacity 
which is more than adequate. Since the oil burner nozzle 
is 0.75 gph, little can be expected in the way of reducing 
the oil input further. Operation of the gun type burner 
for 2 minute “on” periods is not favorable for clean or 
efficient oil burning. It may be necessary to increase the 
differential setting of the room thermostat to obtain 
burner operations of at least 3 to 4 minutes during aver- 
age weather conditions. 

The temperature control setting is not entirely satisfac- 
tory. Typical records give evidence of: 

a) Fairly wide swings in register air temperatures. 

b) About 3 deg swings in room air temperature during 
a burner cycle. 

The blower operation of 56.8 percent during a 23 F 
day gives indications that continuous blower operation 
will not be obtained until the outdoor temperature is 
about 9 F, 9 F lower than design temperature for 
the locality. This is far from a CAC optimum value. A 
reduction in settings of the fan switch is indicated, to- 
gether with a small reduction in blower speed. 

While the thermostat, which is at the 58 in. level in the 
living room, is set at 74 F, the living room air tempera- 


ture at that level is about 73 F in the room’s center. 


Differentials Too Great in Lower Level 


The average temperature difference of 2 deg from floor 
to ceiling in the center and upper level rooms is equal to 


0.83 deg for each 10 deg change in outdoor temperature, 


while the difference of 12.5 deg in the recreation room 
is equal to 5.20 deg for each change of 10 deg in the 
temperature outdoors. Likewise, the average temperature 
difference of 0.5 deg from the floor to the 30 in. level in 
the center and upper level rooms is equal to 0.35 deg 
change for each change of 10 deg in outdoor temperature, 
while that of 5.3 deg in the recreation room on the lower 
level is equal to 2.22 deg for each change of 10 deg in 
the temperature outdoors. Therefore, at the design tem- 
perature of zero F, the temperature difference from floor 
to ceiling in the recreation room might be expected to 
increase to about 36 deg and that from the floor to the 
30 in. level to about 14 deg. The values for the two upper 
levels are not large and indicate that the temperature dif- 
ferences being maintained on those levels are not out of 
line for an acceptable job. Those in the recreation room 
are excessive, and not conducive to comfort heating. 

The air temperature in the recreation room on the 
lower level is about 63 F with an air temperature at the 
ceiling of 73.4 F. This is at an outdoor temperature of 
17 F. 

There is ample air flow through the system as evi- 
denced by a temperature rise of 74 deg through the 
furnace. Whether CAC operation alone would improve 
the recreation room heating is not known, but it undoubt- 
edly would assist in improving results in that level as well 
as the performance throughout the house. The need for 
perimeter heating of the playroom is indicated. 

The register air temperatures at the three ceiling dif- 
fusers in the recreation room are somewhat higher than 
those for the other registers in the house. but their air 
flow rates are about half the rate at the others. 

The range of room air temperatures in the upper two 
level rooms at the 30 in. level is from 68.6 F in the 
dining room to 72.3 F in the living room, or a total range 
of 3.7 deg, which is not excessively large. However, the 
recreation room temperature at the 30 in. level is 2.4 deg 
cooler than the coolest room of the upper levels, and 


again this was at 47 F outdoor temperature. 


Air Drift from Stairway Hinted 


No pronounced drift of cold air down the four foot 
open stairway was noticed during the air flow tests. How- 
ever, the temperatures in the dining room at the foot of 
the stairway suggests some such movement of air. 

Low temperatures were found at the floor level in 
front of the bay windows in the living room. These low 
temperatures are undoubtedly the result of cold drafts fall- 
ing down the glass surfaces. Two registers were installed 
at the perimeter of this room, one on each side of the 
five windows comprising the bay windows. The registet 
air did not completely blanket the window area. 

The crawl space relative humidity did not exeeed 53 
percent with temperatures of 59 F. The dew point tem- 
peratures in the crawl space follow the same order of 


magnitude as those for the living room and are on the 


low side. Apparently, the concrete floor in the crawl space 


serves as a vapor barrier. 
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Operation Home 


Improvement — 


What's in it 


For YOU? 


The national drive, with emphasis on local level functioning, will 


provide many leads for the ambitious heating and cooling dealers 


IN ALMOST EVERY CITY, town or ham- 
let across the nation, you will find 
homes that have been allowed to 
run down. Once they were in prosper- 
ous neighborhoods holding respect- 
able places in their communities, but 
down through the years the owners 


over looked 


rected available money 


improvement. and di- 
toward less 
important things such as second cars, 
TV sets or an enlarging of the ward- 
robe. 

Early this year a movement was 
started to help eliminate this condi- 
tion. Called Operation Home Im- 
provement, this movement has a two- 
fold purpose : 1) to interest more 
people in improving their property 
and 2) to make it easier for home 
owners to obtain services for property 


improvement 


Ohi’s Starting Point 


Ohi got its start last year when 


President Eisenhower requested pri- 
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vate industry to get started on an 
approach to solve the problem of 
improving established neighborhoods 
which have been allowed to become 
run down. The National Chamber of 
Commerce, sponsors of the drive. 
gained the support of 40 manufac- 
turers, 27 associations and leading 
trade publications. Thus Operation 
Home Improvement was born. It was 
proclaimed officially on Jan. 16 by 
Albert M. Cole, administrator of the 
Housing Finance Agency. in behalf 
of President Eisenhower. 

One of the first moves made by the 
national ohi committee was to create 
a seal to identify the movement. 
From this came the eagle with wide- 
spread wings. Next came the slogan. 
gh the year to fix.” To inform 
industry members as to what was be- 
ing done. a national ohi newsletter 
is published bi-weekly. Then came 
Mr. Cole’s _ official 
which started the campaign. 

With the aid of manufacturers, 


proclamation, 


associations and trade publications, 
the industry was informed of what 
ohi meant in terms of increasing 
sales volume and how a service to 
the nation could be performed. Com- 
munities followed in line with the 
national movement, forming local 
ohi groups to provide support at the 


retail level. 


What Is Your Share? 


What does ohi 
heating and cooling dealer? There 
21,487,048 one-family 
dwelling units in the United States 
12.700.000 are 


20 years old or older. Almost every 


mean to the 
are roughly 
and of these, about 


one is a lead for a heating or cooling 


job, be it cleaning, repair or a 
new installation. The potential mar- 
ket for 
houses has been estimated at roughly 
$12. billion 


dealers should realize a substantial 


improvement of outdated 


and _ heating-cooling 


share of that figure. 





Here’s 


And what does the 


cooling industry think of ohi? Man- 


heating and 


ufacturers, wholesalers, dealers and 
inter- 


Artisan to ob- 


association executives were 


viewed by American 
tain their viewpoints on the program. 


Here are their comments: 
VICE 


W. DENGEsS, 
PRESIDENT, THE WILL- 


IAMSON Co.: “One of the 
greatest and probably most neglected 
outlets for our industry is the mod- 
ernization market. With the constant 
introduction of new designs and ideas 
in heating and cooling, the majority 
of systems installed before 1950 are 
now obsolete and should be modern- 
ized. If all the benefits of a modern 
warm air heating and cooling system 
are adequately explained (to the 
homeowner). including the increased 


value of his property replacement 
] hye Ing sold. The 
modernization mar- 
ket is that it takes a lot of hard work 


lo develop and sell cood prespects, 


but the 


systems can and at 


one hitch in the 


profits which can be realized 


more than offset the effort expended.” 


the dealer 


What Industry Leaders 


H. P. MueEvier, Jr., vice 
2 PRESIDENT, MUELLER 

CLIMATROL: “What better 
direction can home owners take in 
home improvement than investing in 
the road to more healthful and com- 
fortable 
tion of cooling should not be over- 
looked. 


real estate 


living? .... The utiliza- 


Relative equity pertinent to 
values has become closely 
tied to comfort systems. It (cooling) 
may mean the difference between 
selling and not selling the home. All 
advantages cited for cooling can and 
should be summed up to spell a better 
home life the reformation of the 


family into a happier group.” 
; PI | 


F. M. LeEGLER, VICE 
PRESIDENT, WATERMAN- 
WATERBURY Co.: “Many 


come in contact 


of the 


with are 


dealers we 


those who prefer replace 
ment jobs to new house installations. 
Operation Home Improvement has 
heen a distinct benefit to them. It has 
helped to make our dealers and their 
prospective customers more con 


scious of the possibilities of spending 


KA =< x 
A the banker 


the manufacturer 


the family 


Everyone Works Together on ohi 


Think of ohi 


money on their homes instead of for 


appliances, automobiles and_ other 
less permanent investments. We have 
dealer stories in our files which show 
how an aggressive, eager dealer can 
eo out and get some of this moderni- 


zation work.” 


Henry B. SAFForRD, Jr., 
MANAGER, ADVERTISING- 
SALES PROMOTION, GEN- 
ERAL ContrROLs Co.: “True in- 
door temperature control, real year 
‘round family comfort is the first and 
foremost consideration in buying or 
Indoor climate con- 


selling house. 


trol is a 24 hour a day matter as op- 
posed to four hours spent in a beauti- 
ful kitchen. one hour in a modern 
utility room or two hours on a lovely 
patio. Houses with the pertect heat- 
ing and cooling systems will soon 


become the country-wide standard; 


no family will tolerate less for living 
conditions, and soon no buyer will 


make 


other home features.” 


It’s a_ scientifically 


indoor comfort secondary to 


O. U. 
AGER, 


MuTz, SALES MAN- 
PEERLESS CorpP.: 
“Keep cool and live longer! 
proven fact that 
our body tissues ‘burn up’ from with- 

long before they deteriorate from 
wear. Now. most doctors 
health benefit of 


found in veat 


external 

agree the civing 
comfort ‘round air 
conditioning will do more than any 


other one thing to further increase 
our useful lives on earth. Air con- 
ditioning is an investment in the good 
health of your family. What else 
offers so much for so little? It’s like 
buying vitamins to assure proper nu- 
Add to that the benefit of a 


climate in which life is fun. and you 


trition. 
have some of the benefits of year 
‘round air conditioning.” 

Levy. 
PRESIDENT AND GENERAL 
MANAGER, VIKING AIR 
Div. oF NATIONAL-U. 
S. Rapratror Corp.: 


Marion I. VICE 


PropuctTs, 
“Every time 
home 


a family moves into a new 


they move out of a house that they 


AMERICAN ARTISAN. SerpTemper 1956 





consider less desirable. What makes 
it less desirable? Probably because 
it lacks those twin ‘Cs’, comfort and 
convenience. Can you imagine how 
much more receptive a couple whe 
spend their time at home in a warm 
house will be to year ‘round air con- 
ditioning than to some other form of 
expenditure ? Add to the immediate 
comfort appeal the prospect of clean. 
forced warm air automatically 
controlled with space for a recrea- 
tion room thrown in as a bonus, and 
you have practically an automatic 
sale. Then, by way of a clincher, add 


the sales points of increased value of 


WituuM E, Garser, Jr., 

SALES MANAGER, Far- 

QUAR HEATING SERVICE 
Co.: “When home improvement is 
contemplated many home owners 
overlook the one most important part 
of such a program, the heating and 
cooling system. Home improvement 
and modernization are done for one 
or more of the following reasons: 1) 
more space needed, 2) to clean and 
improve appearances, 3) to improve 
home convenience and comfort. A 
new heating-cooling system adds 
space, makes the home cleaner and 


more comfortable and also increases 


the home (through addition of year 


air conditioning) .” ly will make it more saleable.” 


resale value of the house and certain- 





Local ohi Projects to Consider 


Newspaper sections—Let everyone in your community 
know that an Operation Home Improvement is being or- 
ganized. One of the best ways to do this is to publish an 
ohi section, with all the cooperating ohi businessmen pool- 
ing their advertising in the one section. With this you 
might expect free editorial space by the newspaper. 
Home shows—Most communities have home shows, which 
opens a ‘‘natural’’ for demonstrating ohi. Each exhibitor 
should display the ohi emblem and other literature to 
achieve a tie-in with the campaign. Another feature to in- 
clude in the home show could be a movie centered around 
modernization subjects. Many manufacturers and whole- 
salers have film shorts to illustrate this subject. 


Homeowner clinics—tThis is an excellent project everyone 
can participate in and is a low cost venture. The clinic could 
include a welcome by the Chamber of Commerce president, 
an official Operation Home Improvement proclamation by 
the mayor, showing of the film ‘‘Man of Action,’’ a 14 min- 
ute strip available on free loan from the American Coun- 
cil to Improve Our Neighborhood, 2 West 46th St., New 
York 20; a program which includes a banker, savings and 
loan official, Federal Housing Authority official, and Better 
Business Bureau manager, so improvement loans may be 
explained; followed by a question and answer session. 
This is another way to get free publicity. 


Demonstration house project—tThis is a project which re- 
quires a sizable budget and teamwork, but the rewards 
could well be worth it. There are two ways to work it: by 
buying a house outright and remodeling it, or to ‘‘borrow”’ 
a house, that is to get the permission of a homeowner to 
modernize his house, with the understanding it would be 
open for inspection at certain times each week. In several 
cases a house was borrowed, with the owners volunteering 
to act as host and hostess for weekends while the house 
was on demonstration. After the modernizing job, the 
house should be open for inspection, and in many cases, 
the house is moved to a central location in the community. 
Some costs may be defrayed by selling the house. 
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E. A. EtcHeENBERGER, 
se VICE PRESIDENT, F, 

MEYER AND Bros. Co.: 
“Operation Home Improvement has 
certainly meant a lot to the furnace 
duct and fitting industry. The success 
of ohi is reflected in the demand for 
our products during the year. July 
brought an added increase in sales 
of our products, with perhaps a 10 
percent gain in overall sales dollar 
by the year’s end. I feel that a hard 
working dealer by going out and look- 
ing over the modernization market 


will add to his sales volume.” 


E. G. GOGOLIN, PREsI- 
a DENT, GocoLIN HEATING 

Co., INc.: “We as an in- 
dustry, overlook the importance of 
what we are actually doing for a 
home owner when he makes a heat- 
ing or cooling purchase. We are en- 
gineering for his comfort a unit that 
will give him 20 years of clean air 
day and night. Take into considera- 
tion that a year ‘round air condition- 
ing installation includes air that is hu- 
midified, air that is dehumidified, air 
at the right temperature, summer and 
winter; air that is filtered, air gently 
circulated in all rooms and air that 


is changed frequently every hour.” 


W. R. BuLL, EXECUTIVE 

DIRECTOR, NATIONAL 

HEATING AND AIRCONDI- 
TIONING WHOLESALERS, INC.: 
“The astute heating and_ cooling 
dealers are out pushing doorbells and 
making calls on home owners to sell 
more heating and cooling systems. 
We know that in a large percentage 
of homes where second cars are be- 
ing purchased, what they need more 
than the second car is a modern air 
conditioning system. It has been 
proven by research a properly year 
*round air conditioned home is 
healthier, a family spends less money 
for outside entertainment and _ less 
time and money is spent on cleaning 


and decorating.” 


More leaders speak 





ERAT) 
Fe 


oe 


EK. J. FRENCH, SECRE- 


ce TARY, KALAMAZOO SHEET 

Meta, Heatinc, Roor- 
ING AND AiR CONDITIONING CON- 
TRACTORS’ “You 


may be sure that every member of 


ASSOCIATION : 


our Kalamazoo association is  thor- 
oughly sold on Operation Home Im.- 
provement, The first interest of the 
Kalamazoo association is better and 
more comfort in heating and cooling. 
We feel that this is the primary in 
terest of every association. The home 
builders realize 
better 


owners and more 


than ever that heating and 


cooling insures more comfort and 
usually costs less to maintain and op 
erale really less total cost over a 
period of years. This is why we be- 
lieve that Operation Home Improve- 
ment can be a way for the heating 


and cooling dealer to get some of the 


GEORGE BOEDDENER, 


modernization work.” 
i MANAGING DIRECTOR, Na- 
riIONAL WARM Air HEAart- 
ING AND AiR CONDITIONING As- 
SOCIATION: “The potential market 
for modernization business in heat 
ing and cooling is practically fan 
tastic in scope. Considering the tech 
nical strides made during the last 10 
years... it is not too unsale to say 
that every warm air system installed 
up until World War Il is outmoded 
and, hence Is ready lor moderniza 
tion. Now then, what is necessary 
to unlock this market? Well, in the 
first place . the first requisite will 
be for this industry to think big in 
its consideration of the market. To 
unlock this huge modernization mat 
ket door will require a bold 
ness and imasinativeness @) @) 


that goes with thinking big.” 


Ohi Unlocks the Door 


Operation Home Improvement has 
provided the key which opens the 
door Mr. Boeddener talks about. The 
foundation for a successful ohi cam- 
paign is based on setting up local 
working groups. Today there are 
more than 1000 cities and towns with 
local ohi committees, working to de- 
velop this potential market. 

And how can local groups be or 
ganized? In most cases the local 
Chambet of Commerce is the hub of 


Aided by the Na- 


Chamber of Commerce. the 


the local wheel. 
tional 
local chamber will call together rep- 
resentatives of the industry to explain 
just what ohi is, the potential modern- 
ization market available in the com- 
munity and how the businesses can 
use it to advantage. 

From this initial meeting a local 
committee is formed, with a chair- 
man appointed to direct the various 
functions of each sub-group. Under 
the chairman there is an executive 
committee made up of the chairmen 
of public ity. advertising, liaison, 
finance, ethics and labor committees. 
One of the first projects of the local 
ohi committee is to contact the news- 
papers, telling them the ohi story in 
in effort to gain editorial support. 
The newspaper editor is told the ohi 
story, the fact that a successful cam- 
paign will add advertising lineage to 
his paper and that by cooperating 
with the movement the newspaper 
will contribute a community service 
by way of 


eliminating run-down 


residential areas. 


Call Meeting of Local Merchants 


After forming the local directive 
forces, a mass meeting of all mem- 
bers of the building industry in that 
area is called to inform the business- 
men what ohi means. At this meeting 
shown the ohi 
which tells the 


whole story of ohi. or they might be 


the guests might be 


film presentation, 


told about the projects the executive 
committee has planned or they might 
be shown the prospective budget. 
Last, but not least, there is an ap- 
peal for support. 


To aid each individual member of 


the ohi movement, an advertising kit 


has been assembled for use on the 
local level. In this kit the dealer will 


find all the basic materials necessary 


to promote his business. In the kit 
there are a counter card, large poster 
or truck banners, window streamer. 
mats of the seal in three sizes, sample 
radio and television scripts, repro- 
duction proofs of the seal for use on 
letter and bill heads, a hang tag. 
two-color decal for trucks, doors and 
windows; a graph print of the seal 
for sign painters, script of the 20 
minute ohi film strip and an order 
form for additional quantities of the 
individual pieces. Price of the kit is 
$2.50. 


Here’s One Way to Get Job 


One community which planned 


and carried through with a_ local 


Anne Hill 


section of Seattle. It all started late 


movement is the Queen 


last year when the Seattle mayor pro- 
claimed 1956 as the year to fix. The 
steps outlined above were followed. 
climaxed by project development in 
local neighborhoods. In the Queen 
Anne Hill community there are 8000 
homes, around 1000 of which were 
substandard. Ladies from the neigh- 


horhood door-to-door 


undertook a 
survey to find out how much mod- 
ernization work was necessary to 
bring each home up to date in the 
neighborhood and in so doing made 
each home-owner conscious of the 
condition of his own home. Those 
who competed in the survey had thei: 
names entered in a drawing for a 
$2500 modernization job. More than 
3000 turned out the night of the 
drawing to see who would win the 
prize. 

This is the ohi story, briefly told 
for the heating-cooling dealer who is 
looking for a way to increase his 
sales volume and to become better 


known in his community. 


How one dealer got 
on the local ohi band- 
wagon and increased 
his sales volume .. . 
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Here’s How Local ohi 


Planning Opens Door 


To Modernization Sales 


. . « by combining advertising money 
with other businessmen in a cooperative 
campaign, this dealer maintained a 
steady ad schedule allowing him to reach 
prospects over a long period of time at 


a low individual cost 


BELIEVING THE OLD SAYING, two heads are better than 
one, and four heads even tw ice as cood as two. W. E. 
Knipe of William E. 


has invested his advertising dollars in an Operation 


Knipe Heating and Cooling Co.. 


Home Improvement co-operative advertising campaign. 

The suburban St. Louis dealer, who specializes in re- 
placement heating and repair work. was asked to join 
the Operation Home Improvement campaign in the Over- 
land area shortly after January 16 when the national 
ohi promotion was officially proclaimed by Albert M. 
Cole, administrator of Housing and Home Finance 
Agency. Since that time he has planned a systemati: 


insertion schedule, both on the co-op and individual plan. 
Results Prove Effectiveness 


The results: 25 or 30 direct leads from the ads as 


polled by Mr. Knipe (he has followed a system of asking 
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OPERATION HOME IMPROVEMENT material is 
checked by William E. Knipe before he gets ready to 
assemble a point of purchase display. He also uses the 


ohi kit in preparing his individual ads 


customers how they got his name when they call for 
services); three more likely replacement sales prospects; 
plus more than a dozen repair jobs. The day following 
publication of his first co-op ad in the newspaper, he 
made his first sale as a result of the ad and during the 
following week, he received many additional leads which 


eventually turned into sales. 


What Is the Plan? 


What is this plan that has brought such immediate 
response to his sales appeal? Expressed simply, it is a 
pooling of advertising money with other businessmen in 
the neighborhood enabling them to maintain a steady 
insertion schedule at a much lower cost to each indi- 
vidual, combined with the hard-hitting, nationally pub- 
licized Operation Home Improvement campaign. 


“| don’t believe one man can spend his advertising 








IS THE YEAR TO FIX! 


DOES YOUR HOME, YOUR 
NEIGHBORHOOD LOOK RUN DOWN? 
IT’S EASIER THAN EVER NOW 
TO MAKE REPAIRS! 


Home Improvement Year. The entire —— ee P 1 — 
the cash value of the homes in America is around $250 
. oo — T ~ F 1 ) . 
VV by n m rers dillion. T of cougse, is far trom their true value. The true 
’ ) Qn "we } ae ) f a 


aol e 


AO LO Am AAS ? ’ Com &~/All informatio ho XI 
firms, they will help you. program is available through anyone of the sponsors below. 


See the following OPERATION HOME IMPROVEMENT sponsors for any help you need... 


In January. on behalf of President 
Eisenhower, Administrator Albert M. 
Cole of the Housing and Home Fin- 
ance Agency proclaimed 1956 as 











JOHN H. ARMBRUSTER £2 CO. 
REALTORS 
8940 51. Charles Road 
HArrison 7-0242 


BANK OF OVERLAND 
2415 Woodsen Road 
HArrison 8-5100 


BORGSCHULTE REALTY CO. 
8908 Lackland Road 
HArriseon 7-1150 


BRUCE CAMPBELL &£ CO, Realtors 
2605 Woodson Road 
HArrison 84400 


THE CLEARANCE HOUSE 
3321 Woodson Road 
HArrison 74800 


COMMUNITY FEDERAL SAVINGS 
AND LOAN ASSOCIATION 
8944 St. Charles Road 
HArrison 7-7400 


DARST PLASTERING 
CONTRACTOR 
2600 Poe Avenue 
HArrison 7-4999 





ELWOOD LUMBER CO. 
1640 Woodson Road 
WYdown 1-2808 


C. J. HARRIS LUMBER CO. 
9412 Lackland Road 
HArrison 7-4700 


HOME FEDERAL SAVINGS 
AND LOAN 
2412 Woodsen Road 
HArrison 7-4550 


R. M. JEHLING HARDWARE 
AND SUPPLY CO. 
2811 Woodson Road 
HArrison 7-4672 


WM. E. KNIPE HEATING AND 
COOLING CO. 
8570 St. Charles Road 
HArrison 8-1390 


LOGAN CABINET SHOP 
9728 Breckenridge Avenue 
HArrison 8-7700 


MAC PHERSON MANUFACTURING 
of HERBERT'S Aluminum Awnings 
8974 St. Charles Road 
HArrison 7-1828 


MIDWEST FOREST PRODUCTS CO. 


9728 Breckenridge Avenve 
HArrison 8-7700 


OVERLAND HARDWARE CO. 
9325 Midland Avenue 
HArrison 7-1404 


REININGER & SIPE, INC. 
8905 Lackland Road 
HArrison 8-2341 


ROCK ROAD HARDWARE CO. 
9212 St. Charles Road 
HArrison 7-0312 


ROTH AND BAX BUILDERS, INC. 


10245 Oak Avenve 
HArrison 7-5891 


ST. JOHNS COMMUNITY BANK 
8924 St. Charles Road 
HArrison 8-1000 


ST. JOHN’S HARDWARE CO. 
8928 St. Charlies Road 
MArrison 8-3403 


SEITZ PLUMBING CO. 
8585 St. Charles Road 
HArrison 7-1915 
SO-ITE, DISTRIBUTORS 
WINDOW, DOOR AND AWNINGS 
8568 St. Charlies Road 
HArrison 8-3463 
ROBERT J. SYONOR- 
CONSTRUCTION CO. 
8938 St. Charles Road 
HArrison 7-4225 
OSCAR SUTTER PLUMBING CO. 
2436 Woodson Road 
HArrison 7-0020 
UNDERHILL MFG. CO. 
9514 St. Charles Road 
HArrison 7-8103 
DON WITTICH PAINTING CO. 
7913 Underhill Avenue 
PArkview 5-4847 
WOODSIDE FLOORS CO. 
3203 Brown Road 
HArrison 7-0965 





The Operation Home Improvement cooperative ad is designed to stress 


three important points: history of the national campaign, the benefits 


the home owner will derive from keeping his home in good order and 


finally the clincher, the names and addresses of the participating busi- 


nessmen in the campaign where modernization services can be obtained 
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money to better advantage in a campaign like this than 
he can in a group pooling their money,” Mr. Knipe said. 
“With this plan there are 30 to 50 local businessmen 
pooling their money in a co-op ad. We get a big ad, 
which more people are likely to see. We're able to place 
our ads with consistency because the cost to each com- 


pany is so low.” 


Two Newspapers Carry Campaign 


The entire Overland ohi campaign is being carried 
in two community weekly newspapers, one with a circula- 
tion of 10,000 and the other 16,000. Both newspapers 
are the tabloid size—five columns wide (10 in.) and 1614 
in. deep. 

The co-op ad runs a full page in both papers once a 
month. Tying in with this ad are two insertions bought 
by Mr. Knipe advertising his company alone. One ad 
runs 2 in. by 6 in. on the page opposite the co-op ad. 
Another, 4 in. X 9 in., runs in the same edition but 
on a different page. Mr. Knipe’s ads are made from 
mats supplied by the manufacturer, but the Operation 
Home Improvement idea is carried out by displaying 
prominently in his ads the campaign emblem, an eagle 


with w ide-spread wings. 


Tie in ohi Emblem With Ads 


In fact, all the Operation Home Improvement ads are 
tied into the national campaign with prominent display 
of the emblem along with use of such key words as 
“improvement,” “the year to fix.” ete. 

For example, the monthly co-op ad has the eagle 
emblem placed in the exact center of the ad at the top. 
Around the eagle a big. bold headline reads. “56 IS 
THE YEAR TO FIX!” Two blocks of copy read out of 
the headline. The copy on the left is in bold type and 
gives a little of the history of the Operation Home Im- 
provement campaign, while the other block of copy 
tells the value of keeping the house and neighborhood 
in good order. The headline on the left reads: “DOES 
YOUR HOME. YOUR NEIGHBORHOOD LOOK RUN 
DOWN? IT’S EASIER THAN EVER NOW TO MAKE 
REPAIRS!” The copy goes on to tell the reader why the 
home should be improved—because of the pride in own- 
ing a beautiful home. the logic in keeping up a big in- 
vestment such as a house, and an appeal not to let one 
broken down house lead a whole neighborhood into a 
slum area. Across the bottom of the ad another headline 
reads: “See the following OPERATION HOME IM- 
PROVEMENT SPONSORS for any help you need. . .” 
This is followed by the names and addresses of the busi- 
nessmen sponsoring the program. Mr. Knipe is the only 
heating dealer and sheet metal contractor cooperating in 


this project 


Two-Page Spread Gains Attention 


On the page directly facing the full page ohi coopel 


AMERICAN ARTISAN, SEPTEMBER 1956 


ative ad is an 8 in. X 15 in. ad placed by an Over- 
land savings and loan company which ties into Operation 
Home Improvement. Mr. Knipe’s 2 in. ad also is placed 
on this page, so a reader opening to these two pages can 
see only one thing: Operation Home Improvement and 
how it can be used to help him improve his home. 

One of the newspapers, realizing how valuable a suc- 
‘essful Operation Home Improvement drive would be to 
the community, has contributed a valuable piece of news- 
paper space to the campaign free of charge. In the right 
hand “ear” of the paper—the space at the top right hand 
corner of the first page—the paper has reproduced the 
Operation Home Improvement emblem with the words, 
“join the movement” printed around it. This again helps 
the campaign to gain local recognition and to retain con- 
tinuity. 

And the cost for all this advertising? Mr. Knipe buys 
space in the full page ad for $3.60 in the 16,000 circu- 
lation paper. His individual ads run $25.30 for the 4 in. 

9 in. space and $18 for the 2 X 6 in. ad. Both prices 
for the individual ads are for the paper with the larger 
circulation. 


Point-of-Purchase Displays Played Up 


Mr. Knipe ties in his newspaper advertising with 
point-of-purchase displays which hammer home _ the 
Operation Home Improvement idea. In one window he 


displays a 34 in. X 11 in. banner supplied in his Oper- 


ation Home Improvement kit which he bought from thr 
national headquarters at 10 Rockefeller Plaza, New 
York. On the same window he has mounted two other 
smaller banners. Mr. Knipe has mounted one of his Op- 
eration Home Improvement ads on a banner supplied by 
the newspaper. On the other window, he has mounted 
two Operation Home Improvement signs. 

Mr. Knipe was asked to join the campaign by the 
Overland Chamber of Commerce (the National Chamber 
of Commerce is sponsoring the nationwide campaign) 
early in January. He became one of the first local busi- 
nessmen to join the movement and at the same time he 
is recognized in the community as one of the leaders in 
the local drive. 


Members Meet to Discuss Plans 


The participating members meet once a month to dis- 
cuss their campaign and establish plans for the future. 
During one of their recent meetings they discussed the 
possibility of a home fair and the opening of a test house 
to show what can be done in the way of repair and re- 
modeling in the home. The fair was held in August, but 
the house is still in the discussion stages. 

Mr. Knipe’s attendance at these meetings has been 
perfect since January, which earns him considerable free 
editorial mention in the sponsoring newspaper as a rec- 
ognized leader of the movement. Mr. Knipe considers 
these editorial stories of considerable importance in pro- 
moting his operation. 





This is another in a reg- 
ularly-scheduled group of 
articles appearing in 
American Artisan under 
the general heading 
‘* ‘TRAINING PROGRAM’ .. 
IN PRINT.’’ These articles 
are especially prepared to 
help dealers in developing 
know-how in all phases of 
their organizations. Previ- 
ous articles discussed: 

1. Electrical problems as 
they affect the dealer’s air 
conditioning installations. 

2. Humidity control 
using a heat pump. 

3. Various techniques 
for better management. 

4. Methods of air dis- 
tribution for homes. 

5. Installing cooling in 
a wet heat house. 

6. Effective presenta- 
tions for selling architects 
on warm air heating for 
school buildings. 

7. Value of early cool- 
ing promotion. 

8. How zone control 
solves the variables’ in 
year ‘round air condition- 
ing jobs. 

This month we turn to 
the use of attic fans to re- 
duce the sensible heat flow 
and thus the cooling load 
in the living area. 





TYPICAL attic fan in- 
stallation places unit in 
center of attic space 
where it is accessible for 
oiling and service. Ex- 
haust box directs air to 
automatic louvers in dor- 
mer 


Attic Fans Cut 
Cooling Load 


Forced ventilation of attic space to reduce sensible 


heat flow into living area is a standard specification 


in all this dealer’s residential cooling installations 


ENGINEERING PROCEDURES incorpor- 
ated in residential cooling system 
specifications five years ago and sys- 
tematically observed since have 
proven themselves, according to H. 
B. Villesvik, president, Hart Furnace 
Co., Louisville, Ky. The engineering 
procedures, now considered as stand- 
ard by the firm for all residential 
cooling specifications, involve the use 
of forced attic ventilation. 

The dealer's engineering staff, con 
sisting of three graduate engineers, is 
headed by Harold L. Carr, vice presi- 
dent of the company. Mr. Carr says 
the attic ventilation system more 
than pays for itself, both in initial 
equipment costs and in overall com- 
fort levels obtained. Relating how 
the company got started along this 
line of thinking, Mr. Carr told about 
an old two-story house with an attic 
fan used as a forced ventilation sys- 
tem for the building during summer. 
The owner wanted to cool the house 
with mechanical cooling equipment. 
using the warm air distribution sys- 
tem already installed. 


“We installed an adequately sized 


unit to cool the home,” he said. “The 
house itself was well insulated, hav- 
ing both side wall insulation and 35% 
in. of insulation over the second floor 
ceiling. The engineering job ap- 
peared routine. However, when we 
got the unit into operation, we found 
the temperature differential between 
the first and second floors was so 
wide it was wholly unacceptable. On 
a hot day we could bring the second 
floor temperature down to about 82 
F. To obtain this temperature it was 
necessary to operate the equipment 
constantly. To do this. the cooling 
thermostat was set for its lowest tem- 
perature with the result that the first 
floor chilled to an uncomfortable tem- 
perature in the low 70s. 

“The second floor was comfortable 
in relation to the outside air, but the 
first floor was too cold. A decided 
difference in air temperature was 
noticeable in going upstairs. 

“We realized that the attic tem- 
perature was probably building up 
to about 140 F, which is not unusual 
in this part of the country. We also 


knew that despite the insulation be- 
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By J. B. Burrowes 


Chief Engineer 
Lau Blower Co. 


EXHAUST DORMER is checked by Harold L. Carr, vice president of Hart Furnace Co., who 
recommended its installation at rear of home to avoid breaking low silhouette of front elevation 


tween the attic and living area, there 


would be a large sensible heat flow. 


Attic Temperature Cut 30 F 


“We took the home owner's old 
ventilating fan which originally 
had been installed horizontally 
and set it up vertically against a vent 
in the gable end of the attic. We left 
the automatic timer switch in the fan 
circuit and found that by drawing 
air through the attic, the temperature 
in the attic could be reduced as much 
as 30 deg during the peak sun load. 


“The cooling thermostat on the 


first floor was reset at 78 F. Tem- 
peratures on the first and second 
floors were taken on several different 
days and at different times of the 
day. and it was found that the wide 
temperature differential between 
floors was almost wiped out. 
“Temperature variation from one 
day to another was found to parallel 
the operation of the attic fan. The 
timer proved unsatisfactory because 
the home owner had to set the con- 


trol daily and sometimes neglected to 
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do so. To overcome this. the fan was 
wired in parallel with the air condi- 
tioning compressor motor. This too 
proved less than desirable because 
the attic temperature tended to build 
up too high before the cooling unit 


went to work. 


Independent Control Needed 


“Finally, the fan was placed on an 
independent control circuit using a 
reverse acting thermostat. The fan 
thermostat was set for 92 F and 
would remain in operation until the 
attic was cooled below that tempera- 
ture. This system proved completely 
satisfactory. 

“When we had finally worked out 
what we were after, we had an effi- 
cient air conditioning — installation 
with a temperature differential of less 
than 2 deg between the first and the 
second floors.” 

It was at that point, Mr. Carr 
points out, that his firm. started 
thinking in terms of attic fans as a 
permanent recommendation with each 


air conditioning unit. 


The second case involved a new 
ranch type home in a_ subdivision 
which was virtually barren of shade 
trees. The house had been roughed 
in for air conditioning, but equipment 
had not been installed. The owner 
occupied the house in September and 
phoned the Hart Co. the following 


May for an air conditioning unit. 


Attic Fan Proves Its Worth 


“Based on our previous experi- 


ence,” Mr. Carr said, “we suggested 
that he install an attic fan, but he 
declined. We then installed the air 
conditioning unit and hoped for the 
best. Shortly thereafter, the owner 
complained of a stratification of air 
temperatures within his house. We 
checked and discovered a 4 deg tem- 
between the 
levels. We 


suggested that an attic fan would 


perature differential 


knee and head again 
relieve the condition. This time the 
owner gave his approval. 

The three bedroom house was on 
one floor and had a hip roof. We had 


to construct a dormer in order to have 





exhaust area for the fan. We installed 
a 24 in. attic type fan in the dormer 
and cut grille openings in the soffit 
to provide free intake of outside air. 

“This time we used a reverse act- 
ing thermostat in the fan circuit at 
the outset and found that the problem 
of temperature stratification was com- 


pletely eliminated.” 


Fans Specified for All Jobs 


Mr. Carr notes that from that point 


on, it was. standard procedure to 


recommend an attic fan with every 


ATTIC 


VENTS placed regularly 


summer cooling installation. In calcu- 
lating the air conditioning require- 
ments of a home in subsequent jobs, 
he uses an ambient attic temperature 
of 110 F rather than the usual 140 
F. 

Inspection of each installation in- 
dicates that more efficient operation 
has been achieved from the cooling 
equipment. Mr. Carr believes that 
the ambient temperature figure of 
110 F has been a major factor in re- 
ducing the cost of the cooling equip- 
ment. 

Another home in which forced at- 
tic ventilation has proved its worth 
is described by Mr. Carr as a large 
two bedroom ranch style structure 
where a large kitchen, pantry, living 
room, recreation room, three baths. 
den and dining area were all exposed 
to high ceiling temperatures. The 
home would ordinarily have required 


a 5 ton cooling unit. 


Smaller Unit Handles Job 


Hart Furnace Co. successfully in- 
stalled a 3 ton unit, with the conse- 
quent savings over the cost of the 


larger unit. Although double pane 


around the extended eave allow air 


to enter on all sides of attic and provide full ventilation of the area 


insulating glass is used in the pic- 
ture windows common in this type 
of house, Mr. Carr feels the attic ven- 


tilating fan was a major contributing 


factor. 

This house has a hip roof, which 
is a popular construction feature in 
the Louisville area. The original 
planning of the house included a 
dormer for housing the attic ventilat- 
ing fan at the rear because Mr. Carr 
was consulted prior to the letting of 
the construction contract. Concealed 
from the street, the dormer does not 
detract from the ground-hugging lines 
of the hip roof. Adequate soffit vents 
were constructed and a 24 in. panel 
fan controlled by a reverse acting 
installed. The fan 
is almost at the center of the attic 


thermostat was 


with an exhaust box running to the 
automatic exhaust louvers located in 
the dormer. This puts the fan in an 
area where routine oiling and clean- 
ing will be easy. 

“We have been adjusting the re- 
verse acting thermostats to start the 
fans when the attic temperatures 
reach 92 F,” Mr. Carr said. “This 
year, we plan to set them at 85 F and 
thereby reduce even more the load on 
the cooling unit by preventing a 
build-up of the heat load within the 


attic space. 


Firm Helps Plan Homes 


A number of factors must be taken 
into consideration in evaluating the 
air cooling requirements of a house. 
Hart Furnace Co. points this out to 
prospective buyers of houses and to 
This 


asks to be in on the original planning 


general contractors. company 
whenever possible, so they can make 
specific recommendations in the way 
tinted 


shaded windows, attic ventilation and 


of reflecting roofs, glass. 
the many other factors involved. 
Mr. Carr reports, “Some owners 
still balk at the slightly increased 
cost of an attic fan installation. But 
when the chips are down and the 
weather becomes hot and humid, 
temperature differential troubles ap- 
pear. We solve them by installing an 
attic fan and its control system 
and with the wholehearted approval 


of the homeow ner.” 
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HUGH REID'S SHEET METAL PATTERN 


How to Make a 


Conveyor Transfer Chute 


Here’s a simplified pattern for a chute designed 


to transfer materials from a conveyor downward at an angle 


to one of the operations in a processing line 





| | 

















1 PATTERN PROBLEM is applied to transfer 
parts from conveyor to a different elevation and 
direction. Chute described in this month's pat- 
tern problem has almost square inlet end, long, 
narrow, rectangular outlet end 


F.roor Line 

















TRANSFER 
CHwuUuTre 











IN THE MODERN push button machine age, sheet metal 
chutes are used more and more as parts are transferred 
from one operation to another on their way to final com- 
pletion. The chute shown in Fig. 1 was designed as a 
transfer point where a conveyor changes direction and 


elevation. 


The particular operation called for an almost square 


inlet end to a long, narrow rectangular outlet end. By 


using the mitre line CE (Fig. 2B) as the intersection line 
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for the shape change, the layout was simplified. 

In the simplified pattern layout, it is not necessary to 
draw the front view (Fig. 2A). The fall distance Z (Figs. 
3 and 4) can be accurately measured from the back or 
front patterns. The front and back patterns should be de- 
veloped ahead of the side pattern (Fig. 5). The true 
lengths of the front pattern (Fig. 3) and the back pat- 
tern (Fig. 4) can be transferred from line GEFK and 
line HCDJ (Fig. 2B) to the center line of Figs. 3 and 4. 
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The widths as shown on Fig. 2A can then be measured 
on the corresponding lines. It is practical to study each 
layout problem for the simplified layout method. This is 
necessary in the keen competitive bidding for jobs in 
sheet metal work which exists today, where a few dollars 
can be the deciding factor in awarding a contract. 
The following is a step-by-step solution to the pattern 


development problem: 


Front and End Views, Figs. 2A and 2B — 


a) Draw the 31% in. horizontal line LM (Fig. 2A). 
From point L, measure to the right 134 in. and mark the 
point O. Through the point O draw center line CL per- 
pendicular to line LM. 

b) To develop Fig. 2B, draw a line to the right of and 
parallel to line LM. On this line establish point H. From 
point H, measure to the right 1 in. and locate point G. 
From point H, measure to the right 14 in. and locate 
point 0’. Through this point, draw a line downward and 
perpendicular to line HG as indicated by the symbol CL. 
From points H and G draw lines downward and parallel 
to the center line. 

c) From O’, measure downward | in. and mark the 
point P. Through point P draw a line to the left and 135 
deg to line O’P. From P, measure 114 in. and mark the 
point Q. Measure 14 in. from Q and mark the point R. 
Through points Q and R, draw lines perpendicular to 
and extending on both sides of the center line. Measure 
the given 34 in. length, and mark the points D, F, J and 
K as shown. 

d) From point J, draw a line parallel to center line 
PR to intersect the perpendicular line drawn from H at 
point C. From point K, draw a line parallel to center 
line PR to intersect the perpendicular line drawn from 
G at point E. Draw the line CE. 

e) Draw the work line DE, and label this line A. Draw 
a work line connecting points C and F, and label this line 
B. 

/) From points L and M (Fig. 2A) draw lines down- 
ward and perpendicular to line LM. From point K (Fig. 
2B) draw a line to the left and parallel to line LM (Fig. 
2A). Where the center line CL (Fig. 2A) crosses this 
horizontal line locate point N. Measure 1 in. on both 
sides of point \. Mark the points K’, 


parallel to the center line and connecting points K’. 


and draw lines 


g) From point C (Fig 2B) draw a line perpendicular 
to line HC to intersect the vertical lines drawn from 
points L and M (Fig 2A) and mark both points C’. 
Draw the line C’C’ 

h) The line E’E’ (Fig. 2A) is projected horizontally 
from point FE (Fig. 2B). Points D’, J’ and F’ (Fig. 2A) 
are projected horizontally from points D, J and F (Fig. 


2B). 


To Develop the Front Pattern, Fig. 3 — 


a) Draw the center line marked CL. At the top of this 


line, establish point S. Beginning at point S, transfer 
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distances HC, CD and DJ (Fig. 2B) to line CL (Fig. 3) 
and through the points draw lines perpendicular to and 
extending on both sides of the center line. Mark these 
points T, U and V. 

b) From Fig. 2A, transfer given length 134 in. to both 
sides of points S and T (Fig. 3) and at each end of each 
line mark the points 1 and 2 as shown. Transfer given 
length 1 in. from Fig 2A to both sides of points U and V 
(Fig. 3) and mark the points 3 and 4 as shown. Draw 


lines 1-2, 2-3 and 3-4 on each side. 


To Lay Out the Back Pattern, Fig. 4 — 


a) Draw the center line marked CL and at the top of 
this line establish the point G’. Beginning at point G’, 
transfer distances GE, EF and FK (Fig. 2B) to the center 
line of the back pattern (Fig. 4) and mark the points 
G’, EF’, F’, K’ as shown. 

Through the points draw lines perpendicular to and 
extending on both sides of the center line. 

b) Working from Fig. 2A, transfer given lengths 1%, 
in. to both sides of points G’ and E’, and mark points 
5 and 6 at the end of each line. Transfer the 1 in. length 
to both sides of points F’ and K’, and mark the points 
7 and 8 at each end of the lines. Draw the lines 5-6, 6-7, 


and 7-8 on each side. 


The Offset Sides Pattern, Fig. 5 — 


a) Draw the 1 in. horizontal line H’G’. From points 
H’ and G’, draw lines downward and perpendicular to 
line H’G’. From Fig. 2B, transfer line GE to the perpen- 
dicular line drawn from G’ (Fig. 5) and mark the point 
W. 

b) Transfer line HC from Fig. 2B to the perpendicular 
line drawn from point H (Fig. 5) and mark the point X. 
Draw the line XW. 

c) On a right angle, transfer line A (Fig. 2B) to the 
vertical leg, and fall distance Z from Fig. 4 to the hori- 
zontal leg. The hypotenuse line AZ is the developed line. 
With point W (Fig. 5) as center and radius AZ, draw 
an arc below and to the left of point X. 

d) From Fig. 2B, transfer line CD to the vertical leg 
of a right angle, and fall distance Z from Fig. 4 to the 
horizontal leg. The hypotenuse line Z-CD is the developed 
line. With point X (Fig. 5) as center, and radius Z-CD, 
cut the are AZ and mark the point 9. 

e) Transfer line B from Fig. 2B to the vertical leg of 
a right angle, and fall distance Z from Fig. 4 to the hori- 
zontal leg. The hypotenuse line BZ is the developed line. 
With point X (Fig. 5) as center, and radius BZ, draw 
an are to the right of point 9. With line length DF (Fig. 
26) as radius, and point 9 (Fig. 5) as center, cut the arc 


BZ and mark the point 10. Draw lines X9, 9-10, W10. 


f) From line 9-10, measure downward the given 1, 
in. collar length as shown on Fig. 2B and mark the points 
11 and 12. Draw a line connecting the points. 


Add allowances for seams and joints and mark the pat- 
terns for fabrication. 





Sales Promotion Ideas 


PHIL FELOMAN b SONS 


PE SIDENTIAY COMMERCIAL INDUS TAAL 


HEATING ROOFING SHEET METAL 


THE ATTRACTIVE STORE FRONT, along with a 
cleaning truck which carries the company’s name prom- 
inently on the side, help to keep Phil Feldman & Sons, 
Inc. before the public 





$10.00 COUPON 


Date 
We Recommend To You 


Nome Address 


City Phone 
The above party is interested in (Please check proper c 1e) 
GAS CONVERSION COAL FURNACE 
] OlL CONVERSION (] STEAM or HOT WATER SYSTEM 
GAS FURNACE ( RADIANT HEATING 
OIL FURNACE C) NEW ROOF and GUTTERS 


My Name Is 


My Address Is Phone. 


Recommended 


Please state whether you wish us to mention your name [| Yes 
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CASH REWARD of $10 is given each satisfied customer 
who furnishes the company with leads which result in 


a sale 





MAIL THIS CARD Postage Paid by Phil Feldman & Sons. Inc 
Please Check Below the Folowing In Reierence to Your Heating System:>—We have 
sal Furnace () e > } ersion il Burner 
oO plete Gas t{ plete nit Hot Water or Steam Boiler. 
We have been troubled with 


Our Heating Sys s 


Name 

Phone 

Street and N 
City 


State 
R 40 YEARS EXPERIENCE IS YOUR GUARANTEE 








CONTEST QUESTIONNAIRE performs two functions 


1) provides entry blank for contest and 2) supplies a file 





for future leads 


THERE ARE MANY sales promotional ideas available to 
the warm air heating-cooling dealer. Many dealers find 
certain media more effective than others and use them 
over and over. One dealer who finds varied sales pro- 
motional techniques useful and profitable is William F. 
Feldman, merchandising manager for Phil Feldman and 
Sons, Inc., Syracuse, N. Y. This company spends about 
$10,000 annually for its sales promotional activities. 

Mr. Feldman Bill to his friends says a sales 
promotional program must be well planned and followed 
in detail to be effective. It is his belief that certain sales 
programs prove effective for one approach, whereas the 
same technique used to reach a different group of people 
could fail completely. An example of this principle is the 
promotion used at the home show, where 12 in. wooden 
rulers and yardsticks are given to all who visit the booth. 
Mr. Feldman says, “If I offered a free ruler or yardstick 
in my newspaper ads to everyone visiting my showroom, 
do you think I'd have very many people take me up on 
the offer?” 


Civic Shows Promote Business 


The home show is one of three civic events the firm 
participates in each year. The others are the builders’ 
show and state fair. Though the three events are similar 
in nature, the booth appearance and the sales promo- 
tion approach are varied at each. At the state fair a 
conversion burner was installed free for the winner of a 
contest calling for skill and intelligence. At the builders’ 


show, a gas incinerator was the award. 
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Em All 


-+.@ sales approach which includes a 
@ complete but brief and non-tech- f , 

nical explanation of the heating sys- 1 AIR FLOW and benefit of filters are explained to 
tem after the prospect's trenti prospect by William F. Feldman, merchandising manager 
has been gained through effective 

promotional activities 


To become eligible as a contestant, each person was 
asked to complete a questionnaire. The questionnaire 
asked the contestant to provide his name, address, phone 
number and to check certain squares under each ques- 
tion asking the contestant what type system he owns, if 
he had trouble with the system, if he would like an engi- 
neer to check the system and if he'd be interested in a 
special price on vacuum cleaning the system. The ques- 
tionnaire provides the company information for follow 


up leads. HOW AIR is heated and temperature is controlled 


Besides giving away rulers and yardsticks at the vari- ’ automatic equipment is outlined to prospect 
ous shows, Mr. Feldman has a pencil for each of the 

youngsters. Printed on each of the presents is the com- 

pany’s name, phone number and the words “heating and 

air conditioning.” Also, the cleaning service offered by 

the company is played up. This is done by a photograph 

of the large cleaning truck alongside of which is this 

wording: “A clean furnace is a must if your home is to 

be rid of dust. Save one-fourth on your heating bill in 

having it cleaned by Phil.” 


Phone Canvasser Gets Leads 


Other furnace cleaning leads are obtained by a tele- 
phone canvasser who averages about 150 calls a day. 
The number of canvassers used depends upon the season 
of the year and the backlog of orders. At times as many 
as four canvassers are used. 


Other leads are obtained from satisfied customers, who 


THE SALES TALK is completed with clincher, the 
small cost involved in owning a modern heating system 


have a chance to earn $10 for each lead that turns into 3 


a sale. The new customer is given a book of 10 cards, 
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the cover of which reads: “This book of coupons is 
worth $100 to you. We will pay you $10 for every pros- 
pect that you recommend to us who buys any one of 
the items mentioned on the 10 enclosed coupons. In the 
event the same name is sent by two parties, the coupon 
bearing the earliest post mark shall prevail. No stamp 
is needed. Just fill in the proper information, tear the 
coupon from your book and mail it.” 


Job Signs Tell Who’s Doing Work 


Besides the use of public events and previous cus- 
tomers as sources of sales leads, the company places 
signs on the jobs to let the public know who is doing 
the work. As soon as the installation crew reaches the 
job site, they put up a 3 X 4 ft sign which says, “Another 
heating installation being made by Phil Feldman and 
Sons.” The sign also includes the company’s phone num- 
ber and address along with a list of the company’s other 
services such as air conditioning, furnace cleaning and 
servicing and roofing. 

Other sales promotional approaches are television and 
radio, Mr. Feldman believes that television has its great- 
est impact upon the viewer as a long range promotional 
program. It’s the continuous exhibition of modern equip- 
ment before the public that helps them become interested 
in modernizing their heating systems. If the viewer can 
be made to picture how his old system will appear and 
function, he becomes interested. Therefore, it is neces- 
sary to alter the approach on each program. The one 
essential part that shouldn’t change, Mr. Feldman be- 
lieves, is the prominence of the company name and tele- 
phone number. He recalls that on one occasion he in- 
troduced a new domestic water heater to the TV audience 
and mentioned that the company also installed heating 
equipment. A customer called and said he was interested 
in a water heater and believed that someone should check 
the heating system. The salesman making the call was 
able to close a sale for both a new water heater and 
remodeling of the old heating system along with a new 
furnace. 

The radio program should be consistent if it is to be 
effective. The Feldman program is a one minute spot 
announcement, used three times a week, following a 
popular regularly scheduled show. Bill Feldman says 
his evaluation of advertising is based on the number of 
leads he receives, not the number of immediate sales 
made, as he feels that an interest on the part of a pros- 
pect is enough eventually to develop a sale. Thus, every 
inquiry that doesn’t become a quick sale becomes a part 
of a follow-up file. He says, “Keep letting them know 
you're interested, and when they are ready to buy they'll 
let you know.” 


Historical File Checks Ads’ ‘Pull’ 


Newspapers are used constantly in the sales promo- 
tional program. All ads are written by Bill Feldman and 
each has a different approach. He maintains a historical 


file of every advertisement published and a record of its 
effectiveness. Those ads with the greatest “pull” are the 
ones used to develop successive ad layouts. Each ad is 
designed to achieve two purposes: 1) to have those in- 
terested in having their heating systems modernized con- 
tact the company office for information; 2) to develop 
enough interest to make the prospect want to come in 
and look around the company’s display room. 

Once a prospect has reached the showroom, he is 
given a complete but brief description of how modern 
heating equipment functions. First, air flow is explained 
and the filter's function of removing dirt is pointed out; 


second, how the air is heated by automatically controlled 
equipment; third, how little it costs to buy an up-to-date 
system. Bill says, “If they don’t buy, they leave wanting 


to. 

During every sales talk the company’s reputation for 
doing outstanding service work is elaborated upon. The 
training each service man receives at factory and local 
schools, through refresher courses and regular employee 
bulletins is pointed out. It is also explained that every 
new installation and service call is considered incomplete 
until a combustion efficiency test has been made. 

Another activity which comes under the classification 
of good sales promotion is sending frequent news items 
to the daily newspaper which publishes these short 
articles of interest to home owners. Attributed to the 
Feldman company, they point out the necessity of clean 
filters, annual cleanup, oiling blower motors, ways to 
reduce fuel consumption and benefits of summer cooling 
equipment. Other items deal with interesting types of 
jobs undertaken by the company, and the interest that 
company officers have in civic affairs. 


Association Activities Reported 


The company has been active in local, state and na- 
tional heating associations. Bill Feldman has been treas- 
urer of the local association for the past six years. All 
the activities of the associations in their efforts to 
bring better heating systems, through research, to the 
public are reported through news releases to the local 
newspaper. All these activities come under the heading 
of good sales promotion and are recommended by Bill 
Feldman, who finds them effective. 

No sales promotion program can be effective long if 
quality workmanship doesn’t back up the sale. Morton 
M. Feldman (brother) is a graduate engineer who con- 
tinues to study all the technical reports made available 
to the industry and to apply them to the engineering of 
every house plan. Morton feels each advancement made 
by the industry should be put into use as soon as pos- 
sible. He says, “Each step we take forward outdates that 
many more heating systems and creates more prospects 
for our services.” 

Phil Feldman, father of Bill and Mort, is still very 
active in the business and makes use of his experiences 
accumulated over the past 40 years in ironing out tech- 
nical problems. 
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AIR CONDITIONING 
HANDBOOK 














How to Solve Engineering 
and Installation Problems 


Short Cycling — Danger Signal from: 


1. High Pressure Cutout 
2. Motor Overload Protector 


A complete rundown of the remaining two causes for short 


cycling of the compressor motor completes the trouble 


shooter’s check list for remedying a common malfunction 


in cooling systems 


THIS MONTH we complete the cur- 
rent series of three articles dealing 
with the subject of compressor short 
cycling. In the first we defined short 
cycling and took a comprehensive 
view of the various factors and con- 
trols which cause it. Last month we 
explored in some detail the thermo- 
stat and low pressure cutout as re- 
lated to short cycling, and we dis- 
cussed how the serviceman finds and 
corrects conditions which cause a low 


pressure tripout. Currently we shall 
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By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


probe some of the basic reasons why 
the high pressure cutout and motor 
overload device trip. 

Let’s go along with a serviceman 
on his way to investigate a complaint 
that a residential air conditioner has 
been stopping before the space is 
cool enough to satisfy the thermostat. 
We are told that this particular unit 
has only an automatic reset type high 
pressure cutout and motor overload 
protector which could be tripping to 
stop the compressor. A mental review 


of factors behind the functioning of 
each of these devices brings to light 
those items listed in Table 1 which 
appears on page 85. 


Check System’s History 


By simple, direct questions the 
serviceman tries to find out how the 
equipment was operated before the 
complaint, how long the equipment 
has been operating improperly and 
how the owner was able to judge that 
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something was wrong. He avoids 
jumping to any conclusions towards 
which the owner's comments may 
lead him and requests that he be per- 
mitted to make an inspection before 
reporting his diagnosis. 

In this case the owner states that 
during a recent hot spell his unit 
would stop even though the space 
temperature was not down to the 
thermostat setting. He had also noted 
that operation was intermittent dur- 
ing the peak load as contrasted to 
the continuous operation he had ex- 
perienced previously. 

Thanking the owner, the service- 
man goes to the utility room in the 
basement to inspect the unit. It is 
typical of the 
‘round units incorporating both heat- 
ing and cooling in a single cabinet. 


combination year 


The condensing unit is water cooled, 
the water being circulated through 
an indoor tower. 


Good Gages Are Must 


We help the serviceman remove a 
panel on the cooling section and 
watch as he attaches his gages to the 
suction and discharge lines at the 
compressor. He points out the value 
of having and using quality gages 
which are kept in proper calibration. 

Making no other changes as yet, 
we go upstairs and check the thermo- 
stat for a setting of 80 F while the 
serviceman starts the unit. 
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Observing that the working pres- 
sures have stabilized after a moder- 
ate period of operation, the service- 
man shows us the discharge pressure 
is higher than he would expect. His 
judgment is based on a comparison 
of the 122 F discharge temperature 
(corresponding to the pressure) and 
the 82 F temperature of water in the 
cooling tower sump. Normally, he 
tells us, he would expect to find the 
discharge temperature between 100 


and 110 F. 


Discharge Pressure Is Clue 


The abnormally high discharge 
temperature gives the serviceman his 
first clue to the trouble. He surmises 
the high pressure cutout has been 
tripping 
weather, causing short cycle opera- 


during periods of hot 
tion. 

Starting the search for the reason 
behind the high pressure, he first 
checks the cutout operation to make 
certain it is properly set. He care- 
fully watches the discharge gage as 
we slowly close a valve in the con- 
denser water line. As the water quan- 
tity decreases, the pressure rises un- 
til the cutout trips and stops the com- 
pressor. He checks the recommended 
tripout pressure against the instru- 
ment setting and finds that the two 
agree within a few pounds. Still 
keeping an eye on the gage, he notes 
the gage reading when the cutout 
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closes and restarts the compressor. 
This point, too, is found to check 
with the recommended cutout setting. 


Condenser Water Measured 


Sufficiency of condenser water is 
next on the list of items to be investi- 
gated. The serviceman explains that 
it is usually difficult to measure 
the water quantity directly unless 
special piping provisions are made 
for it. He shows us how to judge wa- 
ter adequacy by using condenser in- 
let and outlet water temperatures. 
These he obtains from thermometers 
with their bulbs held to the respec- 
tive pipes with insulating wads of 
gum or putty. The measured tem- 
perature rise through the condenser 
for cooling tower applications should 
be, for the normal installation using 
3 gpm per ton, no more than 10 F. 
A greater rise indicates less than 
adequate flow and higher than nor- 
mal discharge pressure. In this case, 
our thermometers show a tempera- 
ture rise of about 9 F indicating 
enough water is being circulated, and 
the tower pan water temperature of 
82 F tells us the tower is operating 
efficiently (85 F is the usual design 
maximum). 


Seale Found In Tubes 


This eliminated, the 
serviceman tells us he suspects scale 


possibility 
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in the condenser tubes is causing the 
trouble. He explains that water evap- 
orated by the tower leaves behind a 
residue of minerals which increase 
in concentration in the circulating 
water and deposit scale on the hot 
that, 
even with a normal continuous blow- 


condenser tubes. He tells us 
down of water from the system at the 
rate of 2 gph per ton, condensers be- 
come fouled not only from mineral 
deposits but also from collections of 
organic material in the form of algae 
and slime. The condition is treated 
and corrected with various chemical 
compounds made especially for such 
application. The process of cleaning 
the system consists simply of intro- 
ducing the chemical into the circu- 
lating water and then returning at a 
later time to flush out the foreign 
material which has been loosened. 
Returning to the job after the pre- 
scribed lapse of time for the scale 
remover to do its job, we thoroughly 
flush out the system and the tower 
with fresh water. We are surprised 
at the quantity of foreign material 
that has been loosened, but we are 
quite pleased when a check of the 
gages shows that the discharge pres- 
sure is now down where it should be. 
Almost disappointed that the job is 
done, we ask the serviceman what he 
would have done next if the dis- 
charge pressure had not responded 
to the cleaning process. He reminds 
us of our earlier discussion of the 
various reasons for high head pres- 
sure and points out that we still 
would have three conditions to in- 
found the 
trouble. These are noted in Table 1 


vestigate had we _ not 


on this page. 


Restrictions Build Pressure 


Taking them in order, the service- 
man explains that a restriction in the 
discharge line is usually only a mat- 
ter of a partially closed service valve 
in self contained cooling units. He 
cautions, however, that remote con- 
denser applications, where discharge 
lines must be installed on the job, 
offer plenty of opportunity for fiat- 
tened bends, kinks, dents or other 


damage. Restrictions of this type 


cause the compressor to operate at a 
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When thermostat 

trips — 

a) Improperly set differential 
b) Oversized cooling unit 


When low pressure 
cutout trips — 


a) Tripout pressure set high 
b) Insufficient air over coil 
ec) High superheat  adjust- 
ment of expansion valve 
d) Shortage of refrigerant 
e) Restriction 
suction line 


in liquid or 


f) Oil accumulation in evap- 
orator 


When high pressure 
cutout trips — 


a) Tripout pressure set too 
low 





TABLE 1 — What to Look for When 
Short Cycling Occurs 


b) Insufficient condenser wa- 
ter or air 

ce) Condenser dirty 

d) Overcharge of 
ant 

e) Restriction in 
line 

f) Air in condenser 


When motor overload 
protector trips — 


refriger- 


discharge 


a) Incorrect overload device 

b) Faulty overload device 

c) Low voltage 

d) High head pressure 

e) High return air tempera- 
ture 

f) High protector 
temperature 

g) Low suction pressure 
(hermetics) 

h) Starting relay doesn’t 
open (hermetics) 


ambient 


(Tripping of the thermostat and low pressure cutout 


were discussed in detail in Mr. Reid’s article in 
August American Artisan.) 





higher than normal pressure with a 
consequent loss of capacity. 

Before the serviceman tells us how 
to detect air in a system and what to 
do about it, we ask him how it gets 
there in the first place. He explains 
that not only air but carbon dioxide, 
nitrogen and other gases are used to 
pressure test equipment and that they 
are sometimes not all removed before 
the system is finally charged. He goes 
on to point out that water vapor is 
also very troublesome when it exists 
in a refrigeration system. Non-con- 
densables result in increasing operat- 
ing pressures and temperatures, in 
decreased efficiency and capacity and 
in increased operating costs. They 
may also cause oil decomposition and 
the formation of sludges and scale. 

We learn that non-condensables 
are detected by means of two ther- 
mometers, a pressure gage and ap- 
plication of Dalton’s law of partial 


pressures. The latter states in brief 
that the total pressure exerted by a 
mixture of gases in a closed system is 
equal to the sum of the pressures ex- 
erted by each component gas were 
it alone to occupy the space. 


Get Rid of Non-Condensables 


The thermometers are applied to 
the condenser inlet and outlet water 
lines in the manner previously de- 
scribed. With the compressor out of 
operation but with the water in cir- 
culation, temperatures are recorded 
until they are substantially the same, 
indicating that the water and refrig- 
erant in the condenser are at the 
same saturation 
pressure for the refrigerant at this 
is determined from a 
table of refrigerant properties. This 
is compared with the pressure indi- 
cated by the discharge gage. If the 


temperature. The 


temperature 
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latter is much higher than the satu- 
ration pressure, the presence of non- 
condensables is indicated. For small 
systems, the condition is corrected by 
releasing the charge, pulling a good 
vacuum on the system and recharg- 


ing. 


What's Effect Of Overcharge? 


Continuing the discussion, we 
query the serviceman about how an 
overcharge of refrigerant affects a 
system. He explains that there must 
always be enough refrigerant in the 
system to seal the entrance to the liq- 
uid line against the vapor in the con- 
denser. The reservoir of liquid may 
be in a receiver, if one is used, or it 
may be in the condenser itself. In 
either case, excess charge will raise 
the liquid level in the condenser to 
the point where it covers the con- 
densing surface and effectively re- 
duces condenser capacity. This is re- 
flected in a higher than normal dis- 
charge pressure. 

We are told that there is no posi- 
tive test for overcharge and that it 
is best detected as a final item in the 
Since the 


chances of high head pressure re- 


process of elimination. 
sulting from excess refrigerant are 


small, this method is satisfactory. 


Heat Trips Overload Device 


On the way back to the shop we 
chat with the serviceman about vari- 
ous factors which cause the electrical 
overload device to trip and come up 
with a list as shown in Table 1. In 
the discussion we learn that there are 
two commonly used types of overload 
devices. One type consists of a small 
bimetallic thermal switch located on 
the shell of a hermetic compressor. 
Since full 


through the device, it is subject to 


motor current passes 
the heating effect of the current as 
well as heat coming directly from the 
motor winding. This device may re- 
set itself automatically in which case 
it could create short cycle operation. 
It is used only for small, single phase 
motors. The other type of overload 
protection is incorporated in the 
starter of larger single phase and all 


multi-phase motors. 
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Regardless of the type, the over- 
load device trips because of heat, 
whether this is created by an excess 
current or by the ambient or by a 
combination of both. It must be de- 
signed to hold in when subjected to 
momentarily heavy starting currents 
and yet trip under a sustained cur- 
rent of far less magnitude. 


Protector, Motor Must Match 


The serviceman points out that ef- 
fective overload protection requires 
careful selection and matching of 
protector characteristics against mo- 
tor characteristics. If this is not prop- 
erly done, so called nuisance trip- 
outs may take place. The same con- 
dition can result from a faulty over- 
load device which does not perform 
in accordance with its rating. 

As we get further into the details 
of overload tripouts, the serviceman 
brings to our attention the effect of 
low voltage. He explains that within 
limits a drop in the voltage across 
the terminals of a motor results in an 
increase in current. Since the over- 
load device is rated for the normal 
range of current found with a certain 
voltage it may trip out at the higher 
current values associated with the 
reduced voltage. 

It is not hard for the serviceman 


to get across to us how high head 





What Is 
‘Air Conditioning?’ 


True air conditioning pro- 
vides comfort in all sea- 
sons of the year, according 
to the American Society of 
Heating and Air-Condition- 
ing Engineers. The ASHAE 
has just adopted a new, 
simplified definition of air 
conditioning, which reads 
as follows: 

“Air conditioning is the 
process of treating air so 
as to control its tempera- 
ture, humidity, cleanliness 
and distribution to meet 
the requirements of the 
conditioned space.’’ 











pressure or high suction pressure can 
cause motor overload tripouts. Both 
conditions represent a high load on 
the compressor and motor with a re- 
sultant heavy current requirement. 


Is Protector in ‘Hot Spot’? 


Since heat from both ambient and 
current is the force which trips the 
overload device, the higher the am- 
bient temperature, the lower is the 
allowable current which can pass 
through. The protector ambient tem- 
perature (for the type of protector 
in the motor starter) and the motor 
ambient temperature are normally 
expected to be about the same. If, 
for some reason, the protector is lo- 
cated in a hot spot, tripouts may be 
experienced with what may appear 
to be safe motor currents and proper- 
ly sized protectors. 

Continuing the discussion, we 
learn it is possible for the overload 
device of a small, gas cooled her- 
metic compressor to trip under a con- 
dition of low suction pressure. Low 
pressure vapor is less dense than high 
pressure vapor and, therefore, can 
remove less motor heat even though 
it has a low temperature. Less motor 
heat removed means higher motor 


temperature. This, coupled perhaps 


with a high discharge pressure which 
adds to the motor load and heat 
would be sensed by the protector and 
might cause a tripout. 

As the serviceman nears the shop 
we are still discussing hermetics. He 
mentions one other condition he has 
come across where the motor over- 
load tripped. It was in connection 
with a single phase motor which had 
a starting winding with suitable re- 
lay and capacitors for starting. If, 
for some reason, the starting relay 
fails to open and stop the flow of cur- 
rent through the starting winding 
within a few seconds, the motor 
running with both windings ener- 
gized will draw a much heavier than 
normal current which will eventually 
trip the protector. 

With these final words we pull in- 
to the garage and shake hands with 
a hearty thank you to the serviceman 
for taking us along on an educational 
service call. 
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Model 327, Gas-Fired Unit Heater 


GROW BIGGER WITH 














WILL... 


help 


you find more P 


Full-color, flip-over chart 
talks, designed with plastic 
envelopes so you can com- 
pletely localize your sales 
talks. Exclusive ‘‘F.0.B."’ 


Field and factory-trained 
crews, with years of practical 
experience, hold sales and 


BUSINESS DEVELOPMENT PROGRAM 


RosPects 


? > ADVERTISING and 


SALES PROMOTION HELPS 


complete newspaper ad mats 
for all products. Excellent dis- 
plays. Direct-mail programs. 
Complete promotion pack- 
ages. Everything to help you 
promote locally in your city. bry 


HEATINGE COOLING 


Gives you the best credit fa- 
cilities available with these 
customer inducements: no 


money down, low monthly 


service clinics in or near your “an payments, 3 full years to 
own city to help you sell and - ua pay and many others. 
service better. 


THE 8 BIG reasons why you should be a BRYANT DEALER: 


1. Bryant — a mame that sells — famous for 48 years . Bryant BUSINESS DEVELOPMENT PROGRAM. 


as the leader in home comfort equipment. : . 
and . Sales tools that increase your sales and profits. 


2. A complete line — gas or oil furnaces, boilers, air . Nearby distributor for engineering, sales and 
conditioners, water heaters and unit heaters. service help. 


:; : : . National advertising that sells YOU! 
3. Highest quality heating, cooling and water heat- ° 


ing equipment made. . Co-op advertising that builds sales locally. 


GET THE COMPLETE STORY OF THE BRYANT BUSINESS DEVELOPMENT PROGRAM FROM YOUR DISTRIBUTOR. Or write Bryant, 48 Monument Circle, indianapolis 4, Indiana 


GROW BIGGER bryant 





How to Solve Duct Problems 
in Multiple Dwelling Units 


INDIVIDUAL HEATING and cooling equipment used in multi- 
ple installations often challenges the design engineers’ ability to 
solve a number of problems involving good air distribution where 
duct space is at a minimum. Note how the return air trunk crosses 
the supply plenum without interfering with basement headroom 


Careful engineering and making use of every bit of 
space available is necessary to provide satisfactory 


duct installation 


RECENTLY, THE RESULTS of a survey were reported to a 
group of building contractors. This survey showed that 
three major problems are faced by house builders today. 
The survey also showed that desirable property, its cost 
and the convenience of public transportation to shopping 
areas rank high among the factors most prospects con- 
sider when selecting a house. Most builders engaged in 
developing housing projects find it important either to 
include a shopping center in the development or to select 
property near areas zoned for shopping areas. Builders 


who fail to take these considerations seriously find it 
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difficult to sell houses built on a speculative basis. Fre- 
quently, the heating-air conditioning dealer is forced 
to wait until the building is sold before he receives com- 
plete payment for his equipment and services. 

The cost of undeveloped property along the perimeters 
of urban areas has been rising steadily; taxes are in- 
creasing and the building lot required is generally larger 
because the rangh style house is in vogue today. The sur- 
vey indicates that many fieople are hesitating to move 
into suburban developments because of these conditions. 

t 


(Continué& on page 92) 














NTRACTORS ARE INSTALLING 
Convection HUMIDIFIER 


$ « Wid MORE EVAPORATION AREA! 


MORE AND MORE CO 
MAID-O0’- MIST “om 


Saves half the time to INSTALL! Give | 
Hos Wothids. LESS AIR RESTRICTION IN THE PLENUM! 






More Humidity per dollar cost 


Why More and More Furnace Contractors Are 
Insisting on the MAID-O’-MIST Humidifier? 
The reasons are sound. It’s a cinch to install, 
rarely does it require service calls, the cost is 
emall and ic gives instidig setiéfaction to the 
customer. 
You can see in the picture that MAID-O’-MIST 
has no flat bottom pan to block the flow of air 
. . . that its 4” individual copper troughs are 
an inch apart to allow unrestricted air- 
ow between evaporator pads, giving a third 
more evaporating surface. 
Perfect for small plenums, it is quick and 
to install. What's aor, it is the only pret ns 
unit that fits BOTH conventional or counter- 
flow warm air furnaces. 


Use MAID-O’-MIST and you'll agree . . . it’s 
a very remarkable humidifier . . . at a very re- 
markable price. 


ONVENTIONAI 
aces, Maid-O’ Mist's 







(] LESS AIR 
RESTRICTION 
U IN PLENUM 













{)/ More 
: EVAPORATION 
1 AREA 









{j/ Less 
, INSTALLATION | 
l} TIME 





AUTOMATIC HUMIDIFIERS , ,. ., 2.4, ‘= WATERLINE CONTROLS 
AUTO VENTS .. + HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD -. CHICAGO 41, ILLINOIS 


The only standard unit 
that fits both conven- 
tional and counter flow 





FOR CONVENTIONAL warm air fur- 
naces cut opening in plenum and make 
water connections. 9 sizes available 
with evaporation capacities of 1 to 10 


gals. per day. 


FOR COUNTER FLOW, because of its 
narrow trough design, you can install 
on either side of furnace having 3” 
minimum air passage. 


On low pressure 
steam systems— 


automatic HUMIDIFIER 





Here’s the inexpensive, efficient, QUIET way to keep 


the air freshened and comfortable. 


pint of water vapor per hour at 1 Ib 


enough for 2000 cu. ft. Easy to 
remove air vent valve from radiator 
95 in its place. 


On hot water 
or steam radiators 


HUMIDIFIER 


Heavy copper twin troughs, each 5/16 
wide by 2” high are concealed in loops 
inside the radiator sections from the 
side. A constant water line is main 
tained automatically in the troughs by 
a float controlled water valve. Patented 
corrugated evaporator pads extend 3” 
above water line in troughs. 


automatic 


Complete range of sizes! 


For either cast iron or copper 
convector radiators .. . 5 
lengths, 2 and 4 water troughs. 
Constructed of heavy copper, 
the water troughs are 4” wide, 
spaced 1” apart for unrestricted 
air flow. Each trough is auto- 
matically supplied with water 
from radiator by No. 59 float 
control valve. On steam instal- 


MAID-O 


3217 NORTH PULASKIR 


It discharges 1 


steam pressure 


install . . . just 


4," high, 
2," diameter. 


a: 


TI TOR TIE TTR PRY TTT 
Eeararna ED 


and screw No 


Bd el 


Ol’ Faithful uses water from 
radiator on hot water radiators, 
or from nearest supply on 
steam installations 


Three sizes: 
18", 24” and 34” lengths. 


lations, water is taken from 
nearest supply thru copper tub 
ing. Shipped assembled. 


CHICAGO 41, ILL. 





Multiple Dwellings Pose Duct Space Problems 


(Continued from page 89) 


These people are content to remain inside city limits and 
are building two-story houses on smaller lots; others are 
buying shares in multiple dwellings. The increased use 
of two-story houses and multiple dwellings has placed 
upon the warm air heating dealer the responsibility of 
providing the same degree of comfort in these homes as 


he has been giving those in single family houses. 


Space Becomes A Problem 


The two-story house and the four family multiple 
dwelling present no major air distribution problem, but 
the complexity of providing independent equipment to 
separate apartments where the available space for placing 
supply and return ducts is a problem. An examination 
of the duct work in the accompanying illustrations shows 
some of the ducts jammed against each other. 

The individual takeoff ducts for the first floor perimeter 
system were run in the joist space beneath the first floor. 
Because of longitudinal joist bracing it was necessary to 
tie all branch ducts into the top of the supply and return 
trunks. Each branch duct has its own volume control 
damper, and the control for adjusting it is located on 
the underside of the supply trunk opposite each branch 
takeoff. 

Installing the supply and return branch ducts to the 
second floor was complicated because it was necessary 
to run them in the stud space of the first floor center 
pattition wall to reach the second floor joist spaces where 
the supply air was delivered to the outside wall before 
being discharged into the room. The problem of branch 
duct location was further complicated because other 
utilities for the apartments also utilized the stud space. 
It was sometimes a compromise with good practice and 
economy to install supply and return openings where 
space problems dictated. When it was important to lo- 


cate an opening where it would best serve an area, a 


second supply duct was run to serve the exposed wall 
area. The cost of several additional branch ducts was not 
too noticeable in the overall cost of the job. The year 
‘round air conditioning systems described here were in- 
stalled by the S & W Heating Co., Chicago. 


Return Duct Placed Above Supply Plenum 


When one heating and cooling plant is set close to an- 
other, the space available for duct connections to the 
equipment is usually limited. Bud Strong of S & W Heat- 
ing Co. solved this situation by running the return duct 
over the supply plenum (see both illustrations). The sup- 
ply plenum covered both the furnace and cooling unit. 
A changeover damper was located in the supply plenum 
so air could pass through either the heating or the cool- 
ing unit. A flexible duct connector in each supply plenum 
reduced machinery noise transmission. 

Bud Strong suggests that the following questions be 
given consideration when installing combination heating 
and cooling equipment: 

1) Will the customer provide adequate electrical power 
or must special provisions be made in the original esti- 
mate? 

2)Are ample water supply and a waste water drain 
available? 

3) Will it be necessary to insulate duct work at any 
point in the air distribution system? 

4) Is the duct work sized to handle the air volumes re- 
quired for cooling as well as for heating? 

To assure the customer of quality installation and of 
the company’s desire to be of service at any time, a small 
metal sign on each bonnet reads, “Engineered and In- 
stalled by S & W Heating Co., Chicago.” The dealer’s 
final instructions to the homeowner are to use this sign 
as a reference when service or information about his in- 


stallation are desired. 


In next month’s Artisan you'll find... 


The first in a new series of merchandising articles which empha- 


size “the three arts of selling” 


How to operate three-phase electric motors on newly installed 


air conditioning equipment from a single-phase power supply 


A rundown on the installation of a multiple duct system to sup- 


ply makeup air for 42 soundproofed engine booths 


The fifth report on heating problems encountered in split-level 


houses by the NWAHACA mobile laboratory 
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Introducing the NEW... 


Arduanced TDoemgu. 


‘dof. '50 


AUTOMATIC | 
HUMIDIFIER 


With 4 NEW 
Features 
Most Wanted 
by Dealers! 


Vv NEW, Revolutionary, Unbreakable Glass Fiber Evaporator Plates*! 
New Easy Access Inspection Plate Slips On and Off without Tools 


¥50% More Humidifying Capacity...5 Evaporator Plates Furnished 
VNew Cut-Out Template... Cuts Installation Time in Half! 


... and as always ... No Float... No Drip... No 
Clog ... No moving parts to wear out or stick... 


with large size orifice replacing the commonly 
used needle or float valves. Entire 
‘2g assembly rustproofed. Fits every 
type of furnace, every type 
of bonnet. 
r—— 
! 


AUTO.FL 
An Auto flo exclusive! No other 12085 pj 


Evaporator Plate like it! Made 


n CORPORATION 

x 

© Street, Detroit, 39 Michig 
jan 


Please send 
me full inf . 
of unbreakable glass fibers, £1) Astotte re on: 
“ il Fitt 
miraculously changed to soak D) Avto-Fie Automatic te id 
Umidifier 
up water at a record rate! Name_ flies 


Address roe 


AUTO-FLO 
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SAY J. P., I'M ALWAYS MAKIN! \__ 
SERVICE CALLS...HOW COME 
YOU DON'T HAVE T02 


I 0, WAN 


Y 
‘SS 
7, 





“Tt hasn't always been this way . . . I used to be out makin’ 
those service calls at all hours, couldn’t even enjoy a holiday. 
You know, run out to the place and make an adjustment, figure 
that’s the trouble and hurry back to bed. Just get to sleep— 
the phone rings—and out you go again to try and find the real 
trouble. I went through all that, too. Then I wised up. Got Armstrong. And Sam, 
there’s just nothin’ like it. Sure, I make service calls, clean the dust off the thermo- 
stat points, minor adjustments, things like that. But, Armstrong units just don’t need all 
the servicin’ other kinds do. And what's more, my Armstrong wholesaler knows this 
business up one side and down the other ... from A to Z. He showed me just exactly 
how to service Armstrong units so I never have to make the same trip twice. With his 
help I can fix ‘em and they stay fixed. No second calls for me! And son, does he know 
heatin’ layouts. And coolin’ too! Why I just couldn't get along without him.” 


“Say, I've been doin’ this all wrong! Glad you told me, I’m gonna call 
that Armstrong wholesaler right now!” 


And why don’t you? Your Armstrong wholesaler can give you the whole 
money-making Armstrong story. Call or write today. 


Yep, it sure is nice bein’ an Armstrong dealer. 


judd look ab ale thee alliage... 


A complete line of furnaces -\’ Prospect-catching promotional 
and air conditioners «.* material 


Wholesalers who do your -\" Service and product meetings 
stocking for you « +” in the field 


Dealers heating and air 


National advertising in top 
conditioning schools at the factory 


consumer magazines 


“J * And you're selling quality equipment 


rr Armatirong Furmaces 


AND AIR CONDITIONERS 
COLUMBUS 8, OHIO 





YOUR ARMSTRONG WHOLESALER 


ready to assist you... all-ways 





7 Point Action Plan 


Gets a Heating Code 


For Kansas City 


WRINKLES ARE IRONED out in re code at fre- 


quent 


meetings 


between code committee chairman 


Norman H. Johnson (left) and association attorney, 


John T. Barker 





Attorney is employed. 


tee of the city council. 


of 7-2 in the city council. 





The Procedure 


Code committee is appointed, SMACCNA’s sample code is ad- 
justed to city’s physical requirements. 


Meeting is arranged with city officials. 

Proposed code is promoted to: Better Business Bureau; De- 
partment of Fire Prevention; Chamber of Commerce; gas util- 
ity company; Home Builders’ Association; Kansas City Chapter 
of ASHAE; Missouri-Kansas Oil-Heat Institute; Building and 
Construction Trades Council; and the public press. 

Presentation of importance of the code by attorney to the 
general committee of the city council. 

Opponents of code present their case to the general commit- 


Rebuttal is made in public participation session before the 
general committee of the city council 


The Result 


Acceptance of evidence presented by Kansas City dealers and 
their representatives resulted in adoption of the code by a vote 








It’s A LONG hard fight to prove to 
the governing body of a municipality 
that a request for a warm air heat- 
ing code is more than a move on 
the part of a small number of dealers 
to place restrictions on other mem- 
which result in 


bers of the industry, 


favoritism for those sponsoring the 
suggested code. Realizing safety and 
welfare is the primary purpose of 


96 


any legislation, the Sheet Metal and 
Asso- 
ciation of Greater Kansas City and 
the Kansas City Heating and Sheet 


Air Conditioning Contractors’ 


Metal Contractors Association under- 
took the recommendation of a warm 
air heating code three years ago, 
with two ordinances to regulate the 
and the 
licensing of persons who would 


warm air heating industry 


Here 


by-step outline of how the code was 


stall the equipment. is a step- 


brought before the city council and 
accepted by a 7 to 2 vote on April 
6, 1956. 


SMACCNA Sample Code Used 


The code and _ ordinances are 
based upon a sample code and ordi- 
nance prepared by the Sheet Metal 
and Air 
National Association, 170 
St., Elgin, IIl., 


be sent upon request of any 


Conditioning Contractors’ 
Division 
copies of which will 
local 
association desiring to recommend a 
warm air heating code. 

The cost of 


penses connected with obtaining ac- 


supporting the ex- 


ceptance was underwritten by volun- 
tary subscriptions from non-members 
Sheet 
Metal and Air Conditioning Contrac- 


as well as members of the 


tors’ Association of Greater Kansas 
City. The original cost was estimated 
at $7500, but it amounted to $5290, 
with $3980 of this total going as at- 
torney’s “* 


A committee known as the 

Joint Warm Air Heating 

Code Committee, consist- 

ing of 11 industry mem- 

bers, was set up to handle all details 
involved in presenting the code and 
ordinances to all parties who would 
be subject to compliance once the 


code was accepted by the city coun- 
(Continued on page 102) 
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for extra profit... 
WITHOUT extra work 
sell 





REPLACEMENT MOTORS 


Performance-Rated for Blower, 
Pump and Compressor Applications 


Think how many of your jobs need new motors. You can 
cash in on this natural selling opportunity when you stock 
and sell Century Performance-Rated replacement motors. 
Century's complete range of size, speed, frame, mounting 
and torque characteristics helps you give every job pre- 
cisely the right replacement motor for top performance. 


Your nearby Century distributor will be happy to work 
closely with you to provide ample stock and speedy 
service. 


This handsome, sturdy display stand puts you in the motor 
business immediately ... and it requires only a few square 








feet of floor space. Find out how you can get it FREE with 
your first assortment of Century Performance-Rated motors 


GET FULL DETAILS on this opportunity ... 


Offices and Stock Points in Principal Cities CENTURY ELECTRIC COMPANY, 1806 Pine St., St. Louis 3, Missouri 
Send me all the facts about Century's Display Stand Motor Selling Plan: 


MAIL THIS; sae 
COUPON TODAY) EL Fe seceein aaa ea ? 


Address 
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When sales go up 
do you “scramble” for deliveries? 


STOCKS INCLUDE 
UNIVERSAL BLOWERS 
DUCT BLOWERS 
BLOWER FILTER UNITS 
EXHAUSTERS 


MOTORS & BLOWER 
ACCESSORIES 


Blower 
specialists 
since 


1919 





























stocks can save the day 


Everyone runs into tight scheduling once in a while. The sea- 
sonal quality of the heating and air conditioning industry makes 
an occasional “hurry up” call unavoidable. 

When this happens to you, Brundage is a good name to keep 
in mind. 

New warehouse capacity—coupled with a fast order handling 
procedure—can help you avoid unnecessary shut-downs. And it 
can help you take advantage of an up-swing in business that you 
might otherwise be unable to handle. 


MANUFACTURERS: Brundage Universal Blowers can often solve your produc- 
tion problems because they are a stock item and can meet most applications. 





THE Brundage COMPANY 


504 NORTH PARK ST. KALAMAZOO, MICHIGAN 
TELEPHONE 2-0251 
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the newest advance ta caling-cooling comport / 


B SERIES 


ae 


... for easy 
installation 
and weather-proof 
“‘walls” of comfort! 


Standard Stamping’s B-Series 
Perimeter Baseboard Diffusers 


NEV 1 TWO-WAY SYSTEMS! No blasts, no hot spots, no cold 
corners! Every room is gently lined with a “wall” of comfortable air that replaces lost heating 
or cooling at the point of loss, as fast as the loss occurs. Temperatures are maintained at a 


uniform high level of comfort, floor to ceiling, and operation is cleaner and quieter, too! 


AND LABOR SAVING INSTALLATION FEATURES! 
B-series diffusers can be installed faster in new or old construction, saving time and labor! 
Adjustable bottom plates can be positioned to fit any boot opening, without cutting! The 


damper is built-in, the face can be removed easily at any time, and Standard’s SETLOK 
control makes damper adjustment easy. 


Fast, tamper-proof way to set damper for fingertip 
Opening, closing, and balancing. Easiest, fastest damper control ever developed! 


ES NEW BEAUTY! Smart modern lines, 
beautiful tan metallic baked-on finish, and sizes to fit every need! 


B-18—13" LONG 
B-24—24" LONG 
B-48—48" LONG 


All models 44% "high 
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°\ STANDARD, 
+ STAMPING 


... first in engineering 
» for indoor comfort! 


Act now! Mail the coupon today for literature 
and discount sheets. 


STANDARD STAMPING & PERFORATING CO. 
3137 W. 49th Place, Chicago 32, Iilinois 


Please send literature and discount sheets on B-Series 
Diffusers. 


Name 





Company 





Address 





City Zone. State. 
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“" Janitrol 


GAS NVERSION BURNERS! 


UWkiy burcnorg ? 


@ The public acceptance of gas heat was 
built on conversion burners—Janitrol* 
Conversion Burners in particular. They 
provided the home owner with all the 
advantages of gas heat, economically 

. without discarding his present fur- 
nace or boiler. 


The records of many gas companies 
show that it frequently costs less to 
heat with a Janitrol burner, than with 
gas designed equipment. 


® Conversion burners are a high profit line. 


ky Janitrol ? 


@ Surface Combustion Corporation (mak- 

ers of Janitrol) manufactured the first 
factory-assembled, completely automa- 
tic gas conversion burner. Many of them 
are still in operation after 25 to 30 years 
of service! 
The modern Janitrol Burners are low 
in cost; simple to install, since they re- 
quire no “building” in the furnace or 
boiler; sell easily with a high profit. 


You can offer nationally advertised 
Janitrol quality at little or no difference 
in price over ‘“‘bargain burners’’. 


@ For natural, manufactured or L.P. gases. 


CONTRACTORS # write 
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MODEL JD—DELUXE: 


The handsome, totally-enclosed unit 
with all the plus features ... Turbo-Flame 
diffuser, Electro-Fyre igniter, Uni-Thrift 
control, remote ignition panel, newest 
time-modulation thermostat. 


MODEL JF—STANDARD: 


Has all the basic Janitrol design features, 
and yet competitively priced . . . with 
standard solenoid valve and controls . . . 
or with latest self-generating controls for 
operation independent of house current. 


MODEL JH—GUN TYPE: 


Especially adaptable for quick replace- 
ment of oil-fired pressure type burner 
quip t. Has adjustable blast tube, 
pilot lighter, thermostat and all safety 
controls. 





MODEL SC-05—HIGH CAPACITY: 


A compact, inshot type burner for larger 
installations requiring input capacities 
up to 750,000 Btu. With either safety . 


pilot or electronic controls. , aft , 


WEBSTER 
FORCED DRAFT BURNERS: 


For conversion of high capacity boilers. 
Available in gas or dual-fuel types, 
custom-engineered for any installation. 
Capacities up to 50,000,000 Btu. 


Jani trol 


HEATING AND AIR-CONDITIONING 
DIVISION 


Surface Combustion Corporation, Columbus 16, Ohio 
In Canada: Moffats Ltd., Toronto 15 


today for all the facts on Janitrol and the sales opportunities in your area. 
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Every day, new-comers to the 

heating business are being taught an 
old lesson: That there is no substitute 
for good workmanship or good 
products. And for a score of years 
dealers have numbered Field 

Draft Controls among the products 
that are good, and for which there is no 
substitute. We are proud to have 
earned the good will of so 

many dealers for so many years. 


You have put your faith in more than 15,000,000 times 


"Se 


“ri Mi FIELD CONTROL DIVISION of H. DD. CONKEY & COMPANY, MENDOTA, ILLINOIS 
“OH = Affiliates; CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 


= 
s 
; 
Very ® 


REPRESENTED IN CANADA BY ONTOR LABORATORY LTD YCOS DRIVE TORONTO 10. ONTARIO 





Dealers’ Action Plan Gets a Heating Code 


cil, Not shown in the expenditures 
is the time spent by the association’s 
full time secretary, Ralph A. Nicho- 
las, in calling on civic and business 
groups to sound out their reactions. 
In a letter to the committee’s attor- 
ney, Mr. Nicholas outlined the back- 
ground of previous efforts to obtain 
a code for Kansas City, Mo. The 


letter reads: 


Letter Outlines Program 


“It seems that over the past 15 
years various and sundry attempts 
have been made to obtain the adop- 
tion of some sort of a warm air heat- 
ing code, which would protect the 
public against various practices of 
unethical furnace dealers. The 
idea, of course, is to contribute in 
some manner to the health, safety 
and general welfare of the populace 
of the city. 

“The present campaign to 
obtain adoption of the 
code was started in June, 
1953, when attorneys act- 
ing in behalf of the association took 
a copy of the proposed code to the 
city building inspector to get his re- 
action to the code. When I became 
secretary of the association in Aptil, 
1954, one of 


they gave me to try to find out some- 


the problems which 


thing about was the adoption of this 
code. 

I found, after much calling and 
much investigation, that the city 
building inspector had not responded 
to the attorneys’ request that he look 
over the code and give his opinion; 
whereupon the city building inspec- 
tor was asked to give his opinion or 
return the code. As a result of this, 
we received a letter from him stating 
that the director of public works in 
Kansas City, Mo. would consult with 
us on July 7. 

“Following are some excerpts from 
a letter written to the chairman of 
the code committee by the attorney 
handling the matter at that time, 
which gives the attorney’s summary 
of the things that came out of the 


meeting: 
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CONDEMNED BY POORLY informed furnace repairmen, this heat exchanger 
was found to meet all safety and structural requirements when inspected by a 
qualified heating dealer, who had been called in to reassemble the equip- 


ment left scattered about the basement 


*“*When we were asked to 
meet with the director of 
public works and the com- 
missioner of buildings and 
inspections, we were not advised as 
to what these gentlemen had in mind 
in calling the meeting. When we at- 
tended the meeting yesterday, it was 
apparent to me that the director of 
public works had a definite convic- 
tion that our purpose in submitting 
the proposed ordinance was to serve 


our own purposes in eliminating or 


reducing the chiseling and cheap 


type of competition and that our 
primary purpose was not to protect 
the public from the dangers incident 
to improper or defective installation 
of warm air furnaces. The commis- 
sioner of buildings and inspections’ 
chief objection stemmed from the 
problem of enforcement, and he was 
concerned primarily with enforce- 
ment with an inadequate staff. How- 
ever, I do think that both the di- 
rector of public works and the com- 
missioner of buildings and_ inspec- 
tions are not alert to the dangers 
that inhere in defective installation 


of warm air furnaces. 


“Tt also occurs to me that the fire 
department or the fire prevention 
bureau must keep statistical data 
concerning the origin of fires, and a 
check of their records may well dis- 
close the number of fires from defec- 
tive furnace installations. The Kansas 
City public health authorities may 
keep statistical information as to the 
number of accidental deaths and the 
causes of death in any particular 
year. Statistical data concerning the 
number of deaths resulting from 
furnace fumes each year might also 


be helpful. 


Must Show Heating ‘Hazards’ 


“*There may be other methods of 
getting this necessary data. I have 
outlined the above simply to give 
you some idea of the data which we 
must have available and submit to 
the director of public works and the 
commissioner of buildings and in- 
spections. If we convince them that 
there is a definite hazard to life and 
health and that their present ordi- 
nances are inadequate to enforce 
(Continued on page 106) 
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ably fixed! 


It’s great to be 





¢ A - 
Tey 


° ° wh - 11 , eed 
... and comfort is a major sales advantage of lipilolurg Winter Air Conditions 


It’s easy to see why the efficient line of Capitolaire Winter 
Air Conditioners provide sales assets that are readily accepted 
and valued in both residential and commercial fields. 
These rugged, thoroughly dependable units are designed to give 
years of trouble-free heating comfort with maximum fuel economy. With Capitolaire Winter 
Air Conditioners, owners will enjoy: PLEASANT, HEALTHFUL TEMPERATURES 
CLEAN HEAT « LOW COST FUEL CONSUMPTION ¢ AUTOMATIC OPERATION 
LONG TROUBLE-FREE SERVICE « COMPACT SIZE « ATTRACTIVE DESIGN 



































LO-BOY 

Fully automatic... 
compact, clean, trou- 
ble-free ... for base- 
ment installations .. . 
gas, oil or coal-fired 
...up to 250,000 Btu 
Hr. input. 


HI-BOY 

Completely automatic... 

gos or oil-fired ... de- 

signed for minimum space 
. ideal for small homes 
. can be installed in 

closet or utility room... 

up to 125,000 Btu/Hr. in- 


COUNTERFLOW 

For basementiess homes 
. ideal for perimeter 

system ... gas or oil-fired 
- can be installed in 

closet . . . economy models 

also available ... up to 

105,000 Btu/Hr. input. 


HORIZONTAL 

For installation in attic or crawl 
space ... compact, fully auto- 
matic ... gas or oil-fired ... up 
to 135,000 Btu/Hr. input... 
-». popular sizes available in 
economy models, 


GRAVITY 

Deluxe cabinet, compact 

unit... for gas or oil-fired 
. round case coal-fired 

models . . . for automatic 

or hand-firing ... pipeless 

models. 


put... lower cost models 
available in popular sizes. 














HI-CAP 

For industrial or commercial heating ... gas, 
oil, stoker, or hand-firing . . . attractive, 
ruggedly built . . . capacities from 330,000 
to 1,000,000 Btu/Hr. . . . suspend models 
availoble. 





WINDOW 

Deluxe model . . . thermo- 
statically controlled .. . 
flush mounting . . . clean, 
fresh circulating air... 
%,1, 1% HP capacity. 





COMMERCIAL 
Self-contained .. . for 
stores, offices, commer- 
cial buildings . . . quiet 
operation . . . cools, 
heats, dehumidifies, fil- 
ters, circulates, venti- 
lotes...3,5,7'%2, 10, 
15 ton capacity. 


e = 

RESIDENTIAL 

3 models . . . water- 
cooled . . . air-cooled 
remote condenser .. . 
remote evaporator— 
air-cooled condensing 
unit... 2,3, 5 ton ca- 
pacity ... for summer 
home comfort. 





Write for complete information. 


National-U. S. Radiator 


cities Cor POR AT 1-0 N 


Sales 
offices in 
principal 











HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 





ae 
< 
£9 
_= 
‘= 
i's 
ih 


EASIER TO HANDLE—New Fiberglas Dust-Stop 
Filters are made with finer, softer fibers than ever 
before! And so—just wait until you handle them— 
you'll notice the difference immediately! 


SELLS ON SIGHT— Stunning new red and gold com- 
bination and bright new packaging make the new 
Dust-Stop a hot impulse item! 


LETS MORE HEAT IN—20% lower initial air resist- 
ance, lets more heat through! 


PROFITS WITH MINIMUM INVESTMENT— Your 
customers’ service requirements are met by stocking 
heavy on popular Dust-Stop sizes, light on others. 
(80% of sales come from 25" x 25", 20" x 20", 16" 
x 20" and 16"x 25" sizes in 1" and 2" thicknesses). 


svIOwaahy 
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PAYS BIG PROFITS — convenient to stock, easy to 
handle, low cost to you! 


SELLS MORE—You sell four new golden Dust-Stop filters 
every time your customers buy the new “Full Season’s 
Supply” filter package! New Filter Roll pack gets you the 
replacement business for furnaces equipped with pad filters. 
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A great new day dawns for your replacement filter business 


THE NEW GOLDEN 


AIR FILTER 


Always a fast selling profit item—now made better 
than ever for even greater sales. 

You know the filter business is booming. You see the 
effects in your store. Already 8,000,000 forced warm 
air furnaces are in operation, and every one of them 
needs a filter change at least twice a season. 

Now here’s something to make the business even 
more profitable for you. It’s the great new golden 
Fiberglas* Dust-Stop* Air Filter—newly-designed and 
packaged for extra efficiency and extra sales appeal. 


It’s backed up with an all-new promotion. There are 
big full-color ads in Better Homes & Gardens and in 
LIFE. There’s a huge package of hard-hitting selling 
aids, including big stickers, streamers, displays— 
everything you need to sell more Dust-Stop filters. 

Don’t miss this golden opportunity! Get your free 
sales aids by calling your Dust-Stop distributor today. 
Or write direct to Owens-Corning Fiberglas Corp., 
Dept. 39-I, Toledo 1, Ohio. 


THEY’RE ALL FREE! Send for your kit of sales aids now! 





Change you furnace ters now! GR ERLE 





1 Jiminy Filter Window & Floor Display 
Streamers 100 Utility Envelopes 
Plan _ Display Ideas Booklet 

New Door-Window Stickers 


3 Window 
Reminder Service 
Gummed Ad Reprints 


O'S Omi ee On OR am Ba 


FIBERGLAS 


#Fibergias and Dust-Stop are trade-marks (Reg. U.S. Pat. Off.) of Owens-Corning Fiberglas Corporation. 
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CLIP AND MAIL THIS COUPON TODAY! 


Box 35-I Advertising Dept. 
Owens-Corning Fiberglas Corp. 
Toledo 1, Ohio 


Please send me a complete Dust-Stop Promotional Kit. 


SS Swe cere hbo 4o 66.5064 50 25 00,44.5 a eo cana ee suetios 
PGs 6. 60.00 ce ebesedie saci ioerscass 
My Dust-Stop supplier's mame is. ...... .. 6. 66 ec nnee 


AIR FILTERS 





Heating Code Gets Outside Support 


proper installations of warm air fur- 
naces, then there is a reasonable ex- 
pectation that our proposed ordi- 


nance would meet with their ap- 
proval. If we cannot supply that data 
or if these gentlemen will not be 
convinced, we have no alternative 
but to draft the ordinance ourselves, 
get one of the members of the coun- 
cil to present it, and try to convince 
the council over the objection of the 
director of works and the 


public 
commissioner of buildings and _ in- 
spections that this ordinance is in 
the public interest.’ 
uw “In the interim between 
I April 5 and July 7, 1954 
f ' ) 
i the following contacts were 
In 


the purpose of promoting and ex- 


made by our committee for 


plaining the proposed code: 

“1. Chamber of Commerce Code 
Committee This committee, as I 
understand it, was at least partially 
responsible for the revision of the 
1951. The 


secretary for this committee told me 


building code made in 


he would let us know when the com- 
mittee is called into session so we 
might present our points of view. 
“2. Fire Prevention Department 
The chief of this department has 
heen contacted and is very interested 
in the adoption of this code. I be- 
lieve he would be in a position to 
support our contention that there is 
a definite safety and health hazard 
in the installation of furnaces if we 
histories on 


could produce case 


fires and complaints which have 
come to his attention. The fire pre- 
vention chief even suggested that his 
department would be happy to take 
on the administration of such a code. 

“3. Better Business Bureau The 
man we talked to at the Better Busi- 
ness Bureau was the supervisor of the 
building section, and he has on file 
several cases where people have com- 
plained to the bureau regarding the 
installation of furnaces in Kansas 
City. 

‘4. The gas utility company 
These people are definitely in favor 


of this ordinance although they are 
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in a position where they cannot 
come out speaking strongly for its 
adoption. The men we contacted at 
the gas company were in charge of 
the heating and appliance depart- 
ments. It might be mentioned that 
the gas company would be very in- 
terested in adding an item to our 
code as it now stands which would 
control the proper venting of all gas 
appliances. This includes bathroom 
heaters, hot water heaters, etc. It is 
their contention that several people 
per year are overcome and some of 
them actually die because of im- 
proper venting of gas-fired appli- 


ances. 


Builders Promise Support 


“5. The Builders’ Association I 
am promised their support in this 
matter. Actually it is their hope that 
the entire building code of Kansas 
City can some day be revised and 
at that time this could be included 
in the revision. 

“For your information I am en- 
closing a copy of a letter which was 
sent to all the furnace dealers in 
Kansas City, Mo. in order to deter- 
mine the number of installations 
which might be made over a period 
so we would be in some position to 
tell the city how much revenue they 
could expect from an ordinance. Al- 
though our figures are not as com- 
plete as we would like to have them, 
we have established a figure some- 
where between 5000 and 6000 instal- 
lations per year, which, at a $5 fee, 
would develop a revenue somewhere 
in the neighborhood of $25,000 to 
$30,000. In addition there are ap- 
proximately 100 furnace companies 
installing furnaces in Kansas City, 
Mo. and at $50 a year for renewing 
of the license called for in the ordi- 
nance, an additional revenue some- 
where in the neighborhood of $5000 
produced. We felt that 


revenue so produced would more 


would be 


than pay the way.” 
In addition to the above activities, 


the code committee contacted the 


chairman of the Technical Advisory 


Committee of the American Society 
of Heating and Air-Conditioning En- 
gineers, Kansas City chapter, who 
wrote a letter to the chairman of the 
code committee in which he con- 
gratulated the committee on the con- 
tents of the code and concurred with 
the committee in the work it was 
doing toward getting the code ac- 


cepted by the city council. 


More Support Gained 


Another association that came out 
in support of the code was the Mis- 
souri-Kansas Oil Heat Institute. This 
association’s president sent a letter 
to one of the city councilmen in 
which he said: 

“At its first meeting this fall, the 
Missouri-Kansas Oil Heat Institute, 
a division of the National Oil-Heat 
Institute of America, unanimously 
passed a resolution expressing itself 
in favor of the proposed ordinance 
concerning establishing a new warm 
air heating code in Kansas City, Mo. 

“We have all known there has 
been an urgent need for such a code 
for many years, but with the recent 
rapid growth of this area, the need 
has become very critical. Our in- 
vestigation indicates that the code, 
as proposed, is the best method to 
establish good standard practices in 
the warm air heating industry for the 
public welfare.” 

The Missouri-Kansas Oil Heat In- 
stitute’s president sent copies of his 
letter to the mayor, city manager and 
all other members of the city council. 

A resolution supporting the adop- 
tion of the code came from the 
Building and Construction Trades 
Council. This resolution reads: 

“The Building and Construction 
Trades Council, AFL, of Kansas City 
and Metropolitan Area, representing 
approximately twenty thousand mem- 
bers in greater Kansas City, takes 
pleasure in endorsing the proposed 
warm air heating code now being 
considered by the council. 


(Continued on page 110) 
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Modern Sheet Copper Practices 


ANACONDA Through-Wall Flashing 








¢ ' cis 


The junction of the roof deck and the parapet is subject 
to movement by shrinkage, settlement, or expansion and 
contraction. It is important, therefore, that the flashing 
material be strong and durable. Copper of cornice tem- 
per in a gage suitable to the scale of the work meets 
practical requirements better than any other material. It 
is easy to work and solder and has the strength to meet 
the stresses involved. 

The drawing above shows two methods of installing 
roof and parapet flashing. At the left, the 4” wide plain 
selvage of the ANaconpa Through-Wall Flashing forms 
an integral counter flashing. At the right, the counter 
flashing is a separate piece which can be installed after 
the roof work is finished. In this method, the plain sel- 
vage of the through-wall flashing is formed, before 
installation, to provide a reglet for the counter flashing. 
NEW PUBLICATION. “Modern Sheet Copper Practices” 


For better sheet metal work, use 


® 
SHEET COPPER 


as @ 
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hing for positive, lasting protection 


just issued by The American Brass Company has 104 
pages of drawings and clear, concise suggestions for 
meeting everyday problems—on the drawing board, in 
specifications, on the job. 


SEND TODAY for your free copy of 
this practical, easy-to-use book. 
Awarded “Exceptional Merit” by 
American Institute of Architects. 





The American Brass Company 
Waterbury 20, Conn. 


Send me my copy of Publication C-1 





Please check type of business 


(] Architect (_] Builder {_] Sheet Metal Contractor 











(5X No.6 TED Volume Control Damper 


vew simplified, adjustable damper for 
use with AEROFUSE Ceiling Diffusers 


install! 


Write for BULLETIN NO. 112 

. complete information, 
installation details, and 
list prices 





positive 
operation! 





The No. 6 TFD Volume Control Damper is designed 
for use with Tuttle & Bailey AEROFUSE Ceiling 
Diffusers where short coupled connections are 
required. Unit consists of a single blade damper 
hinged to an adjustable bar grid. Damper setting is 
regulated through the face of the diffuser by means 
of an operator handle and rod which may be held 
permanently in place by means of a set screw or used 
as a removable key. For extremely short necks, unit 
is available with a double grid. 


eS 


division of Allied Thermal Corp. £%@ New Britain, Connecticut 
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BETTER REPORTING 


Dodge employs more than 
1,000 reporters covering 
every local area east of 
the Rockies. Backed by 
65 years of service to the 
industry, together with 
the prestige of Dodge 
Publications and Services, 
only Dodge Reporters 
have such welcome access 
to sO many news sources 
in all construction fields. 


WHY WASTE 
YOUR SELLING TIME 
ON BLIND CALLS? 


Dodge Reports 0n new construction 


can help you sell more profitably by pinpointing 
your business opportunities. 





The cost of getting business goes up when you spend time chasing down 
idle rumors. Dodge Reports help eliminate this waste by supplying you 
with just the selling facts you need to know about people you do business 
with, as well as prospects you may not have time to uncover. Dodge 
Reports tell you who’s building, what, where, when the bids are due, who 
to contact, what the status of the jobs is—the information you need to 
schedule your selling efforts more efficiently. Furthermore, when you get 
Dodge Reports you get more than advance information — you get the 
fastest, most complete construction news service you can economically 





use — here’s why... 


SPECIALIZED BY FIELD 


Dodge offers 3 specialized sell- 
ing services ... covering 1) Gen- 
eral Building Construction, 2) 
House and 3) Engineering Proj- 
ects. You get thorough coverage 
of the type of construction that 
interests you without wading 
through piles of unnecessary 
reports. And by choosing just 
the service or services you need, 
you get the most economical 
reporting. 





INDIVIDUALIZED FOR YOU 


In addition to specialization by type of 
construction, Dodge makes it possible 
for you to select the type and the size 
of project on which you desire infor- 
mation, as well as the specific territory 
you want covered. You may choose 
whatever you need from the 26 dif- 
ferent classifications in the General 
Building Service, 3 types in the House 
Service and the 11 kinds of projects cov- 
ered by the Engineering (or Heavy 
Construction) Service. 


There is a Dodge Reports Service for you. For complete information, write today. Use this coupon. 


oe Reel ee: ww 


F. W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y. AA956 


Dodge Reports 
For Timed Selling to the Construction Industry 
4t4) | iy\s P 
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Please let me see some typical Dodge Reports for my area. | am inter- 


ested in: 


[] Houses 


[] Engineering Projects 


[] General Construction 


Area 





Company. 
SRT ane 
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How Kansas City Got Its Heating Code 


“This identical code has _ been 


adopted in many other American 
cities, and should be adopted in 
Kansas City. 

“The installation and maintenance 
of furnaces is a highly technical mat- 
ter and should be handled by ex- 


perienced men, properly trained. 
There are entirely too many fires and 
explosions, the cause being faulty in- 
stallation and a faulty type furnace, 
which this code would prevent and 
thus make for safer installation. 
“It is both a health and 
measure that is badly needed; 
fore, the 


Construction 


safety 
there- 
Kansas City Building and 
Trades Council whole- 
heartedly 


approves an ordinance 


“ hereby the home 


tected.” 


owner is pro- 


“a With this background of 
5 a eyidence and support, the 
»D 


code committee’s attorney, 
Barker, 


before the general commit- 


i fe John T. 


presented 
his case 


tee of the city council. 


Board To License Inspectors 


The attorney defined the purpose 
of one of the proposed ordinances 
for enforcing the code as the ma- 
chinery for the appointment of a 
five-member board to license dealers 
and appoint inspectors and to control 
the entire enforcement functions of 
the code as a health and safety meas- 
ure for the people of Kansas City. 


The supervisory board would be 
composed of one member who comes 
from the fire department, one from 


the department of public works, 


two from the sheet metal industry 


and craft, and one at large. 


The ap- 
pointments are to be made by the 
mayor. A penalty for violation of the 
code is specified as a fine of $100 or 
ninety days in jail. 

Next, the list of sponsors and sup- 
porters of the code was read to the 


committee. Following this, more than 


25 individuals appeared and spoke 
for the code. Many housewives and 
home owners complained of fraud 


the attempted sale of furnaces; how 
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they were induced to have their fur- 
naces cleaned for a small sum, and 
after the furnace was dismantled 
they were told it could not be used, 
and they should buy a new furnace. 
Examination of the furnaces showed 
there was nothing wrong with them. 
There was much evidence of fraud 
and numerous complaints to the Bet- 
ter Business Bureau. 

Next the chief of the fire preven- 
tion bureau stated that during the 
last five years furnaces in Kansas 
cause of 839 fires 


and explosions and filed the follow- 


City have been the 
ing table with the general committee: 


Fires Caused by Defective Furnaces, Etc. 





1950 1951 1952 1953 1954 

Detective & Over 
heated Flues 31 .63 90 62... .60 
Defective Heating 
Units ; 61 65 28 12 1 
Combustibles 

ear Heating 
Units 
Oil Burners 


Total 





Others stated that a furnace is po- 
tentially a dangerous instrument and 
must be regulated; that it is as dan- 
gerous as dynamite, electricity, oil or 
gas; that it can explode in your face 
and kill your family, and no one 
should fool with a furnace who is not 
qualified and licensed; that today 
anyone may install or repair a furnace 
in Kansas City, particularly in old 
houses, without any permit, and that 
this situation is a menace to the safe- 
ty and health of the public. 

The superintendent of installation 
and service at the gas utility com- 
pany stated there was evidence of 
fraud in the sale of furnaces and 
misrepresentation in overselling and 
poor installation. 

A letter was received from Flint, 
Mich. and read to the 
Kansas City 
code. It stated that last year a total 
of 10,013 inspections in Flint re- 
sulted in the discovery of 2000 de- 
fects in furnaces, mostly fire hazards. 
The city of Flint spent $19,930.60 on 
inspections during 1955 and collected 
$24,274.50 in fees. 


committee 
hearing evidence for a 


Although these meetings 


i 
were highly advertised in 
the Kansas City papers, 
6 


ten to the general committee ques- 


only four letters were writ- 


tioning the adoption of this code, 
and only four individuals appeared 
before the 
questioned the wisdom of this pro- 


general committee and 


posed code. These four individuals 


were representatives of the home 


builders’ association, the real estate 


board and the building commis- 


sioner’s office. They were primarily 
concerned with the cost of building 
new houses Kansas City. Repre- 
sentatives from these groups felt a 
heating code might raise the cost of 
new houses. Builders in other cities 
have no trouble with similar codes. 

The city manager had some anx- 
iety about the cost of administering 
the proposed code. From the figures 
furnished him by the building com- 
missioner, he estimated that after the 
first year the city would receive about 
$16,785 
would cost the city annually about 
$23,170 to administer the code, mak- 
ing a net loss of $6385 to the city. 


annually in fees, and it 


He estimated that permits for re- 
placement work and the installation 
of new furnaces in old homes would 


average about 117 a year and pro- 


Industry members thought 


peaneny 
| that information in their 


duce only $585 in revenue. 

* 

Hy ~ 

||| hands indicated there would 
be between 4000 and 5000 

replacement permits issued yearly in 

producing $20,000 to 

$25,000 in permit fees, 

the $585. Clearly, 

had not been 


Kansas City, 
instead of 
the city manager 
furnished a correct 
estimate on the number of new in- 
stallations old houses. His figure 
of 117 annually could not be correct, 
because the warm air heating indus- 
try could not afford to pay its rent 
if it installed only 117 new furnaces 
His total 

Kansas 


in old homes each year. 
estimate of permits issued 
City was 1837. In other words, the 
building commissioner estimated the 


(Continued on page 115) 
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JONES & LAUGHLIN INTRODUCES 


JALZINC is Jones & Laughlin’s 
new trade name for its high quality 
zinc coated steel sheet and coiled 
product. JALZINC answers your 
toughest forming, rolling and 
drawing problems. 

Produced by the proven Send- 
zimir process, JALZINC has a tight, 
uniform coating that resists crack- 
ing and flaking. The high lustre 
finish greatly improves the ap- 
pearance of your end product. 
JALZINC is available in a wide 
range of gages and widths in both 
cut lengths and coils. 

Users are enthusiastic about 
JALZINC’S uniform ductility, flat- 
ness and surface finish. Write to- 
day for complete details. 


Jones & Laughlin Steel Corporation 
Dept. 512, 3 Gateway Center 
Pittsburgh 30, Pa. 


Please send literature on JALZINC. 
Please have J&L representative call 


Position 
Company 
Address. 


City 
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“Rheem has everything 
...and then some!” 


...says woman heating contractor 


Recently at a business awards dinner 
given in her honor, Mrs. Ione Houston of 
Des Moines, Iowa, paid high tribute 

to Rheem’s profitable line of furnaces 
and the important part it played 

in helping her set new sales records. 


Mrs. Houston stated, “‘As a businesswoman, I’m interested in 
two things: customer satisfaction and profits. Both are vital to my 
heating business. I relied on Rheem, and it really paid off! The 
Rheem line of furnaces has met all of my expectations—and then 
some! When a heating contractor makes full use of Rheem sales 
help, and takes advantage of all the favorable features included in 
the Rheem line—then sales come naturally, and so does customer 
satisfaction.” 











This competent little lady, who has made a name for herself 
in an industry dominated by men, knows what she’s talking 
about. For under her guidance the C & H Home Service 
Company, featuring Rheem furnaces, has set new records for 
both sales and profits, since she became general manager. 








You, too, will find that Rheem has everything a heating line 
should have. National acceptance, recognized quality—and, 
there is a Rheem model and size to fit every furnace require- 
ment. Call your Rheem wholesaler soon and let him show you 
Remember, thase’s & Risemn mesial end how Rheem can mean new sales and greater profits in your 
size to fit every furnace requirement. heating business. 








for better products — bigger profits 
RHEEM MANUFACTURING COMPANY 


SEATTLE *® HOUSTON e CHICAGO ee SOUTH GATE, CALIFORNIA ¢ SPARROWS POINT, MARYLAND 
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Wherever You Are. 


Fast, dependable service 
for all your temperature 
control needs .... 


Crise Fan and 


Limit C | 
A Complete Line of Controls. There is a dependable Crise control for re 


every type heating system; for your every need. Several are dual purpose 
controls that permit a smaller investment in inventory. © 


Nationally Distributed by Wholesalers. Over 500 leading whole- 
salers now stock the Crise quality line. They offer you the convenience of 
off-the-shelf buying, on-the-spot service. Crise Thermostats 


National Network of Replacement Depots. Crise has established 
replacement centers in principal cities. Here dealers can immediately get 
new controls in exchange for worn ones. 


Universally Accepted. Crise controls are now installed at the factory 
by over 50 leading furnace manufacturers. They recognize Crise as a 
dependable, completely reliable source of supply. Crise Solenoid 


Coast to Coast Representation. There are Crise-Acro offices Coast Ges Valves 


to Coast with experienced sales engineers ready to tackle any heat control 
problem. Write us and one of them will see you. 


Crise Zone 
Controls 





CONTROLS DIVISION 


COLUMBUS 16, OHIO Plants at Columbus and Hillsboro, Ohio 


AMERICAN ARTISAN, SEPTEMBER 1956 





re 


b(elelareil: 
ro) arelidrelariays 
prospects 





25,000,000 
homes with 
central 
neating 
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Worthington’s 


Only FLEXI-COOL has exclusive sectional con- 


struction—is so easy to install in homes with 
central heating systems. Look how many 
places it fits: 

For warm air systems: 
Attic: Install low cost cooling cycle in attic 
and use with existing furnace blower and fil- 
ters. 
Crawl space: Hang FLEXI-COOL from floor 
joists in crawl space. Connects easily to warm 
air heating system. 
Basement: Use blower package cooling cycle 
(blower optional) with basement furnace. 


Over closet: Put FLEXI-COOL cycle in attic 
directly over closet containing furnace. Con- 








FLEXI-COOL fits them all! 


nects easily... 


uses. 


saves floor space for other 


Remote installation : Place cooling coil in duct 
work over furnace and connect to outdoor air 
or water-cooled condensing unit! 


For wet heat systems: In ranch houses, com- 
plete unit fits in attic . . . distributes cool air 
through low-cost ducts to ceiling or sidewall 
grilles. In two-story houses, separate fan, 
coil and filter units are installed in attic and 
basement. Both are connected to outdoor air- 
cooled condensing units. 

For complete details on this profit-making line, 
write Worthington Corporation, Air Condition- 
ing and Refrigeration Division, Harrison, New 


Jersey. A.6.114 


WORTHINGTON 


SS e 
SSSA/ INNING 


4)... = 
MASS 


CLIMATE ENGINEERS TO INDUSTRY, BUSINESS AND THE HOME 


FLEXI-COOL air conditioning 
can .be installed. vertically or 
horizontally in almost any 
space, Offers choice of air or 
| water-cooled s$stem. 


te 
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Fraud Reports Show Need for 


total permits for new and old build- 
ings in Kansas City would only run 
1837 a year, when a letter to the 
Joint Warm Air Heating Committee 
from Flint, Mich., a city of 150,000 
population, stated that they issued 
about 3850 permits a year. So, the 
permit figures as furnished to the 
building commissioner seem to be out 
of line with the number of permits 
which would be issued. 

information, 
“There is 


code of this 


In presenting this 


Attorney Barker said, 
no question that a 
type will more than pay its way. 
An offer has been made to undertake 
the enforcement of this ordinance 
on a franchise basis. Under such an 
arrangement, the city would earn 


considerable money on this venture. 


5000 Replacements Annually 


“It has been determined _ that 


the average life of a furnace is 
about 15 years, and if there are 
75,000 


means that 


homes in Kansas City, it 


5000 furnaces would 
have to be replaced each year. 

“The heating industry in Kansas 
City is an old and a proud one. It 
does not need a code for itself as it is 
making money. It wants a code just 
like the lawyer, the doctor, the real 
estate man, the architect, the engi- 
neer, the plumber and the barber. 
Such a code places heavy responsi- 
bility on the industry and requires a 
bond of $5000 to regulate the in- 
dustry in every way. 

“There is more than twenty million 
dollars invested in this industry in 
greater Kansas City with an annual 
payroll of more than fifteen million 
dollars. It is the only craft and 
industry of its kind without a code. 
All similar industries have codes. 

“Kansas City needs a code, and 
the fact it has proven so successful 
in all other cities guarantees a safe 
administration. 

“Today the craft and the industry 
are standing side by side em- 
ployer and employee working to- 
gether to improve the industry for 
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their children and their children’s 
children, to give Kansas City a safe 
furnace code.” 


Ground Work Aids Passage 


Much of the work that preceded 
this presentation to the city council’s 
general committee contributed to 
adoption of the code and the two 
ordinances. In addition to the co- 
operation of business groups, engi- 
neering societies and public associa- 
tions, the three 
articles pointing out the public need 


newspapers ran 


for a heating code and enforcing 
ordinances. These articles were sup- 
ported by an editorial on the subject, 
which ended with this conclusion: 
“Certainly the city is obligated to 
protect the home owner.” The edi- 
torial support was scheduled about 
two weeks ahead of the hearing date. 
Among the more than 25 citizens 
who testified at the hearings was a 
lady who had suffered financially 
at the hands of a part time heating 
repair business. During the time 
the newspaper was supporting the 
code, this lady wrote a 39 line open 
“Voice of 


department. She con- 


letter to the public in the 
the Reader” 
cluded with this paragraph: 

“T don’t understand why or how 
anyone should be against this heat- 
ing code, unless they perhaps have 


tracks of their own to cover.” 


Evidence of Fraud Shown 


This lady’s voice expressed one of 
the points brought out by the Kansas 
City Better Business Bureau, which 
presented evidence of fraud in the 
sale of heating equipment. This evi- 
dence was expressed by the associa- 
tion’s attorney when pointing out the 
importance of a strong ordinance to 
enforce the heating code. He said: 

“Today just about everyone can 
buy a furnace and install it in Kan- 
sas City even though they know 
nothing about the furnace business, 
but they compete with men who are 


skilled in that business. All kinds 


Heating Code 


of misrepresentations are made and 
a favorite stunt is to offer to clean a 
furnace cheap, and then tear it down 
and tell the owner that it cannot be 
used and suggest the purchase of a 
new furnace at a big price, Com- 
plaint after complaint was mentioned 
at these hearings. The Better Busi- 
ness Bureau has had daily complaints 
about the fraud in the sale of fur- 
naces. The industry stated that if 
given this code it would itself clean 
up the industry and make furnace 
installations safe. It also stated many 
times that there would be no addi- 
tional cost to the builder other than 
a nominal permit fee. Even if the 
code should cost the city government 
a few dollars a month, we think it 
would be worth it because of the lives 
and the property that it would save 
in Kansas City. It is amazing that 
without any inspection of furnace in- 
stallations at all there have not been 
more fires and explosions in Kansas 
City than there have been. The Kan- 
sas City fire department does inspect 
some furnaces and it is not its duty 
to do so nor is it equipped to do so. 
The fire prevention chief stated that 
he had found 70 defective furnaces 
in one part of Kansas City.” 


Bulletin Informs Dealers 


To secure full prior approval and 
support by all warm air heating 
dealers in Kansas City, the associa- 


tion’s secretary prepared a_ three 


page bulletin in which he outlined 
the value of a heating code to the 
public. This bulletin was mailed at 
the beginning of the code commit- 
tee’s activities to present the recom- 
mended code to the city council. 


Members of the Joint Warm Air Heating 
Code Committee were: Norman Johnson, 
chairman, ]. D. Bingham, Clarence Schu- 
macher, Charles Doubleday, Merle Covert, 
Lloyd Dowdall, Sam Rapschutz, James 
Dukelow, Floyd Wood and Murel Cham- 
bers. The material and assistance supplied 
by Jack Demling, assistant executive secre- 
tary, Sheet Metal and Air Conditioning 
Contractors National Association, contrib- 
uted much toward the successful presenta- 
tion of the facts by the code committee to 
the General Committee of the City Council. 





BIG or SMALL... 


Peerless Blowers Solve All Types 
of Ventilation Problems 








AT left is a large Peerless 
Backward Curve Blower in- 
stalled on the roof of one of 
the nation’s largest automo- 
bile body plants. Its job is to 
draw air from the ceiling of 
the press room and discharge 
it, for ventilation purposes, 
into the press pit which is 
below ground level. 


AT right is a grouping of 
39 small Centrifugal Ex- 
haust Blowers on the roof of 
a 14-story, 299-unit apart- 
ment building. They handle 
about 30,000 cubic feet per 
minute exhausting odors and 
stale air from kitchens and 
bathrooms in the apartments 
below. 


VERSATILITY in size and applica- PEERLESS Fans and Blowers are 
tion has always been a Peerless strong unconditionally guaranteed to meet all 
point. Our engineers design to suit the established industry test codes (NAFM 
existing conditions. You’re not buying or PFMA). Their outstanding service 
“off the shelf” when you specify Peerless records speak well for their dependable 
Fans and Blowers for a specific exhaust performance. 100% factory inspection 
or ventilation problem. assures constant top quality. 


FAN AND BLOWER DIVISION 


® Write, wire or 
HE Electric COMPANY —_— hore foday for 
T - Bulletins SDA-160 
1405 W- MARKET ST. . WARREN, OHIO or SDA-200. 


FANS « BLOWERS - MOTORS «. ELECTRONIC EQUIPMENT 
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This dealer has a PROGRAM planned 


















































Like thousands of other Coleman Blend-Air dealers, 
he is enjoying leadership in sales... and income. 


@ He puts the Coleman merchandising program 
to work for him. Exclusive promotions have 
developed dozens of modernizing jobs for him... 
Coleman’s builder program made him top man 
in the project field . . . and Coleman’s generous 
cooperative advertising underwrites a large part 
of his continuing campaign to build his own 
company’s name and prestige. 


@ He takes advantage of Coleman’s technical 
schools and dealer field training programs. As a 
result of this training and by using Coleman 
pre-packaged, pre-engineered system, he is doub- 
ling his volume without increasing overhead— 


THE COLEMAN COMPANY, INC. 


Wichita 1, Kansas 


Coleman Since 1900—by the makers of famous Coleman 
lamps, lanterns, stoves, home heating and air conditioning 


The Coleman Co., Inc. Dept. aa-166 
Wichita 1, Kansas 
Yes, | want to know how I can increase my income through 


your Program Planned for Profit. | sell ( ) gas or LP-Gas fired 
equipment; (_ ) oil-fired equipment. 


AMERICAN ARTISAN, SEPTEMBER 1956 


because Blend-Air can be installed in half the 
time of ordinary heating and cooling systems. 


@ Uses the competitive Blend-Air exclusives to 
close sales . . . including an all-out push on the 
exclusive $1000 Comfort Bond, the strongest 
guarantee for any heating system on the market. 


Make the Coleman program YOUR program for 
profit. Mail the coupon today... 


e 
Coleman VIT-ROCK Water Heaters m- 
With exclusive rock lining—backed : 
by the industry’s strongest guaran- 
tee: 10-year $500 warranty bond, ‘ 








Firm Name. 


Address___ 








City 








A MERI( 
AN ARTISA 





_.......He’s the man with the complete 


DEALER PROFIT 
melee 


No half-way measures ... no half-way profits 
when you join up with your distributor of 
American-Standard Air Conditioning Division 
products. You'll find that he’s a specialist in 
warm air heating, summer cooling and year 
‘round air conditioning . . . with a complete, top 
quality product line plus full technical and pro- 


motional service. He has everything you need 
to build your reputation as a specialist . . . to 
sell constructively . . . to sell in volume. Contact 
him for the Complete Dealer Plan—he’s listed 
in your classified telephone directory under 
“Furnaces” and “Air Conditioning Equipment”. 
Or, if more convenient, just mail the coupon. 


Complete 
product lines 


HEATING. Gas-fired and oil-fired 
winter air conditioners in basement, 
utility, counterflow and horizontal 
models . . . all sizes. Also coal-fired 
winter air conditioners and gravity 
furnaces, oil burners and gas burners. 


COOLING AND YEAR ’ROUND. 
American-Standard is now the largest 
residential line on the market! Full 
range of water-cooled add-on and 
package models; 2, 3 and 5 hp air- 
cooled outdoor condensing units plus 
vertical, counterflow and horizontal 
air-flow and blower-equipped evapo- 
rators. Large selection of heating-cool- 
ing combination units equipped for gas 
or oil firing with water-cooled or air- 
cooled summer air conditioning. 





Complete 
technical assistance 


TRAINING CENTER at American- 
Standard Air Conditioning Division 
factory, Elyria, Ohio, provides intensive 
courses, both elementary and advanced, 
covering all phases of heating and cool- 
ing layout, installation and servicing. 
“HOW-TO” MANUALS. Complete, 
concise technical data are provided in 
easy-reference form; also, detailed in- 
stallation and application manuals on 
each and every model. 

FIELD SPECIALISTS. You work 
closely with your distributor's tech- 
nical specialists who, in turn, are backed 
by American-Standard field and factory 
engineers. This means that you can 
approach even the most difficult equip- 
ment applications with confidence and 
authority. 





Complete 
promotion 


DEALER IDENTIFICATION. “Au- 
thorized Dealer” Certificate, indoor 
and outdoor illuminated signs, window 
banners and many other impressive 
identification items are included. 
NEWSPAPER AD MATS. Wide variety 
of heating, cooling and year ‘round 
pre-tested ads and product cuts. 
SALES LITERATURE. Dozens and 
dozens of colorful pieces to help you 
promote and sell effectively. 

RADIO AND TV. One-minute spot 
announcements and recorded singing 
commercials for radio; one minute 
filmed commercials for TV. 
COOPERATIVE AD PLAN—the in- 
dustry’s most liberal cost-sharing pro- 
motional program. 








American-Standard 


AIR CONDITIONING DIVISION 
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American-Standard Air Conditioning Division (Dep't A-9) 


NAME 


STREET 


CITY 


COMPANY 


40 West 40th Street, New York 17, N. Y. 


Please have your nearest distributor present The Complete 
Dealer Plan. 





How to Close Heating-Cooling 


Equipment Sales 


The final step in the sales approach calls for 


timing and diplomacy on the part of the sales- 


man. Last in the series, 


this article outlines 


some tested techniques for asking for the order 


By Robert R. Mihan 


Merchandising Consultant 


Tus series of articles, designed to 
help dealers increase their heating- 
cooling equipment sales volumes by 
presenting tried and true merchan- 
dising methods, has emphasized the 
importance of training the dealer's 
salesmen in the art of converting 
more prospects into customers. We 
have used the term professional sales- 
manship throughout this series to 


define the composite selling effort re- 


quired to close the sale. This series 
began with a review of the merchan- 
dising needs of our industry in order 
to establish a 
follow 


grams, following up with some sug- 


path dealers might 


in their sales training pro- 


gestions on how to locate, screen and 
select salesmen who would provide 
the best possible return on the deal- 
ers investment. Subsequent articles 
were devoted to developing profes- 
sional selling 


salesmen, presenting field tested 


ideas, including selling tools, pro- 


techniques in these 


cedures and attitudes as well as 
sample sales presentations designed 
to influence prospects in favor of the 
heating and cooling equipment which 
the salesman represents. 

Having reached the point of clos- 
ing the sale once the prospect’s in- 
terest has been aroused, we find our- 
selves at the end of the line in follow- 
ing through the sales presentation. 
This final article will present some 
suggestions for closing the sale a 
point which often represents a stum- 

(Continued on page 123) 
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(lompletely New and Different! 


HONEYWELLS 


40 | 


AGA and UL LISTED 


Conforms to utility requirements 


ACTUAL SIZE 


complaints about slightly above because the operating parts 
noisy valves solenoid valves are out of the gas stream 


IT’S SILENT IT’S LOW IN COST It eliminates 
A eliminates home owners’ A priced only A PERIODIC SERVICE 


Heres the GAS VALVE that sets 
a new Standard for the industry! 


H turn to the next page and see the V80’s advanced new design! 
HONEYWELL 





Revolutionary New Gae Valve Design! 


HONEYWELLS 


ci 


SILENT GAS VALVE 





@ terminal connections... 
for faster wiring 


@ electrical parts out of 
the gas stream .. . meets 
S. U. R. requirements 


® operating parts out 
of the gas stream... 
eliminates periodic servicing 


@ can be mounted in any 
position in a horizontal pipe 
run... solves space 
problems 


@ can be used with all 
gases and all types of 
equipment 


Combines the simplicity of the solenoid valve 
with the silence of the diaphragm valve... 
plus many additional new advantages of its own 


Featuring... 


the plunger 
which acts 


SILENTLY 


in a cushion 
of oil 


@ all working parts 
permanently lubricated 
and sealed... provides 

long, trouble-free life 


@ no bleed connections 
required ...cuts 
installation costs 


@ small compact size... 
installs out of the way 


@ self-aligning soft disc 
valve ... assures tight 
close-off 


@ inclined self-cleaning 


| valve seat .. . eliminates 
7 periodic servicing 


When you specify the Honeywell #2 
you're specifying the best in gas valves! 


For complete information, call your 
local Honeywell office—or write 
Minneapolis-Honeywell, Dept. 2749, 
Minneapolis 8, Minnesota. 


Honeywell 


Tout on Controls 





Train Salesmen to Ask for 


bling block for otherwise highly effi- 


cient salesmen 


Request Is Testing Device 


Apprehension or tear of failure 


may hinder some salesmen at this 
crucial point. However, attempting to 
close the sale is not the all-or-nothing- 
at-all proposition it may seem to be. 
Actually, there are three possibilities 
Ww hich can come out of a request for 
the order: 1) the sale is made and 


written; 2) the sale is 


the order 
definitely lost and the conversation is 
terminated by the prospect; 3) a 
hidden objection is uncovered. The 
first needs no elaboration. The sec- 
ond possibility does occur, naturally, 
but at this point is probably the most 
rare of three possible results of ask- 
ing for the order. Actually, the third 
point (assuming the sale has not 
been closed) is more likely to be the 
case unless the prospect actually eXx- 
presses a desire to terminate the con- 


Unless he 


salesman 


versation. does, the pro- 


keeps 


seeking out the prospect's hidden ob- 


fessional plugging, 
jections and piling on additional ad- 
vantages of his product until another 
opportunity is presented to test the 
status of the sales presentation by 
igain asking for the order. 

In other words, the salesman’s at- 
tempt to close the sale does not rep- 
resent the grand finale of the sales 
presentation, calling for a showdown 


to see who “won.” Salesmen should 
be trained to think of askine for the 
order as nothing more than a testing 
mechanism to determine whether the 
prospect is willing to become a cus 
tomer at any likely point along the 
way. Actually, there is no arbitrary 
minimum or maximum number of 
requests for the order the salesman 
should make during his presentation. 
as long as each request is tactful and 
diplomatic and does not assume the 


flavor of nagging. 


Ask for The Order 
Following are twelve approaches to 


closing the sale which might be used 
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as a check list by the dealer’s sales- 
men: 

1) Summarize talking points. 
Make a brief summary of the bene- 
fits which have been presented and 
ask if any points remain to be cleared 
up before the contract is signed. 

2) Take a cue from favorable re- 
Affirmative answers to sev- 
eral of the 


actions, 
salesman’s questions 
might be a signal that the prospect is 
sold. Ask for the order. 

3) Follow up on prospect’s agree- 
ment with a single point. Again, his 
agreement reflects a positive attitude 
and may indicate his willingness to 
become a customer. 

4) Narrow the prospect's choice. 
Outline two or three options and ask 
him to make a choice. 

5) Play a hunch. Bring it out of 
the blue if there’s any reason to be- 
lieve the time is right even by 
telephone if the prospect’s decision 
has been left hanging. 

6) Try a leading question. Tell 
the prospect delivery can be made 
either Wednesday or Thursday ; ask 
which day he prefers. 

7) Offer an inducement. Remind 
him of a special gift he will be 


eligible for if he buys now. 





THE AUTHOR, a widely travelled 
merchandising consultant, has a 
background in sales which quali- 
fies him as an outstanding author- 
ity in merchandising. Mr. Mihan 
sales 


has served as director of 


training and sales manager for 
various large companies in the 
heating-air conditioning and _ re- 


lated fields, and has conducted 
sales development programs for 


dealers across the country. 











the Order 


}) Assume the sale is closed. The 
salesman writes out an order as he 
summarizes his presentation, assum- 
ing the prospect is ready to sign. If 
an earlier appointment has failed to 
close the sale, the salesman’s showing 
up at the prospect’s home with a pre- 
pared order blank which needs only 
the prospect’s signature may provide 
the stimulus needed to close the sale. 

9) Set the stage with a compari- 
son. Outline the pros and cons of, 
say, gravity and forced air systems 
and ask which he prefers. When he 
indicates a choice, ask him for the 
order. 

10) Add an afterthought. If the 
first request for an order is denied, 
bring out an additional point which 
has not been discussed or present 
the ace-in-the-hole and ask again 
for the order on the strength of this 
new information. 

11) Offer black and white proof. 
Offer to set savings figures down 
which will prove the prospect can- 
not afford to be without the heating 
or cooling system. 

12) Round up hidden objections. 
Analyze the prospect’s questions to 
pinpoint objections or points of con- 
fusion. Clarify or correct each point 
until it has been replaced by a favor- 
able attitude. Then ask him directly 


for the order. 


Make Requests Tactful 


Obviously, diplomacy is the watch- 
word in each of the points listed. Pro- 
fessional salesmen quickly develop an 


awareness of opportunities for in- 


jecting such bids for the prospect's 
be able to work 


business and will 
their requests for the order smoothly 
and tactfully into their presentations. 

Thus the sale is closed and the 
salesman’s job is done except for 
the all-important follow through to 
assure satisfaction and to solicit new 
leads through one of the most valu- 
able sources the satisfied custom- 
er. With each closed sale the dealer's 
salesman becomes more proficient at 
his art, sales produce more sales, and 


the dealer's profits grow. 











rd big breadwinner 
in the Mueller Climatrol countertiow family 


125,000 Btu 


New 125,000 Btu unit with enclosed 
controls rounds out this best-selling line 


Easy to sell, easy to install, easy on the eyes. It’s 
Mueller Climatrol’s 125,000 Btu counterflow unit — 
brand new baby in today’s finest family of perimeter 
heating units... available for both gas and oil. 


BEST FOR YOUR CUSTOMERS — 


® Rust-proof “Paintbond” finish is applied by a new 
automatic cleaning, phosphatizing and disc spray sys- 
tem — unique in the heating industry. 

® New design features enclosed controls...makes pos- 
sible real space-saving beauty. 
® Generous-sized 13-inch blower offers quieter opera- 
tion, less wear, adequate air delivery for cooling. 


® Sub-base available for combustible floors, 

BEST FOR YOU — 

® Built-in filter rack is standard on the new 125,000 
Btu unit. No external rack required. 


® Two cleanout openings in front of 125,000 Btu unit 
radiator simplify cleaning of heat exchanger. 


® Pre-wired, with motor, limit controls and fan switch 
all triple run-tested at the factory. 
Find out all that this complete line has to offer — 


promotion that brings ’em in, quality that brings ‘em 
back. Drop us a card today. 


a 
Dept. 96, 2030 Ww, Oklahoma Ave., Milwaukee 15, Wis. ie er ima (1, 
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Here’s 18 MILES of Vapor-Trapping Wire 
Ready for a Grease Problem 


The above photo shows a“V” housing arrangement vapors from kitchen ranges. As a result, highly com- 
of four AAF Grease Filters. Each 20” x 20” x 2” bustible grease is kept out of exhaust ducts, blower 
equipment is protected and the kitchen stays sanitary. 


unit features 4//, miles of woven wire media formed 
into a distinctive pyramid pocket design. For complete information on the AAF Grease 
Filter, call your nearest AAF representative or 
write direct for Bulletin No. 204A. 


AAF Filters { eee 4 AMERglas Replaceable 
and Precipitators he Air Filters 


merican Ai Litter —— BETTER AIR IS 


COMPANY, INC. 


The miles of media in this all-metal unit offer 
plenty of surface area to condense and trap cooking 


yon 


elson , 
355 Central Avenue, Louisville 8, Kentucky l 

v American Air Filter of Canada, Ltd., Montreal, P. Q. Herman Nelson A Herman Nelson 
Propeller Fans J ' Unit Blowers 
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YOU AND THE LAW 


When Changes Are Made in Employee Contracts... 


... the alterations may replace the 


original contract, according to some courts — even if 


the revisions were made on a temporary basis. Here’s 


how two salesmen’s contracts were voided by changes 


CONTROVERSIES AND misunderstand- 


ings are trequent when employers 
or salesmen fail to distinguish clear- 
ly between an agreement that merely 
changes a salesman’s contract and 
one’. that cancels and replaces the 
original agreement. Changes in the 
rate of commissions, the amount of 
a drawing account and the expira- 
tion date of the contract have been 
often held by the courts to represent 
entirely new contracts. cancelling the 
original agreement. 

In a letter to a salesman one em- 
ployer wrote, “This letter will serve 
as a memorandum of agreement to 
confirm your appointment for the 
current year and to further con- 


firm the several points discussed 
relative to your operations and du- 
ties.” This was followed by details of 
the territory to be covered, compen- 
account, traveling 


sation, drawing 


expenses and othe items of this 


character 


Second Letter Alters Terms 


Five months later the salesman re- 
ceived a second letter stating, “It is 
mutually agreed that your basis of 
compensation will be that of a com- 
mission basis with no drawing ac- 
count or traveling expense allow- 
ance.” Also included was the. state- 
ment. “This letter upon your accept- 
ng and signing and returning a copy 
to our office will become our final 
agreement and void all other agree- 
ments now in existence.” 
added, “I do 


not think it is necessarv to enter into 


As long as 


The employer had 


any definite time claus« 


you do your job you have nothing 
to worry about.” 

Later in the year the salesman 
was discharged. He sued for damages 
for what he claimed was a breach of 
the first contract under which he had 
been employed for a year. The trial 
court awarded the salesman a judg- 
ment for damages for his discharge 
in violation of the agreement. The 


employer appealed. 


Original Contract Cancelled 


Reversing the lower court’s deci- 
sion and holding that the second 
letter was not a modification nor 
change but an entirely new contract 
which cancelled the first. the appel- 
late court said: 

“The parties were at liberty by 
mutual consent to void and terminate 
the prior unexpired contract. When 
the terms of a contract are expressed 
in language which is clear and un- 
ambiguous there is no room for con- 


struction or interpretation.’ 


Interpretations Differ 


Here not only the parties but also 
the courts themselves differed in de- 
termining whether this second letter 
was a completely new agreement or 
merely a modification of the original 
contract. The salesman believed he 
was working under the agreement set 
out in the first letter which he had 
received from his employer. 

The intention of the employer in 
writing the second letter was obvi- 
ously to substitute an entirely new 


agreement which omitted the specific 


period of employment and the draw- 
ing account. 

Typical of such misunderstandings 
was an incident in a western state. 
An employer, in a letter dated July 
1, suggested to his salesman that he 
accept a commission of 3 percent on 
gross sales together with a weekly 
drawing account of $65. The sales- 
man accepted. During the following 
October the employer wrote that they 
were overstocked with merchandise 
and that the goods must be sold im- 
mediately at cost or even less to raise 
$50,000 to $100,000. He asked if the 
salesman would care to accept a com- 
mission of one percent on his gross 
sales of the overstocked merchandise. 
while the same 3 percent commission 
would continue on the goods he had 
been selling. This arrangement, the 
letter stated, would continue until 
this needed money had been raised. 

Later the company sued the sales- 
man to collect some overdrafts he 
had made. The salesman set up as a 
defense a counterclaim for 3 percent 
in commissions on his gross sales. 
contending that this original contract 


for 3 percent had not been changed. 


Second Arrangement Holds 


the effect of 


the second agreement was not to 


As the court saw it, 


modify or alter the first. but to effect 
or create a new contract. The court 
added: 

The written agreement of July was 
not to continue for any definite time 
but might be terminated at any time. 

“Conditions had changed and the 
new offer was made by the employer 
to the salesman which offer the latter 
accepted. When the parties agreed 
upon this in terms and conditions, it 
had the effect of terminating, can- 
celling and ending the written agree- 


ment.” 
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America’s outstanding homes 
are air conditioned by Carrier 


Residence of Smith L. Rose in Houston, Texas. Mr. Rose designed his home around 
Carrier air conditioning. He placed picture windows in every room except the baths. 


And these Carrier Weathermaker installations are 
made by the men who know air conditioning best— 
Carrier dealers. 


Carrier dealers are the best trained, the best informed 
and the best regarded air conditioning craftsmen in 
the business. 


So it’s natural that architects, builders and home- 
owners look to the Carrier dealer for air conditioning 
equipment that is designed and installed competently, 
dependably, economically. Carrier itself started the 
air conditioning business and most major advances 
in air conditioning have been Carrier advances. 


Like to become a respected, prosperous Carrier dealer ? 
Get in touch with your nearby Carrier distributor. 
ae . . - NT The Carrier distributor offers dealer training 
Or write Carrier Corporation, Syracuse, New York. cumin an thei, clase tod 
installation. A 3-ton Year-round Weather- 
maker Air Conditioner is shown above. 


5 ARE AIR CONDITIONED BY CARRIER 
RS THAN BY ANY OTHER MAKE 
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(1) Wrap adhesive-coated 
duct with blankets of Super: 
Fine insulation—butting the 
edges, and securing the 
blankets with wire. Vapor 
barrier is completed by (2) 
applying adhesive at joint 
and (3) pressing exposed tab 
of facing material into the 


adhesive. 


Contractors cut installation costs with 
vinyl-faced Super:Fine Duct Wrap 


To assure thermal-insulating efficiency and an effective vapor barrier at reduced instal- 
lation costs, Theodore Rogvoy (A.I.A.) and David J. Zabner (M.E.) selected vinyl-faced 
Super’Fine insulation to wrap cold-air ducts in Detroit’s Eastgate Shopping Center. 


In addition to Super-Fine’s high insulating effi- ® strong -can be wrapped around ducts and 
ciency, you benefit from its ease of application! hangers without danger of tearing! 
You will find that even unskilled workmen can * 
apply Super-Fine in a shorter time than other 
types of insulation! What’s more, Super:Fine is. . . 


economical to store-——-compressed rolls save 
space, yet insulation springs back to its full 
thickness! 
® light weight! Super’Fine is available with vinyl and other plain 
or reflective facings, extended beyond edges of 
insulation to form tabs. For complete information, 
® easy to cut with an ordinary knife or scissors! check your Yellow Pages for the nearest distribu- 
. tor, or write: L-O-F Glass Fibers Company, Dept. 
@ requires no precise measuring or fitting! 45-96, 1810 Madison Avenue, Toledo 1, Ohio. 


eee L°O-F GLASS FIBERS COMPANY 


SUPER-FINE TOLEDO 1, OHIO 


INSULATION Makers of glass fibers by the 


@ pleasant to handle! 


Electronic-Extrusion” process 
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deliveries 








FROM OUR WAREHOUSE 
OR WHOLESALER STOCKS 


Added to all the other good reasons for 
| choosing Nesbitt Gas-Fired Unit Heaters 
is this one: IMMEDIATE DELIVERY. 
The Nesbitt plan of production commits us to 
maintaining ready stocks of all sizes 
right through the PEAK SELLING SEASON. 
This means that you can order any size 
Nesbitt Gas-Fired Unit Heater for 
any type of gas or gas-air mixture 
RIGHT NOW or at ANY TIME during 
the heating season and expect it to move 
IMMEDIATELY direct to your job. 








Seven sizes: 400 to 2900 cfm; 
25,000 to 200,000 Btu/hr input. e@ 
For all gases and gas-air mixtures. 


Beauty, comfort, structural quality, + 
space-saving installation and service 
economies make Nesbitt your best choice. 
Send for Publication 280 today. 
John J. Nesbitt, Inc. Philadelphia 36, Pa. 


7 


eee: FE 6 GAs-rirep- unit HEATERS 


Approved by AGA and Canadian Standards Assn; listed by Underwriters Laboratories; sold through wholesalers 
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— 
CROSSWISE 


Longitudinal ribs 
resist lateral movement 








LENGTHWISE 


Continuous ribbed channels 
interlock watertight, drain fast 





— 


Fh 
VERTICAL 


Mortar fills Z-bends, locks flashing 
to masonry for important 3-way bond 





ee 


Gi 
Forget about dowels or awkward bonding de- 
vices when you install thru-wall flashing in 
masonry! You can do a far faster, more efh- 
cient job with Chase one-piece thru-wall flash- 
ing and cap flashing receiver. 

Unique design locks this 16-ounce cold 
rolled flashing to the wall in all directions. 


Ends actually interlock watertight without 
solder! You install separate cap flashing after 


Chase# 


The Nation's Headquarters for Brass, Copper and Stainless Steel 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas 
Milwaukee Minneapolis Newark New Orleans New York Philadelphia 


130 


Denver 
Pittsburgh 


4 helping hand to fast, perfect jobs! 


base flashing and roof have been finished. And, 
because the cap flashing can be formed of cold 
rolled copper, there is no necessity for locking 
it to the base flashing to assure a neat, water- 
tight job. 

Sounds wonderful? It is! Order Chase One- 
Piece thru-wall flashing and cap flashing 
receiver from your Wholesaler or the Chase 
Warehouse nearest you, today. 


BRASS &2& COPPER CO. 


WATERBURY 20, CONNECTICUT «+ 


Detroit Grand Rapids Houston 


Providence Rochester St.Louis San Francisco 
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indianapolis Kansas City, Mo. 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


Seattle 








Los Angeles 
Waterbury 


“top’’ installations needn't mean sky-high costs 


Why bother your head trying to 
solve the problem of ‘‘the forgotten 
fan” when Utility has solved it 


for you — and profitably, too. 


It’s a fact that wind and the 
weather play havoc with roof 
blowers, causing breakdowns from 
exposure and lubrication neglect. 
But today Utility has the answer 
ready in a full series of Enclosed 
Drive Blowers designed to stand 
the outdoor gaff. All have motors 
and drive completely enclosed 

for positive protection against dirt, 
moisture and drastic temperature 
changes. Pre-greased, permanently 
sealed ball bearings prevent 
breakdowns due to hit-or-miss 
maintenance... mean year after 


year of faithful outdoor service. 


This feat of common-sense 
engineering is just another 
example of Utility’s attention to 
the important details that mean 
functional excellence in the 
product, low cost for the 
customer, a high margin of profit 
for you. So plan with Utility for 
maximum service — and profit — 


on every job! 


A Division of Utility Appliance Corp. 


UTILITY FAN CORP. 
911 East 59th Street, Los Angeles 1, California 
Manufacturers of heavy 


and standard duty blower: for 
heating, air conditioning 





and ventilating installations 
Producers of blowers 

and blower parts for original 
equipment manufacturers 
Write for catalogue data. 
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Scenes of Meenan’s Pennsylvania Fuel Oil Operation 


Service Mgr. Bill Connors 


KLIXON FTC* 


Service Record 


16,500,000 gallons of house heating fuel oil is what Meenan Oil 
Company supplied to customers at Levittown, Pa., during the 1955-56 
heating season. That’s a lot of oil, but Meenan is well organized and 
equipped to handle it, as well as to service 14,000 of the KLIXON 
FTC (Fixed Temperature Control) equipped York-Shipley house 
heating boilers that burned this oil. 

“What is your experience with KLIXON FTC?’’, we asked 
Meenan Service Manager, Bill Connors. Here is what he says: 

‘*The built-in control system really works well. We find the per- 
formance of KLIXON Controls remarkably uniform and depend- 
able — we really have very few service calls involving these controls. 
This is probably due in part to the fact that they are fixed tempera- 
ture controls with no adjustments for people to tamper with.”’ 

Here are the advantages of KLIXON FTC on wet and dry heating: 

e@ Control application is laboratory engineered. 

e@ Laboratory performance is delivered to job. 

e@ Service calls resulting from tampering are eliminated. 

e@ Peak control efficiency lasts indefinitely. 

*FTC “Fixed Temperature Control” assures proper operation of the unit as designed 

by the manufacturer. 


KLIxON 


METALS & CONTROLS CORPORATION 
SPENCER THERMOSTAT DIVISION 
3509 FOREST STREET, ATTLEBORO, MASS. 


York-Shipley Table Top House-Heating Boiler 
Application of KLIXON FTC to York-Shipley Boiler 
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the 





industry’s 





first 





low-cost 





‘“adjustable-in- 
the-field”’ 


ceiling diffuser 








MODEL T-1 


é 


A ME 


CEILING Dlige 
» “Se, 


NEW! 


curRvEo ; 
CONTOUR cone design 


provides air diffusion 
efficiency never before 
equalled—AT SUCH AN 
ECONOMICAL PRICE. 


NEW! 


Unsurpassed beauty ... 
the ultimate in modern 
day design. 


NEW! 


Easiest . . . fastest in the 
world to install—adjust. 


The T-1 diffuser is only 
one Model of Titus’ excit- 
ing completely new line of 
CEILING DIFFUSERS AND 
ACCESSORIES. If you 
haven't received litera- 
ture on this new line— 


WRITE TODAY! 


*s 
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Fills a long-standing need in the air 
conditioning field! The new Model T-1 
is the first diffuser made that COM- 
BINES the top quality features, attrac- 
tive styling and high diffusion efficiency 
of much more costly units—WITH 
TRULY MODEST PRICING. 

This 3-cone diffuser is simplest of all 
to install, adjust. Inner cone assembly 





1 


quickly, easily removed—snaps_ back 
into position. Adjustable—on the job— 
to 2 different air patterns by simply 
changing screws on inner assembly. 
Rugged steel construction. Beautiful 
aluminum finish. For exposed duct or 
flush mounting. Each diffuser individu- 
ally packaged in damage-proof carton. 


MAIL COUPON TODAY FOR FREE LITERATURE 


TITUS MFG. CORP., Waterloo, lowa 


Gentlemen: Rush me complete details on your new economy 
line of MODEL T-1 CEILING DIFFUSERS that give BIG 


performance at a BIG savings in cost. 


Name 


Company 


Address 


City 


WITH PRECISION 





EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Air Blender 


Aik BLenper for high pressure-high velocity dual duct 
air conditioning systems—Minneapolis-Honeywell Reg- 
ulator Co., Dept. AA, 2753 Fourth Ave. South, Minne- 
apolis, Operating on principle new in commercial air 
conditioning, system has no wires or compressed air 
lines but operates pneumatically from the pressure 
available in the air it is controlling. Features listed 
by the manufacturer include constant volume of air to 


each room, even with wide variations in central sys- 


tem conditions; air balancing by dialing without use 
of gages, even before the fan is running; and long 
life due to no mechanical linkages. Heart of the blender 
unit is a pair of valves in which balloon-like neoprene 
diaphragms (the only moving parts) control amount 
of cold air or hot air. Total cfm of air is preset ac- 
cording to load requirements. When specially-designed 
pneumatic thermostat calls for cooling, flow regulator 
on hot duct valve reduces amount of heated air, re- 
ducing total flow and changing total pressure. Change 
is detected by flow regulator on cold valve, which ad- 
mits additional cold air to maintain preset total air 
flow. Can be used with ceiling, sidewall, or under 


window air outlets. 


Plastic Axial Fans for Fume Removal 


AXIAL FANS of solid plastic construction designed for 
fume removal systems—/eil Process Equipment Corp., 
Dept. AA, 12901 Elmwood Ave., Cleveland 11. Rigid 
vinyl fans are designed for use with strong acid or 
alkali fumes at temperatures up to 150 F; glass re- 
inforced plastic units are for most acid fume removal 
and for temperatures in the 200 F range. Standard 
sizes of 18, 24, 30 and 36 in. and larger are available. 
with capacities from 2000 cfm upward. All units are 
V-belt driven and have corrosion-resistant seal, slinger 


ring, external grease fittings and externally vented 


bearing housing. All sizes are designed for vertical 
or horizontal placement; flanged ends permit use in 
conjunction with virtually any duct system, according 
to the manufacturer. 


Steel Tool Boxes for Trucks 


ALL STEEL tool boxes designed to fit standard pickup 
trucks for storage and protection of small hand and 
power tools — Wilhelmsen Sheet Metal Works, Dept. 
AA, 44514 Tweedy Blvd., South Gate, Calif. Boxes are 
constructed of 14 and 18 ga steel. Half ton size is 
13 X 15 X 71 in. with one door. Units are also 
available with two doors. Tool boxes are designed 
to minimize rear view obstruction, the manufacturer 
reports. 


Central Cooling Units 


Apb-ON AIR cooled cooling units in 2, 3 and 5 ton 
capacities—Toridheet Div., Cleveland Steel Products 
Corp., Dept. AA, 16025 Brookpark Rd., Cleveland 11, 


O. Remote condensing unit can be installed in attic, 


utility room, basement or outdoors. Centrifugal blower 
is standard equipment. Two types of cooling coils are 
available: flat evaporator-blower package for addi- 
tional air delivery and “A” type for installation in 
furnace duct work or plenum. Low voltage wiring and 


controls are located indoors. 


Center Disc Blower Wheel 


Type CL “Arrotor” center disc blower wheel which 

is dovetailed under pressure into encircling blades 

for compression fit which tightens during rotation and 

permits higher speeds—Air Impeller Div., Torrington 

Mfg. Co., Dept. AA, Torrington, Conn. Structural 
(Continued on page 138) 
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Exclusive Plenum Chamber .. . this 
feature found only in Thermo-Base .. . 
automatically provides even pressure and 
end-to-end air distribution at any rate of 


delivery . . . at even the lowest air vol- 
umes. Thermo-Base takes the forced-air 
feel oui of the forced-air system. It's 


plenum does the job. 





Eight, Five and Three foot Lengths 
. . . for faster more economical installa- 
tions . . . Eight foot lengths eliminate extra 
runs .. . ONE RUN to this long length of 
Thermo-Base saves many dollars on every 
installation. It is the most profitable line 
oh Zell (o] >) | M Viat-ld (io M Moll rd (olalelfate 
baseboard distributor. 
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New Modern Design . . . this new 
beauty is more than skin deep . . . the 
unapproached comfort resulting from 
your use of Thermo-Base assures complete 
consumer satisfaction . . . is so certified 
late Mel Ulolcelati-\-\° Mi Wael -lamsluliolame|tlele 
antee that turns quotations into sales. 





for additional information address: Thermo-Base Division, Gerwin Industries, Inc., Michigan City, Indiana 


-" | 


A low-cost quality burner @ Our dealers tell us that the 
GUN-HEAT not only costs less than any comparable burner 


but it’s also the easiest to install on those ever increasing oil to 
gas conversions. What’s more, they say that they have practically 
no service calls, and that the overall look of quality and simpli- 
city make it a natural display burner. That’s why GUN-HEAT is 
one of the fastest selling conversion burners on the market today. 
Three models in this IN series (shown above) are A.G.A. tested 
and listed from 90,000 to 250,000 BTU/Hr. 
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FOR EVERY GAS CONVERSION 


THE mT SPREAD-HEAT 


Designed for heating men @ Three models of SPREAD- 
HEAT cover all domestic conversions. One model UP-2 
will convert 90% of all domestic wood or coal furnaces. 
Here’s a burner that’s low cost to you; that’s easy to install; 
that requires practically no maintenance; and that has all 
the features that will sell customers on conversions. A.G. A. 
tested and listed from 60,000 to 360,000 BTU/Hr. Give 
Barber a chance to prove these claims ... write for liter- 
ature to the address below. 


THE meal JET-HEAT CRound) 


For those “Premium” jobs @ Uses exclusive Barber jet 
principle to get hotter flames at a lower level of heat re- 
lease in the furnace or boiler... most efficient heat transfer 
so that boilers heat faster. No flash-back ...no air adjust- 
ment necessary ... easy to install. This TP Series of burners 
A.G.A. tested and listed from 67,800 to 150,000 BTU/Hr. 
Write for the complete line of Barber conversion burners, 
burner units, jets, and accessories to the address below. 


THE mT JET-HEAT (Rectangular) 


Thirty-five years of big-job experience ®@ Intense 
heat... 75% to 95% of fire box area completely covered 
with burners ... installed on or at grate level...no built-in 
combustion chamber required (cuts cost by at least 1/3). 
By incorporating the multiple jet principle in the larger 
conversion jobs 400,000 to 2,500,000 

BTU/Hr., Barber has been most success- 

ful in converting thousands of boilers 

which still serve well after as many as 35 

years of continuous operation. 


MANUFACTURING COMPANY 
GAS AND OIL BURNER DIVISION 
1062 East 134th Street, Cleveland 10, Ohio 
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equipment developments 


(Continued ) 





feature is said to eliminate looseness, blade rattling 


and blade angle warp. Six sizes are available. 


Horizontal, Vertical Grilles 


Mopets 15H horizontal and 15V vertical grilles for 
ventilating and cooling 


1A, 651 N. Bax- 


return air. combustion air. 


systems—Lima Register Co.. Dept. 


Lima, O. 


sage steel 


ter St. Units are made from single solid 


piece of heavy with horizontal fins and 


vertical mullions as integral parts; welds, miters and 


jagged edges are eliminated, the company reports. 


A 30 deg deflection of horizontal fins eliminates view 


through grilles: grilles may be reversed for locations 


above Or he low line of vision, 


Frameless Filter for Cooling Units 


WASHABLE FILTERS without frames designed for all 
Time Tested Products 
Co., Dept. AA-K, 1231 Peden, Houston 6, Tex. Pad is 


15X24 1% in., 


Pad can he 


types of room cooling units 


uses natural hair as filtering medium. 
cut with household shears to fit any unit. 


“Permanent” pads are washable. 


Non-Corrosive Solder Fluxes 


NON-CORROSIVE, quick wetting solder fluxes designed 
primarily for use on copper and copper base alloys 

Federated Metals Div., American Smelting and Re- 
fining Co., Dept. AA, York 5. 


Featured, according to the company, are small non- 


120 Broadway, Neu 


corrosive mounts of flux residues; improved spread 


characteristics: reduced residue: elimination of wash 


ing or cleaning; prefluxing: ability to spread effec- 
lively over wide range of temperatures. Flux is said 
to decompose and vaporize during soldering, leaving 
little residue: it can be used with all soldering tech- 
niques. Most metals can be soldered with the flux if 


first coated or plated with copper, tin, solder or silver. 


Roof Exhauster 


“Quiet-Testep” roof exhauster 
pension li nn fir Products Co 
1108 Stadium Dr 


with U-spring sus 
Inc., Dept. AA, 1102 
Indianapolis, Ind. Motor and blade 
is suspended by | 


assembly springs which prevent 


transfer of vibration to base of unit. Blades are stati- 
cally and dynamically balanced; wheel is all alumi- 
num, as is housing for the unit. Exhausters range from 
1/25 to 34 hp; 860 to 1725 rpm; 50 to 4200 cfm. 
Motor is nested in housing to provide high discharge: 


high curb base is eliminated. resulting in low contour. 


Gas-Fired Furnaces 

GBC Line of gas-fired furnaces in 
130,000 and 160,000 Btu output Delco Appliance 
Div.. General Motors Corp.. Dept. AA, 391 Lyell Ave.. 
Rochester 6. 


stallation, units are approved for natural, manufac- 


75.000. 105.000. 


V.Y. Designed for alcove or closet in- 


tured, mixed and LP gases. Featured are heavy duty 
steel cabinet, multiple heat transfer sections, flame 
tailored gas burner, quiet blower and high fashion 


color combination, according to the company. 


Power Grooving Machine 
Move 48-l 


multi-purpose horn for closing both single and Pitts- 
Viagara Machine & Tool Works, 
14, 637-097 Northland Ave., Buffalo 11, N. Y. 


Horn can be rotated and locked in several positions 


universal power grooving machine with 


burgh lock seams 


Dept. 


for closing single lock seams on inside or outside of 


square and round shapes or Pittsburgh lock seams on 


square shapes. Featured are: direct connected gear 
head motor, adjustable stops to hold work stationary. 
adjusting wheels to regulate roll pressure with differ 
ent thicknesses, hand or power operation, nominal 
length of 48 in. 


capacity of 20 ga mild steel and Pittsburgh lock seam- 


working with single lock seaming 
ing capacity of 18 ga mild steel. Power groovers are 


available in six models, 


Attic, Wall Fans 


SPRING MOUNTED attic and wall fans in four 
rated at 1/3 and 14 hp, and 5200 to 140,000 cfm 
Vorky Mfg. Corp., Dept. AA, P. O. Box 669, Coving- 


ton, Ky. Featured is spring mounting with adjustable 


models 


eyebolt arrangement, for quicker installation and noise 
elimination. Attic fan can be lifted and moved aside 


and opening can be covered to prevent heat loss in 


(Continued on page 146) 
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The Time-Wasting Way 


AMERICAN 


ARTISAN, 


SEPTEMBER 


1956 


Whatever type home installation you are making, you can 
increase your profits by using WILLIAMSON pre-fabri- 
cated duct, pipe and fittings. It’s the most comprehensive 
line offered . . . designed to make your jobs faster and 
easier, yet maintaining the high tailor-made standards 
you have established. WILLIAMSON, first in the industry 
with a combined line . . . for both cooling and heating... 
assures you the most modern duct, pipe and fittings 
available. Check the numerous WILLIAMSON advantages 
... then act today for pre-fabricated profits! 


Compare... 

SIMPLIFIED DESIGNING AND ORDERING —Every 
system part numbered for quick identifi- 
cation. Factory forms and sample plans 
for guidance. 

SPEED SHIPPING, CUT UNLOAD AND LOAD TIME— 
Everything you need from one source 
Com-packed for individual job. No loose 
fittings. Easy identification. 

SAVE WAREHOUSE SPACE AND INVENTORY TIME— 
Cartons standard size for simple stacking. 
Marked at factory for identification with- 
out opening. 

PROTECT FROM DIRT, DAMAGE AND DISTORTION— 
No loose fittings. Sturdy cartons keep all 
parts in shape... in transit or in ware- 
house. Perfect fit assured. 

TRANSFORM SHOP TIME INTO FIELD TIME—Mini- 
mum time in shop. Keep more jobs going 
at same time for faster turn-over. No 
painstaking cutting required. 

PERMIT FASTER, EASIER INSTALLATION —[nexperi- 
enced men can do basic layout. Experi- 
enced craftsmen finish job. Save as much 
as 8 hours on average job. 

ACCURATE COST ESTIMATE, ASSURED PROFIT—[,,- 
sure healthy profit margin. Know costs 
before you bid. No chance for losses during 
installation. 

STREAMLINED TAILOR-MADE SMOOTH LOOK—=ith 
your final touch, match the finest tailor- 
made jobs. Parts engineered for low 
friction, perfect fit. 








The Space-Wasting Way 














The Market’s 
All Around You 


with super-efficient 


PLIOTRON 


Cleaner air, everywhere, is what you sell with 
PLIOTRON — the world’s first washable, panel-type, 
electrostatic air filter. And every home, store or 
factory with an air conditioning or forced warm air 


heating system is a potential customer. 


PLIOTRON is much more than an ordinary filter. Its 
plastic filter medium actually attracts and captures 
up to 400% more fine dust and dirt particles than 
ordinary filters. Moreover, it’s easily installed—slips 
into any standard holder—and it’s completely wash- 
able — can be restored to like-new efficiency with a 
quick bath. 


PLIOTRON costs more than the average filter, but 
the difference is more than justified by the added 
cleanliness and added service it will give your cus- 
tomers. It’s a product you'll take extra pride and 
extra profit in selling. For more information, write 
to Goodyear, Pliotron Sales Dept., Akron 16, Ohio. 


PLIOTRON 


AIR CLEANER by 


GOOD/YEAR 


THE GREATEST NAME IN RUBBER 


In factories! 


Pliotron — T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


you'll like “THE GREATEST STORY EVER TOLD every Sunday — ABC Radio Network ~THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday— NBC TV Network 
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AIR CONDITIONING 


NO. 2 


The varied and often difficult conditions associated with air conditioning led Tecumseh to develop the only 
complete line of hermetic compressors specifically designed for this application. One of the greatest user 
objections to present day air conditioning is noise. Here is what Tecumseh is doing to provide quiet operation. 


The most frequent complaint from users is that their unit is too noisy. This 
condition can be caused by air movement, unit vibration or inherent design 
characteristics of the compressor. Noise does not necessarily indicate a faulty 
unit or impending failure, but it does rate high as a nuisance factor and should 
be eliminated if users are to be completely satisfied. 


Basically, the inherent design of a Tecumseh compressor is an important factor 
in the resulting low sound level. Further, production know-how holds the critical 
tolerances necessary for Tecumseh’s greater degree of quietness. 


Moving parts are fitted to tolerances up to .0002 and finished to micro inches. 
Dynamic balance is employed to minimize start and stop vibration. 

Most important, is the extensive work done on the design of suction and dis- 
charge mufflers. This area of sound control has led to the development of several 
unique devices to control the sound resulting from the pumping action of the 
compressor. With these developments, Tecumseh compressors can deliver 
smoother, quieter, operation under all conditions. That's why each Tecumseh 
compressor is performance rated to do a specific job, and does it better! 


Tecumseh has set the standards of quietness for the industry. The end result 
has been more satisfied customers and a satisfied customer is your best salesman. 


BE SURE OF YOUR INSTALLATION ! 


Be Sure the Year-Round Air Conditioner 
You Install Uses a 


Tecumseh Compressor 


OVER 25,000,000 COMPRESSORS IN USE TODAY 


UMSEH PRODUCTS CoO. Tecumseh, Michigan 


Marion, Ohio 
THE WORLD'S LARGEST PRODUCER OF AIR CONDITIONING COMPRESSORS 
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Oo NEW BUSINESS 
°0 CUSTOMER ACCEPTANCE 
AND SATISFACTION 
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dnpeomntsee (MYO ROSIN] 


HEATING AND AIR CONDITIONING 


YOU should be a Mor-Sun Dealer 


A COMPLETE LINE of warm air heating and air conditioning equipment. 
QUALITY DESIGN AND CONSTRUCTION that ensures customer satisfaction. OEE AE Fe SOAS OF One CE ee 
: soundest business opportunities 
THE RIGHT SIZE...THE RIGHT PRICE for every home heating and cooling market. ; 
» seneaedads iin A "ihe k open to heating dealers, see your 
NATIONWIDE BISTRIBUTION with immediate a ivery from see StOCKS. nearest Mor-Sun Distributor—he’s 
SALES TRAINING sponsored by Mor-Sun—practical, professional “how-to-sell” instruction. listed in the Yellow Pages of your 


NATIONAL ADVERTISING that pre-sells Mor-Sun, builds customer recognition and acceptance, telephone directory—or write di- 
boosts your business and profits. rectly to: Mor-Sun Furnace Divi- 
SALES PROMOTIONAL HELPS, selling tools to help you interest the prospect and close the sale. sion, Morrison Steel Products, Inc., 


CO-OP ADVERTISING PLAN for your local use — newspaper, radio, TV, and other approved media. 609 Amherst Street, Buffalo 7, N.Y 


@ There’s a Mor-Sun Warm Air Furnace and Air Conditioner for every home heating and cooling 


requirement... the right size... the right price... for new construction or modernization. 
4/so manufacturers of Morrison Roly-Door Steel Sectional Overhead Doors and Morrison Service Bodies 
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NOTE TO HEATING EQUIPMENT DEALERS 


There have been big design advances in 
electric motors for products you sell. Since 
these advances can affect your profits, we 
OM. «. 


G-E OlL BURNER MOTOR is extremely light- 
weight (14 hp weighs only 11 lbs.) to make 
installation faster and easier—yet it delivers 
dependable, full-power performance. 


: Sos Ss 

Ye SS me 

. %. Ve SAAS 

PROMPT, LOCAL SERVICE by your G-E 

Small-motor Service Station helps you give 

your customers efficient service. See the 
*“‘yellow pages’’ for the one in your area. 


SMALLER, LIGHTER G-E MOTOR (right) is for furnace fan use. This same outstanding General 
Electric quality is available in both circulating pump motors and oil burner motors. 


If you were to select the motors for the 
heating equipment you sell, which design 
would you choose? The right choice is 
important because recent design improve- 
ments are the most important made in 
many years. 

This big difference in motors is the 
result of design advances pioneered by 
General Electric. Such G-E features as 
moisture-resistant, long-lasting Mylar* 
insulation, a welded-on speed nut for 
simpler, faster installation, and a 50% 
greater oil supply for doubled lubrication 
life are important to you and your cus- 
tomers. 


There’s more to the G-E story, too! 
G.E. gives you the sales help of a ‘‘name’”’ 
motor that study after study shows most 
people recognize and prefer. And G-E 
motors are backed by an extensive net- 
work of local G-E Small-motor Service 
Stations which can help you provide 
prompt motor service. 

To take advantage of today’s big differ- 
ence in motors, specify “equipped with 
G-E motors’ on your next equipment 
order. Don’t forget to ask for G-E replace- 
ment motors—for the same profitable 


reasons. 


“DuPont trade-mark for polyester film 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 








FOR FREE FULL-COLOR BULLETIN on the motor featured above, 
write to: Sect. 702-34, General Electric Co., Schenectady, N. Y. 





Gf resk 


to the Eve. too} 


The Saturday Evening 


POS 


IW a new, aggressive and continuing es 
Rational advertising campaign to in- 
érease sales of Curtis equipment, this 
fall-color sales message in the Post was 
driven home to more than 5 million 
prospettive buyers of Curtis packaged 
air conditioning units. 


If you are ndt a Curtis Dealer, and if 
you're qualified,jow is the time to get 
started! You'll be\selling the world’s 
finest air conditiohing equipment, 
competitively priced, and. backed by a 
-promotional-minded, on-the-go manu- 
facturer with a solid 102° years of 


experience and skill this benutil Cuts Air Conditioning Unit 


Write today, and we'll show you how 


you can increase sales and profits with desorvies to be hooy! — nasi bse 
— : : isa provpicem... 


a complete, flexible line of Curtis Air 


Conditioning equipment. 
No question about it. The new CURTIS pack- 
aged air conditioner és refreshing. It is also 
silent, dependable, efficient and economical to 
" and operate. kt refreshes by circulating 
‘mes of clean, crisp, dry, cool air 


Pah) Packaged 





“Remember 


you can count on 


our 102nd year 


MANUFACTURING CO. 


I ; ; Refrigeration Division 
j a4 ' e 1982 Kienlen Ave., St. Louis 20, Mo. 
Packaged air cooled Packaged liquid Industrial air Auto Lifts 


air conditioning units chiller up to 100 tons compressors single & two postr 
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New SKIL Shear 


Sweeps 


Field in 


Actual Comparison Tests! 


SKIL Model 231 Wins 5 Trials Out of 5 
Outperforms, Outproduces All Others 


Actual tests prove what many sheet 
metal men are learning for themselves. 
The new SKIL 231 Shear is far superior 
to all others on the market. These tests 
show the speed, power, and control 


popular on every job . . . in every shop. 

Here are actual results of impartial 
tests of the SKIL Model 231 Shear and 
competitive brands. Shown are per- 
formance figures for SKIL, Brand A 


> 


that are making the SKIL Shear so 


SKIL SHEAR 231—Best All-Around 


The results show that the 231 is the best all- 
around Shear on the market today. Faster, 
easier handling, more powerful! Features like 
the Contour Grip Handle at the rear of the tool 
make it a favorite with workmen who have 
tough cutting to do. Improved foot design 
keeps maintenance costs down for job superin- 
tendents. This is the shear you need in your 


shop. The SKIL Model 231 


FREE! Mail the Coupon for a Demonstration 
and a FREE Trial of the SKIL SHEAR Model 231! 
See How Much Faster, Easier-Handling this 
New SKIL Shear is on your Toughest Cutting 
Job! 
. 

Contact Your SKIL Distributor—or Your 
Nearby Factory Branch—for Complete In- 
formation. 


AMERICAN ARTISAN 


and Brand B. 


PORTABLE 


TOOLS 


25” Trial Cut of 12 Gauge Metal 
Model 231 9.2 seconds 
15.3 seconds 
+++++12.0 seconds 





Cutting Right and Left Hand Circles 
Model 231 22.0 seconds 
«+++24.0 seconds 

22.2 seconds 


(right hand) 22” 
(left hand) 42” 


Power and Performance 
SKIL 40% more powerful than 
Brand A and 333% more power- 
ful than Brand B. 











MAIL THIS COUPON!-————4 


SKIL Corporation, Dept. aa-.96 
5033 Elston Avenue, Chicago 30, Illinois 


0 | would like a demonstration and free trial. 
() Please send literature on SKIL tools. 


Name 
Company 
Street 


City 





equipment developments 


(Continued ) 





winter. W ide blades, low speeds and deep venturi ori- 
fice also reduce noise, the company states. Units do 
not have to be anchored to attic floor. Removable 
automatic aluminum shutter has fuse link for fire pro- 
tection and helper spring to assist opening and soften 
closing. W all fans have bell shaped orifices and nar- 
row connecting band with wire edge for stapling to 


face of wall opening. 


Suspended Ojil-Fired Furnace 


provided at top, front and rear. Single grooved clamp 
holds oil burner and combustion chamber to furnace. 
Burner is concealed from view; burner. combustion 
chamber and components can be removed by loosening 


one screw, 


Explosive Atmosphere Cooling Units 


EXPLOSION RESISTANT packaged cooling unit for in- 
stallation in hazardous areas such as chemical and 
mining industries Conditioned Air, Inc., Dept. AA, 
P. O. Box 2429, Charleston 29, W. Va. Units are in 
3, 5144, and 71% ton sizes. All wiring, electrical com- 


ponents and motor leads are approved by national in- 


HORIZONTAL SUSPENDED oil-fired furnace in six sizes 
ranging from 65,000 to 160,000 Btuh output Delta 


spection agencies, according to the company; com- 
pressors, condensers, coils and motors are hermetically 
sealed and motor is under positive gas pressure. Fans 


are non-sparking. 


Centrifugal Ventilators 


“CENTRIFLOW centrifugal blower ventilators designed 
for commercial and industrial applications where noise 
is a factor—Burt Mfg. Co., Dept. AA, 38 E. South St., 
{kron 11, O. Ventilators are in V-belt drive for capac- 
Heating Corp., Dept. 14, 1 Cole St... Trenton 8, N. J. 


Heat exchanger consists of several large radiator sec- 


ities from 675 to 36,430 cfm and in low profile model 
of spun aluminum for capacities from 408 to 2508 
tions welded together; sections are added as the size cfm. Both units feature non-overloading, backward 


of the furnace increases. Flue opening knockouts are curved blade blower wheels with motors in separate 


IT PAYS to get your GALVANIZED FITTINGS 
and RAIN CARRYING GOODS 
from CHAR-GALE 


When you think of galvanized fittings, think of Char-Gale. Every- 
thing from plenum to register is manufactured and stocked for 
immediate shipment by Char-Gale. 


The true advantages of prefabricated galvanized fittings, seam 
tubing and snap lock pipe are evident in the Char-Gale line. En- 
gineered for easy assembly, they also show their sound engineering 
in the efficiency with which they deliver air after installation. 


In addition, the Char-Gale method of packaging fittings in convenient 
packages saves you money by providing easy storage without 
damage or waste. 


Rain carrying goods by Char-Gale round out your line, while 
giving you extra savings on mixed truckload shipments. 


Also a full line of aluminum fittings. 


Rapid, nation-wide delivery service by Char-Gale’s 
own-fleet of trucks means prompt delivery direct 
to you. Reduces your inventories to save you 
money and space. 


G a MANUFACTURING COMPANY eee 
ANOKA, MINNESOTA Si 
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Wect the Uightest-coaled shoot yet produced r 


2a : ill 
This is Wheeling’s Louisville warehouse. 
Other Wheeling warehouses and sales offices 
are strategically located throughout the 
country. They all offer immediate delivery 
of warehouse-stocked Wheeling items such 
as sorTireE Cop-R-Loy Galvanized sheets, 
Galvanized Furnace Pipe, snap lock or 
closed seam Perimeter Heating or Air Con- 
ditioning Pipe, and accessories, Style K 
Gutters, Square Conductor Pipe, Flashing, 
Valleys, and fittings. 
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Think of the toughest test you can 
give a galvanized sheet. Then try it on 
a sheet of Wheeling sorTire. You've 
never seen anything like it. For here 
is a galvanized sheet that takes every 
roll, every bend, every crimp and fold 
without flaking or chipping its rugged 
coating. And for good reason. Be- 
cause Wheeling sorTireE Cop-R-Loy 
Galvanized Sheets have the tightest 
zine coating yet produced. 


What this means to you is tighter 
joints, surer seams, longer spans... 
jobs that look better, last longer, give 
utmost satisfaction. 

Next time you order galvanized 
sheets, remember, only Wheeling 
makes sorTirE and only sorTirE has 
the tightest coating ever. 

Get full details now. Write, wire or 
call the Wheeling warehouse or sales 
office nearest you. 


WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Louisville, Minneapolis, 


New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston. 





‘ways to clinch \, 
that Sheet Metal y 
Contract... 4 


eer ers 


— 


INCREASE YOUR PROFIT MARGIN 


(1) STOP MAKING FLEXIBLE 
CONNECTORS PIECE-BY-PIECE & 


Attaching metal to fabric in your shop 
is troublesome and expensive. Use 
DURO-METAL-FAB and ECON-O-FAB 


HOW to seduce connector cost. (You need these dimensions to 
DURO-METAL-FAB and ECON-O-FAB make lowest cost connectors) 
are preassembled metal-to-fabric-to- 

metal, saving expense of attaching 

metal to fabric. Exclusive Double-Loc 

Seam prevents fabric from being cut 

or pulling out. 

DURO-METAL-FAB and ECON-O-FAB 

are the only products with 3" and 4” 

metal dimensions—giving you the 

metal dimensions you need to work 

most efficiently. 

DURO-METAL-FAB—for industrial 

ductwork. 24 & 26 ga. ECON-O-FAB 

lighter gauge, lower cost, for residential 

ductwork. Not the cheapest, but, by 

far the least expensive. 

Available with government specification 

canvas, asbestos and neoprene coated 4 

fiberglas—-50 ft. and 100 ft. rolls. 





|| isd vunotape xx ((2)MAKE YOUR OWN NON- 
(Provides everything BINDING LOUVER DAMPERS 


except damper frame, 
blades and rod ) % 


You can use less skilled, lower cost 
labor to make absolutely non-binding 
NEVA 
louver dampers with tue 


+ 
4 DURO-BLADE KIT—Precision 
z 


Engineered Damper Hardware. 


That's right! You make the frame 
and blades. The NEVA BIND 
DURO-BLADE KIT’S unique 4-way 
adjustability compensates for all small 
' inaccuracies in hardware mounting or 
those in blade or frame construction 
a the main cause of binding. Result 
dampers can be assembled with little 
& care and no alignment troubles. The 
y cost for Neva Bind Duro-Blade Kits 
no more than old type kits. 


(3)STOP MAKING YOUR 
OWN ROUND DAMPERS 


Stop wasting high priced labor making 
round dampers in your shop. The 
JIFFY DAMPER comes completely 
pretabricated—ready for immediate 
installation in ductwork. Costs far less 
than comparable homemade dampers 
Famous Jiffy Regulator is preattached 
to galvanized iron blade. Two styles: 
JDS with Spring-Loc bearing; JD 
without Spring-Loc. 

Pipe sizes 4", 5", 6", 7°, 8°. 9 


DURO-DYNE CORPORATION 


Distributors throughout the United States and Canada 
800-B Third Ave. New Hyde Park, New York 
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air cooled compartments with resili- 
ent rubber vibration pads. V-belt 
model is in 13 basic sizes with 3 
basic damper types and motors in 
power characteristics from 1/6 to 714 
hp. Direct drive units are in two 
basic sizes with four damper types 
and motors ranging from 1/12 to 


14 hp. 


Plenum Coils 


DuaL cooLtinc coil assembly for 
plenum installation, designed for use 
in hot climates — Baker Mfg. Co., 
Dept. AA, 501 Galveston St., Wichita 
Falls, Tex. Units are in 2, 3 and 5 
ton models with cfm ratings of 800. 
1200 and 2000 respectively. Features 


are: slide-out coil section; air splitter 
to provide even distribution of air to 
cooling coil; connections free of 
stack; insulated double drain pan; 
minimum number of transitions; 
adaptability of cabinet bottom to fit 


furnace opening. 


Water Treatment Products 


THREE PRODUCTS to reduce scale, al- 
sae and corrosion in cooling towers 

Calgon, Inc., Dept. AA, 423 
Fourth Ave., Pittsburgh. Scale re- 
mover powder cleans systems in 
which scale is already present. Color 
indicator causes water to change 
color when acid scale remover solu- 
tion is almost neutralized; wetting 
agent, antifoam and corrosion inhib- 
itor are present in the material. 
“Micromet” phosphate chemical in 
slowly soluble plate form is designed 
to control lime scale and corrosion. 
Plates are placed in plastic coated 
glass mesh bag in cooling tower. Al- 
gaecide is designed for periodic ap- 


plication to control slimy growths. 
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DON’T INCLUDE 


GAS FURNACES 
IN THAT! 











Maybe I'm not an engineer, but I've installed 
enough furnaces to know quality when | see it. 
On Sequoia's, it’s a lot of the little things that 
add up—take their Closeteer furnace right here: 


¢ THIS CASE, FOR INSTANCE (THEY USE HEAVY 
20 GAUGE STEEL, ENAMEL IT BEAUTIFULLY, AND 
ROUND OFF THE CORNERS.) 


¢ THEIR CONTROLS, TOO (RIGHT AGAIN. MINNEA- 
POLIS-HONEYWELL ARE: STANDARD EQUIPMENT, 
AND ALSO THE NEW ROUND THERMOSTATS.) 





® AND THE PARTS INSIDE (WE THINK IT’S IMPOR- 
TANT TO USE THE BEST AVAILABLE... DELCO, 
G. E., DUSTOP...) 





I don't know how much more they cost, 
but | do know this: we almost never have 


service call-backs on Sequoia jobs. That's 





where quality separates ‘em! 





Pe hae . acta: £: 


Actually, Mr. Heating Dealer, Sequoia gas 
furnaces are nationally available at compet- 
itive prices. Consistent quality—consistent 
costs. You always know where you stand 
when you do business with Sequoia. 


YOU ARE INVITED To WRire 
FOR 
DET 


Alls 


Sé@ 
4 


MANUFACTURING CO. 


1TOOO BRITTAN AVENUE @® SAN CARLOS, CALIFORNIA 


Manufacturers of Upright, Reverse-Flow and Horizontal Gas Furnaces and Air Conditioners 


.. B. K. GREEN, in the exceptionally short time of 

ANOTHER ~~ just two years, has led Central to the enviable posi- 

KEY SEQUOIA DEALER va! tion of the largest heating contractor in the entire 

fa state! His busy crews are installing at a rate of 500 

CENTRAL HEATING CO. INC. furnaces a year—the reason why Sequoia is the 

of Jackson, Mississippi leading brand in Central Mississippi, as in so many 
other areas. 
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according to the manufacturer. Other features: 100 
percent shutoff controls, round thermostat, fan and 
Wall Heater limit switches; steel ribbon-slot burner; supplemental 
“PANELAIR” redesigned wall heater designed for in- limit switch in blower compartment. Centrifugal blower 
stallation between normal wall studding—Payne Div., delivers warm air at floor level, takes return air from 


Carrier Corp., Dept. AA, 700 Royal Oaks Dr., Mon- ceiling level. 


Store and Office Cooling Units 


SU series 3, 5 and 714 ton units and MU series in 10 
and 15 ton water cooled units for stores and offices 

Crane Co., Dept. AA, 836 S. Michigan Ave., Chicago 
5. Smaller models are single refrigerant units with one 
hermetic compressor, water cooled condenser and 
cooling coil. Discharge grille can be attached so air 
is discharged from front or top of unit; ducts can be 
attached by removing grille. Concealed openings in 
cabinet are provided for air return. MU series units 
are in two sections—refrigerant section and blower 
section. Blower section can be mounted at top or side 
of refrigerant section. Twin refrigerant systems pro- 


vide two stage cooling. 


Expansion Drive Rivets 


rovia, Calif. Rating is 65.000 Btuh for natural, man- EXPANSION DRIVE rivets for fastening sheet metal o1 


ufactured and mixed gases. Featured are normal front other materials to brick, stone, concrete, cinder block 


discharge plus two optional grille locations at side and and other masonry—Southco Div., South Chester 


“BIG 3” IN SHOPS LIKE YOURS! 
—Geneca€ 


F/RST in Features . . 4/97 in Profits 


are famous for these deluxe fea- 





AVERAGE FURNACES 
2A-700A 
(For karge or Extra 


Dirty Furnaces, Deluxe 
~ Medel 2A-300) 





tures which protect burner nozzles and pump parts and save 
customers’ fuel dollars: 1—Wool Felt “Step Back’ Cartridge <= 


— exposes one-third more filtering surface, traps both particles 
and moisture; 2—Patented Treatment of Cartridge Center Core 
— eliminates lint, prevents bypassing, improves filtration by making 
felt more dense; 3—Leakproof, Lifetime Cap-Bowl Design; 4— 
Twin Air Vents; 5—Four-Minute Cartridge Replacement; 6— 
Cartridge Interchangeable with All Leading Filter Makes. 


Model 200 is the only warm air humidi- 
fier using no service-stopping floats, needle valves or overflow lines! 
A simple, foolproof Nylon valve, located in the WATER-FLOW 
REGULATOR, obsoletes mechanical parts and controls evaporation 
by simple water flow! Customers can see rate of evaporation .. . 


can control humidity by number of evaporator plates used—5 to 15. 


Be a General Jobber or Dealer — WRITE 


SPACE AND WATER 
HEATERS, SMALL 
OIL FURNACES 
1A-25A 


MODEL 200 , 
featuring 
<— WATER-FLOW 
REGULATOR 





— GENERAL FILTERS, INC. 


43800 Grand River Ave., Novi, Mich. 


IN CANADA: CANADIAN GENERAL FILTERS, LTD. 
39 Crockford Blvd. Scarborough (Toronto 16), Ont. 


Underwriters’ Laboratories Approved 
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...Wnteet the DEALERS CHOICE?” 


FOR ALL 





= 


=m — J OILFIRED 
4 SS BOILERS 
Ge SS,” AND 


5 ) FURNACES 



































“> | TAPERED BURNER 
S\ TUBE HOLE/ 
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ASBESTOS and INSULATING MATERIALS 





: Company 





141 WEST JACKSON BLVD., 
CHICAGO 4, ILLINOIS ecomn 


ALL PHONES: WAbosh 2-8220 
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Your key to Corp., Dept. AA, Lester, Pa. Placed through parts to 
winter heating be fastened into 1 | in. diameter hole. rivets are secured 


by hitting pin with hammer. Pin extends split shank 
of rivet inside masonry to provide firm grip. For re- 


moval, pin, then rivets are pulled with claw hammer. 


Ceiling Diffuser 
AIR CONDITIONER 


Move T-1 THREE cone ceiling diffuser with spring 


lock which permits quick removal or installation of 


Add evaporator and 
condensing unit now, 
or later. It's a com- 
plete, flexible heating- 
cooling package — 
designed to give you 


and your customers inner cone assembly—Titus Mfg. Corp., Dept. AA, 


true air conditioning | i Box 810, Highway 20 West, Waterloo, la. Unit is 
said to be adjustable to two different air patterns on 
truly sensible price. the job by changing screws on inner cone assembly. 
16 models — 60,000 — Hy Featured are aluminum finish, steel construction, 
to 120,000 B.t.v. input sponge gasket around outer edge, assortment of stand- 
— 1000 to 2200 CFM. . ard sizes. Diffusers are designed for exposed duct or 


flush mounting, the manufacturer reports. 


performance at a 





Upfiow furnace shown 
— also available in 
counterflo models. Hydraulic Punch 


Mopet 95 hydraulic punch in cabinet model or bench 
unit, rated at 1214 ton capacity, 20 strokes per minute 


and capable of punching 5g in. hole through 1 in. 


WESTERN and ATLAS are brand names for heating and air conditioning equip- 
ment manufactured exclusively by International Sales Company — pioneers 
of forced air heating. Since 1908. 


(Wester 


FURNACES 
AIR CONDITIONERS 


iron, 34 in. hole through 3/16 in. iron or 2 in. hole 
through 1g in. iron—W. A. Whitney Mfg. Co., Dept. 
INTERNATIONAL 14, 636 Race St.. Rockford, Ill. Units have 110 to 


sates COMPARY 220-v single phase or 220 to 440-v three phase motors. 

oseuacns Q , \H* BS Tool is operated from foot treadle at front. Both 

MANUF u FURNACES models have 10 in. depth of throat and depth gage 
San Francisco 24, 


at punch line, and are available with punches and dies 
AIR CONDITIONERS : ; 
Celifornie in round square, oval, rectangular, or special shapes. 
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Gravity Furnaces 


HiIGHBOY, LOWBOY, horizontal and counterflow gravity 
furnaces in 70,000, 100,000 and 130,000 Btu input 
Temco, Inc., Dept. AA, 4104 Park Ave., 


capacities 





Vashville 9, Tenn. Designed for installations where 
short runs are required, units feature porcelain enamel 
heat exchangers said to withstand temperatures to 
1100 deg which will not rust or burn out, according 


to the manufacturer. 


Oil Burner Servicing Truck Body 


OIL BURNER sweeper and cleaner body for trucks, 
available in single or dual wheel, 34 and 1 ton models 


VMorysville Body Works, Ine., Dept. ra. 323 S. 


Reading Ave., Boyertown, Pa. Designed especially for 
servicing oil furnaces, the body contains a 307440 
in. vacuum cleaner compartment, vacuum hose and 
air filter compartments, oil burner unit tray, and 
shelves and dividers for fittings. Construction features 
include 5 in. U-channel cross sills, 12 ga diamond 
plate floor, 16 ga sides and 19 ga framed panel doors. 


Body is undercoated and electric welded throughout. 


Air Cooled Cooling Units 


*Arr-O-MATIC remote air cooled central cooling units 
in 2, 3 and 5 ton models—Williams Div., Eureka Wil- 
liams Corp., Div. of Henney Motor Co., Inc., Dept. 
{A4, 1201 E. Bell, Bloomington, Ill. Horizontal duct 


unit is complete with blowers and filters, can be in- 


Designed and engineered 
for operation with CAD 
Air Conditioner 

Furnaces. Air or water 
cooled. Standard and 
de-luxe models. Modern 
steel cabinets. 


NEW 2 AND 3-TON 
EVAPORATOR ASSEMBLIES 


Cabinets match CAD Air 
Conditioner Furnaces. 
Upfiow, counterflo 

and horizontal flow 
evaporators. Cabinets 
available separately 

for installation in 

duct now, insertion of 
evaporator later, 


PRE-CHARGED TUBING 
WITH BREAKAWAY VALVES 


Available in 25 or 

50-foot lengths, pre- 
charged with Freon-22. 
Safe, positive hookup of 
condensor and evaporator 
— no field-soldered 
connections necessary. 


Send for your free copy of WESTERN or ATLAS 1956 Condensed Catalog. De- 
tailed specifications and installation data for more than 100 models and sizes 
of gas and oil-fired heating equipment, and air conditioning. 


GUY\00, 08 FIRST IN FORCED AIR 


INTERNATIONAL SALES CO. * MFGRS. 
2045 Evans Ave., San Francisco 24, Calif. 


Please send me your new ATLAS_____WESTERN___ 


1956 Condensed Catalog: (check one) 


NAME 





ADDRESS 





CITY. 








a .* 
There are NO BUGS in 
~\) VENTALARM, 


Ochiai sol Salil A 
WHISTLING TANK FILL SIGNAL 7 


WZ 


New Model 
featuring 


Built-In’ 


Bug 
Protection 


Now . . . all VENTALARM Signals 
include a non-corroding screen 
sealed into position over the 
whistle-top opening. Venting 
remains as free as ever, 
but no bug can 
get into the whistle to 
muffle or stifle the sound. 








Free from "BUGS" 
of any kind 


VENTALARM Signal has won “endorsement by use” from over 4500 major and 
independent dealers. 
Full variety of models to satisfy every tank condition, new or old. 
Sold through a nationwide network of leading Supply Houses. 
Underwriter's Laboratories Listed. 
Universally approved by leading Fire and Safety Authorities. 
Complete Merchandising Support for the Fuel Oil and Oil Burner Dealer. 


Tested literature available at cost to help you 
build sales with VENTALARM Signal. 


The one decision you can make that will benefit your company more than 
any other is to equip all your acco’ ints, new and old, with VENTALARM Signal. 
Saves up to 30% of delivery costs. 


Over 4,000,000 VENTALARM Signals proven in field use. 


Contact your Regular 
Supply House 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


@ sore or sewray trewas co Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontario 


VENTALARM Signal and ether 
Seully Preducts are manufactured 
under U.S. and Foreign 
Patents or Patents Pending. 
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stalled in any forced air heating system. Bypass duct 
and damper provides year ‘round air conditioning. 
Remote air cooled compressor-condenser unit can be 


installed on any non- sinking base, the company states. 


Air Handling Units 


Series 1600 air handling combination units for ven- 
tilating, heating and cooling, said to be capable of 
handling 500 to 48.500 cfm in 13 basic sizes—W est- 


inghouse Electric Co., Sturtevant Div., Dept. AA-151, 
105 Readville St., Hyde Park, Boston 36. Fan section 
frames and panels, coil casings, filter sections and 
bypass dampers are fabricated of heavy gage galvan- 


ized steel. 


Hammer Attachment for Drills 


“Dritt HAMMER” device which converts standard 14 
in. electric drills into electric hammers for drilling 
holes in masonry—Rawlplug Co., Dept. AA, 202 Pe- 


tersville Rd.. New Rochelle, N. Y. Featured are adjust- 
able blow with three striking forces and automatic 
clutch. Unit weighs 234 lb. When drill point contacts 
masonry. automatic clutch engages and each revolu- 
tion of the drill becomes one hammer blow. Hammer 
stops action automatically when drill point is removed 


from masonry. 


Axial Roof Ventilator 


“Jet AXIAL” industrial roof ventilator with airfoil 


fan blades welded to specially designed hub said to 





Stainless Steel 
forming information: 


Yes...you can form Stainless 


on carbon steel 


equipment 


The roll forming of stainless steel rings is 
still a relatively uncommon operation. Re- 
quired in increasing numbers these days 
by jet engine and pressure vessel makers, 
these rings demonstrate that stainless steel 
can be worked on ordinary carbon steel- 
rated forming equipment. 

The fact is, stainless is not a mysterious 
metal that responds unpredictably to cut- 
ting, joining, or forming, nor is it one that 
requires super power or special machinery. 
It does, however, require consideration of 
its generally higher strength at both room 
and elevated temperatures to be worked 
successfully. 

You can get a wealth of “know-how’’- 
the kind of information you need to suc- 
cessfully form and cut and weld stainless 
from our 132-page Stainless Steel Fabrica- 
tion Booklet, which is yours for the writ- 
ten request. Or you can merely call the 
United States Steel representative nearest 
you. (You’ll find him listed in the Yellow 
Pages of every phone book. ) 





UNITED STATES STEEL CORPORATION, PITTSBURGH 
AMERICAN STEEL & WIRE DIVISION, CLEVELAND 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
NATIONAL TUBE DIVISION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTOR: 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 








USS 
STAINLESS 
STEEL 


SHEETS + STRIP «+ PLATES + BARS «+ BILLETS 
PIPE + TUBES + WIRE + SPECIAL SECTIONS 


+ 








| UNITED STATES STEEL 








bigger filter in PREMIER furnace cleaners 
doesn’t need cleaning before the can Is Tull 


In furnace cleaning, it’s not the size of the can; it’s the efficiency 
of the filter* that counts. Now, for the first time, a full 4 bushel- 
capacity cleaner! You can do a perfect job and never have to 
worry about lugging cleaning equipment around. Notice that this 
machine is only 4 the size of ordinary cleaners. 

Premier’s giant pleated filter has 3 times more working 
filtering area than other makes. This means you don’t have to 
clean the filter so often either. 2 out of 3 filter-cleaning inter- 
ruptions are avoided. Jobs go faster. You make more profit per job. 
*“Oxvp ReviaB_e’’—famous Premier furnace and air conditioning 
cleaner (P-908F) now also available with this new auxiliary filter. 
For information on all Premier furnace and air conditioning 
cleaners, write today for Folder FB14. 

For complete information, write today to... 


*Patent applied for. 


PREMIER COMPANY 


Dept. 405 
755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto, Canada 
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provide maximum exhaust of heat, 
smoke, dust and fumes at low rpm— 
Detroit Blower Co., Dept. AA, 9867 


Pacific Ave., Franklin Park, Il. 
Fusible link device acts as emergency 
damper opener during fires. Featured 
are butterfly dampers which open 
automatically during fan operation 
but weather-seal the ventilator during 
non-use, Exhaust air is dissipated 
with enough velocity to keep out 
rain, snow or 


re-entry of exhaust, 


the company states. Units are in 
eight sizes with blade diameters from 
24 to 60 in., exhaust capabilities of 


6640 to 53.700 cfm. 


Liquid Line Covering 


“ARMAFLEX’”’ flexible, foamed plastic 
insulation for suction and I:quid lines 

- Insulation Div., Armstrong Cork 
Co., Dept. AA, 4404 Concord St., 
Lancaster, Pa. Designed primarily 
for residential cooling systems, the 
insulated covering is said to prevent 
condensation on water supply and 
other lines conducting liquids with 
temperatures below the dew point 
temperature of the surrounding air. 
No special tools are required for in- 
stallation. 


Light Fixture-Diffuser 


“TROFFERLITE combination lighting 
fixture and air diffuser for dropped 
ceilings Pyle-National Co., Multi- 
Vent Div., Dept. AA, 1334 N. Kost- 
ner Ave., Chicago 51, in cooperation 
Electric Mfg. Co. 


Features of the combination. accord- 


with Benjamin 
ing to the company, are fewer engi- 
neering steps, cleaner and more at- 
design, and lower 


tractive interio1 


initial cost. Flexible tubing carries air 
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Trom duct to fixture; diffuser causes 
air to bypass lamps. 


Welding Stud 
Type CP 


studs with threaded ends and greater 


granular-fluxed welding 
tensile strength than previous models 

Nelson Stud Welding Div., Greg- 
ory Industries, Inc., Dept. AA, Tol- 
edo Ave. & E. 28th St., Lorain, O. 
The same templates now being used 
with the company’s MG studs can be 
used with new models up through 14 


in. diameters. 


Gas Vent System 


Air INSULATED double-wall metal pipe 
for venting gas-burning devices - 

Dura-Vent Corp., Dept. AA, 2525 El 
Camino Real, Redwood City, Calif. 
Pipe is available in round form in 3 


to 12 in. 


Snap type locking mechanism joins 


sizes. and in 4 in. oval. 
and separates round or oval sections, 
Inner wall of 0.016 in. aluminum is 
surrounded by stiff outer wall of 28 
ga galvanized steel. Air space between 
walls is continuous from one section 
to the next to provide natural draft. 
Vent cap is designed for pleasing ap- 
pearance as well as aiding combus- 


tion draft, the company reports. 


Nozzle Adapter 


OIL BURNER nozzle adapter designed 


to eliminate leakage — Chicago 
Screw Co. Div., Standard Screw Co., 
Dept. AA, 2701 Washington Blvd., 
Bellwood, Ill. Nozzle end fits standard 
nozzle, oil line end fits standard 
fitting; units have 11/16 in. hexa- 
gon in center, 3/4, in. hexagon on end. 


Features reported are smooth seats, 


chip-free threads, cadmium plating. 


how PREMIER furnace cleaners 
cut your labor-time costs 


Labor.-time takes 90°% of your mainte- 
nance cleaning costs. PREMIER saves 
you money because it reduces that 
time. Here’s how: 

1 You spend less time on each job be- 
cause of special pleated filter design. 
The filters in PREMIER machines are 3 
times larger than others . . . 3 times 
more working-filter area than other 
makes. This saves time boosts 
profit of each job. Notice this machine 
is half the size of ordinary cleaners, yet 
holds a full half bushel. 

2 PREMIER equipment is practically 
maintenance-free because their special 
built motors are well ventilated to run 
cooler. Extra air flow over the motor is 
possible also by the exclusive “*3-times 
larger” filter. This means longer motor 
life. 

3 All models are completely equipped 
withstandardattachments. Special tools 
for out-of-the-ordinary jobs are also 
available. 


PREMIER YOUR BEST BUY 


4 Low initial cost due to high volume 
of sales. Fine engineering design born 
of years of experience have made Pre- 
MIER machines the preference of clean- 
ing men. 


5 Listed by Underwriters’ Laboratories 
and Canadian Standard Ass’n. 

“Op RELIABLE”’—first and most fa- 
mous Premier furnace and air-con- 
ditioning cleaner (P-908F) with ex- 
ternal filter bag for ‘‘hot jobs” now 
also is available with new 3-times- 
larger internal filter. For information 
on all Premier furnace and air con- 
ditioning cleaners, write today for 
Folder FB14. 


PREMIER COMPANY 
Dept. 406 
755 Woodlawn Ave., St. Paul 1, Minnesota 
35 Gerrard St. West, Toronto, Canada 





7 SO%LESS 
FLOOR SPACE 


...same B.T.U. Input! 


Save on Price 
Save on Space 


with the new line of 


LEAT WA WE 


GAS - FIRED 


FURNACES 


A triumph in furnace engineering! 


More compact! Designed to fit almost anywhere 
without reduction in heating surface of combus- 
tion chamber! 


New styling, too! Smart two-tone baked enamel 
finish. 


And once installed, all internal parts are remov- 
able through front-access panels. No need ever 
to remove the outside casing from closet or 
utility room installation. Tuck it away and 
forget it! 


Definitely superior new features. Costs 
less money. Gives more value. 


Fully factory pre-fired and tested. Needs only 
usual duct, gas and electrical connections. 





WRITE, WIRE OR 
PHONE FOR DETAILS 


\ . 
SOUTHWEST MANUFACTURING CO: 


Subsidiary of the F. E. Myers & Bro. Co. 
10) Ga AURORA, MO. 
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Increased strength of steel threads 
permits pulling nozzle down tightly 
to afford less possibility of leakage, 
the company states. 


Corrosion Preventative 


“HUMIDEX” TABLETS designed to re- 
duce lime deposits, scale and other 
corrosive elements in humidifiers 


Skuttle Mfg. Co., Dept. AA, Milford, 


‘ 


Vich. Regular use of the tablets re- 
duces lime, scale and other elements 
to sludge which can be rinsed away 
before they have a chance to stick 


to vital surfaces. 


Utility Plier 

“CRESTOGRIP” MODEL P 210 pliers 
with strong box joint which grips flat, 
square, hex or round objects 
Crescent Tool Co., Dept. AA, 230 


a / sa = 
he 


Harrison St., Jamestown, N.Y. Tool 
is 14 in. thick-at widest point; it ad- 
justs in four positions up to 1%, in. 
capacity. Flush joint rivet does not 
project. Plier is finished in rust re- 


sistant zine plate; length is 914 in. 


Water Heaters 


“HispeEEeD.” “Laundrymaster.” and 
“Superspeed” series of automatic 


storage gas-fired water heaters with 
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New Deep Throat Combination Rotary Machine 


added to versatile, popular Niagara line 


12 “ae 


MACHINES 
IN ONE! 


No. 150 Hand Operated 
Deep Throat Combination Machine 


Variety of models, versatility, ruggedness, operating ease, low-cost service 
and modern design have for years made Niagara Rotary Machines the 
preferred line. 

And now, the new and improved No. 150 Deep Throat Combination 
Hand Machine joins’'the famous Niagara Rotary family. 

Truly, it is 12 machines in one. Readily equipped with 12 different pairs 
of standard rolls (carried in stock), it is without equal for efficient and 
profitable turning, burring, wiring, elbow edging (3 types), single beading, 
OG beading, crimping, furnace collar edging, body flanging, slitting and 
trimming operations. For utmost convenience, work can be fed in either 
direction with the same, clockwise cranking. Here’s a multi-purpose 
machine that will turn out real profits for you! 

In sheet metal shop or industrial maintenance, Niagara is the Rotary 
Machine Line that has the most to offer. Power and hand operated models 
of varied types and work capacities, plus a wide range of forming rolls, 
make Niagara the only name you need remember to meet all your require- 
ments. Write for new Bulletin 75 and the name of the dealer nearest you 


FULL LINE PRESENTED IN COLORFUL NEW BULLETIN 75 


Here are 24 pages chock-full of information, including a helpful 
Selection Chart for picking the right machines and rolls. 


No. 180 Power Operated 
Deep Throat Combination Machine 





NIAGARA MACHINE & TOOL WORKS, BUFFALO 11,N. Y. 
DISTRICT OFFICES 
Buffalo © Cleveland © Detroit .© New York @® Philadelphia 


Dealers in principal U. S. cities and major foreign countries 


NIAGARA Rotary macuines 


POWER AND HAND OPERATED 





No. 104 Multi-Drive Power Table 


cna America’s Most Complete Line of Presses, Sheurs, Machines and Tools for Plate and Sheet Metal Work 
for Motorizing Hand Machines 
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the company states. 
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duce lime deposits, scale and other 


-- SAME B.T. OR Input! corrosive elements in humidifiers 


Skuttle Mfg. Co., Dept. AA, Milford, 
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Save on Space 
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with the new line of iim 


CLEAN users 
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MEAT WAVE lhe 


Vich. Regular use of the tablets re- 


duces lime, scale and other elements 
to sludge which can be rinsed away 
before they have a chance to stick 


to vital surfaces. 


GAS - FIRED 


A triumph in furnace engineering! 


More compact! Designed to fit almost anywhere : Utility Plier 
without reduction in heating surface of combus- ' 


“CRESTOGRIP” MODEL P 210 pliers 
tion chamber! 


with strong box joint which grips flat, 
New styling, too! Smart two-tone baked enamel —s hex tei round objects 
finish Crescent Tool Co., Dept. AA, 230 


And once installed, all internal parts are remov- yi 
able through front-access panels. No need ever = ~ ots 
to remove the outside casing from closet or > 
utility room installation. Tuck it away and 
forget it! 


Definitely superior new features. Costs Harrison St., Jamestown, N.Y. Tool 
less money. Gives more value. is 14 in. thick at widest point; it ad- 


eat iil as Ly j 
Fully factory pre-fired and tested. Needs only just in four po ation: up to 1% in. 
usual duct, gas and electrical connections. capacity. Flush joint rivet does not 





project. Plier is finished in rust re- 
WRITE, WIRE OR sistant zine plate; length is 914 in. 

PHONE FOR DETAILS 

Water Heaters 


“HIsPEED,” “Laundrymaster,” and 
Subsidiary of the F. E. Myers & Bro. Co. ; “Superspeed” series of automatic 


BOX 15] AURORA, MO. storage gas-fired water heaters with 
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New Deep Throat Combination Rotary Machine , 


added to versatile, popular Niagara line 


No. 150 Hand Operated 
Deep Throat Combination Machine 


Variety of models, versatility, ruggedness, operating ease, low-cost service 
and modern design have for years made Niagara Rotary Machines the 
preferred line. 

And now, the new and improved No. 150 Deep Throat Combination 
Hand Machine joins’the famous Niagara Rotary family. 

Truly, it is 12 machines in one. Readily equipped with 12 different pairs 
of standard rolls (carried in stock), it is without equal for efficient and 
profitable turning, burring, wiring, elbow edging (3 types), single beading, 
OG beading, crimping, furnace collar edging, body flanging, slitting and 
trimming operations. For utmost convenience, work can be fed in either 
direction with the same, clockwise cranking. Here’s a multi-purpose 
machine that will turn out real profits for you! 

In sheet metal shop or industrial maintenance, Niagara is the Rotary 
Machine Line that has the most to offer. Power and hand operated models 
of varied types and work capacities, plus a wide range of forming rolls, 
make Niagara the only name you need remember to meet all your require- 
ments. Write for new Bulletin 75 and the name of the dealer nearest you 


FULL LINE PRESENTED IN COLORFUL NEW BULLETIN 75 


Here are 24 pages chock-full of information, including a helpful 
Selection Chart for picking the right machines and rolls. 


No. 180 Power Operated 
Deep Throat Combination Machine 





NIAGARA MACHINE & TOOL WORKS, BUFFALO 11,N. Y. 
DISTRICT OFFICES 
Buffalo © Cleveland © Detroit .© New York © Philadelphia 


Dealers in principal U. S. cities and major foreign countries 


ROTARY MACHINES 


POWER AND HAND OPERATED 





No. 104 Multi-Drive Power Table 


: America’s Most Complete Line of Presses, Sheurs, Machines and Tools for Plate and Sheet Metal Work 
for Motorizing Hand Machines 7 





“Reznor’s low operating and maintenance 
costs help me sell a lot of 


industrial and commercial heating jobs” 


“I tell my prospects that Reznor gas unit heaters are their best buy. And 
they pay attention to what I say, because I can show them why 

Reznor costs less to begin with and still costs less next year and ten years 
from now. Sure, they like the idea of Reznor’s low initial cost and 

low installation cost, but their eyes really pop when I compare the cost 
of operating and maintaining Reznor heaters with that of other 
equipment they have been considering. 


“I show them why fuel costs are low . . . because Reznor heat is 
instant heat, on-the-spot heat. Reznor heat is produced only when and 
where heat is needed. I point out to them that because each Reznor 
heater operates independently, they can heat different areas in their 
buildings to different temperatures or heat only the part of the 
building that’s in use. I tell them that there's no labor costs. No boilers 
to fire... no ashes to haul. And I point out that maintenance is 
a simple matter of once-a-year cleaning. 


“T talk real dollars and cents savings; that’s the kind of talk that 
sells store owners, factory managers and other businessmen. And once 
they're sold on the advantages of gas unit heating it’s easy to sell them 

on Reznor. I find that Reznor is the one 
name in unit heating that my commercial 
and industrial heating prospects all 

know and accept.” 


The story is the same all over the country. Reznor gas unit 
heating is easy to sell because the system has so many 
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solid aluminum alloy tanks Ruud 
Ufg. Co., Dept. AA, 2025 Factory 
St., Kalamazoo, Mich. Two “Hi- 
speed” units have 35,750 Btuh and 
12.900 Btu input. “Laundrymasters,” 
designed for homes with automatic 
washers, have input ratings of 42,900, 
50,000 and 60,000 Btu. “Superspeed” 
models are rated at 35,750, 47,500 
and 60,000 Btu input. Two-tempera- 
ture fixture is also available. 


Drawer Filter Mounting 


DRAWER TYPE filter mounting which 
accommodates filters on all the com- 


pany s centrifugal blower units in- 


stalled in cabinets Trade-Wind 
Motorfans, Inc., Dept. AA, 7755 
Paramount Blvd., Rivera, Calif. 
Models 1501 and 2501 fit into filter 
unit which in turn fits into hole in 
bottom of cabinet. Aluminum filter 
which forms the drawer is reached 
by opening cabinet door and pulling 


it out. 


Glass Fiber Air Filter 





“GOLDEN Dust-Stop” air filter com- 
posed of thin glass fibers Owens- 


saleable advantages and because heating prospects recog- 
nize Reznor as the top brand in unit heating. Your volume 
of possible commercial and industrial heating jobs will start 
to climb as soon as you offer your prospects Reznor gas unit 
heaters. Call your nearby Reznor distributor today for all the 
details. You'll find him listed under ‘‘Heaters-Unit'’ in the 
yellow pages of your telephone directory. 


THE WORLD'S LARGEST-SELLING 


0 "HEATERS 


{ REZNOR MANUFACTURING COMPANY 
6 Union Street, Mercer, Pa, 


Corning Fiberglas Corp., Dept. AA, 
1930 Nicholas Bldg., Toledo 1, O. 
Filters are available for frame and 
pad type applications; frame filters 
are available singly or in four-packs 


containing season’s supply; filter roll 
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heating and air conditioning contractors know... 


“P-K sheet metal screws can keep 
you out of hot water!” 


Stewart R. Henry, General Superintendent, Jamar-Olmen Co., Chicago, Illinois 


It’s true! P-K Screws provide the quickest, sim- 
plest, most economical way of making sheet metal 
assemblies. The time and money you save on 
installations often means the difference between 
customer complaints . . . and customer satisfac- 
tion. That’s just part of the reason why it pays 
to insist on P-K Sheet Metal Screws. They’re 
headed, threaded, pointed and hardened to start 
right, drive right and stay tight. You get fast- 
enings that stand up under vibration and severe 
service conditions. 

Open a box of P-K Screws. You’ll see what we 
mean by “dependable uniformity.” No slots off 
center. No eccentric or undersized heads. No 
burred slots. No wonder users agree. . . “‘if it’s 
P-K, it’s O.K.” 


Sold Everywhere Through Leading Sheet Metal and 
Industrial Distributors. Warehouse in Chicago, IIl, 


PARKER-KALON ’ fasteners 
PPOOOPOCTIOGT CHWS? 


PARKER-KALON DIVISION + GENT RAL AMERICAN TRANSPORTATION CORPORATION + CLIFTON, NEW JERSEY 
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package is said to facilitate pad filter 
installation. Gold colored packaging 


is featured. 


Portable Pump Set 


MULTI-PURPOSE portable motor pump 


set with capacity of 250 gph, de- 





YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 


signed to transfer fuel oil or other practical helps published in Amor- 
ican Artisan each month. 
lubricant from one tank to another o1 
@ Last years record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: 175 feature 
pages on Air Conditioning and 
Warm Air Heating; 170 pages on 
Sheet Metal Fabrication and Con- 
tracting; 215 pages on Management 
Methods. That’s 560 pages—in ad- 
dition to useful departments such as 
Questions & Answers, New Prod- 
ucts, Trade Literature, Association 
Activities, ete. 


Independent laboratories 
check proves that this light 
V-Belt absorbs 24% more 
vibration than the next best 
“low vibration” belt. 


LESS NOISE 


Write for Literature. 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to- 
*TM Pending <> ; ward better methods, lower costs, 


and improvements in merchandising 


and contracting procedures, also cor- 
‘ rect practices in design, fabrication, 
be installation, and servicing. 

Always in Demand— Webster Electric Co., Dept. 

Especially with all DeKoven & Clark Sts., Racine, 

this “Do-it-Yourself” Wis. Set consists of external gear 
and home workshop 


to pump oil to suspended tanks which 
supply suspended furnaces and unit 
heaters , , 
@ Just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 
dering now, you'll automatically get 
the next big annual Buying Direc- 
tory described below. 


pump, 14 hp motor and 25 ft exten- 





sion cord on reel. Pump is available 





with internal relief valve which per- 


mits regulation of pressures between TO KEENEY PUBLISHING COMPANY 


50 and 6 N. Michigan, CHICAGO 2, ILL. 


200 psi. Pumps weigh 25 Ib, 
are designed for handling no. 1, 2 or 


L fuel oil. O.K. . . . Enter this subscription for 
AMERICAN ARTISAN to start 

or first possible issue — for 
checked below, at special introductory 
rate of 


] 3 Years, (36 big issues) $6.00 
Saves you $3—Same as 1 year FREE. 





Air Cooled Condenser 


AIR COOLED condenser designed for 


. ] 2 Years, (24 big poven ® esead 
DB temperatures Saves you ONE DOLLAR C 


Stronger 
more service- a7 where 
— boomy . rise above LOO F—Baker Producis 
economical. + Co., Dept. AA, 501 Galveston St., 
100% a igi : " 

Wichita Falls, Tex. Unit, in 2, 3 and 


5 ton sizes, 


operation 


Check here [] for l-year trial for $3. in U.S 





Rates to Canada 3 yrs., $10; 2 yrs., $7, 
: or 1 yr., $4 

inspected for 
precision 
and perfect 
operation. 


(It is understood that this will bring me the 
Annual Buyers’ Guide Directory of Equipment 
Manufacturers and Trade Name Index in each 
January issue.) 


has heavy gage galvan- 


ized steel bonderized cabinet and 





may be located in attic. utility room 


Double 


forward curved 


() I enclose check for $ 
later. 


] Send bill 
or outside without 


width. 


cover, 
» 3 > My Name ree 

- double inlet. (Please Print) 
centrifugal wheels, fans and volute 
scrolls are standard equipment. Title 
Scrolls are coated with asbestos filled 

: ; Firm 
asphalt mastic. Multistage coils have 


minimum of 2 sq ft face area per Street 


Replacement Parte 


ton, are four rows deep 
Duc. of ai 


direction City 
air flow; each has split sections 


22408 Lake Shore Blvd. 
Euclid 23, Ohio 


giving parallel flow of Postal Zone No 


refrigerant 


with one row acting as subcooling. 
5 Business 
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¢ AN EASY-TO-USE 
Youdtile! DIRECT-DRIVE 


BLOWER 


The Center-Motor-Mount 


REX 
TWIN-WHEEL 


EFFICIENT, QUIET OPERATION 
FOR HEATING, COOLING, VENTILATING 


Air Controls, Inc. marks almost a quarter of a century of air 
moving experience with the proud presentation of the finest 
blower engineering accomplishment available today! 


Here, at last, is a simplified, universal blower with more benefits 
and none of the drawbacks of conventional direct-drive units. 


Only the unique, compact REX direct-drive, twin-wheel blower 


can bring you all of these desirable engineering and mer- 
chandising features: 


WHATEVER YOUR BLOWER 
NEEDS ARE, REX HAS THE 


score comucte Une: i Od LB Te 


| 2310 Superior Ave. * Cleveland 14, Ohio 
TODAY: 
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‘PUT OUR EXPERIENCE 
behind YOUR home 


AIR CONDITIONING 





Many builders, through lack of personal ex- 
perience with year-around air conditioning, hesi- 


specify Majestic. They know the full weight of 
Majestic’s many years of “home comfort” ex- 
perience stands firmly behind their ultra-modern 
1956 units. In remodeling or in new construction, 
the contractor expects and gets all the benefits 
of Majestic’s research and engineering. 


Majestic 1956 LINE IS COMPLETE 


Whatever system you want—2, 3, or 5 ton 
self-contained water-cooled units or remote air- 
cooled models, in matching twin units or for 
add-on installations—Majestic has it in the 1956 
line. For only a very few dollars, a Majestic 
Furnace installation can be equipped with a re- 
mote-system evaporator cabinet, ready for “the 
works” whenever the home owner decides on 
all-season air conditioning. 


SLASH Chimney and 
Fireplace COSTS 


Majestic also makes the revolu- 
tionary metal Thulman Chimney 
that cuts erection costs to a 
minimum, and Thulman Fire- 
place, the complete fireplace and 
chimney that needs 

no masonry. Both 

have simulated red- 

brick top housings. 

Both are U.L.-listed 

for zero clearance 
installation in homes 

to two-stories high 

with or without base- 

ment. 


Call your nearest 
Majestic Dealer, 
or write today 


Co., Inc. 


Huntington, Indiana 





new literature... 





Skylights and Ventilators 


Manuat No. 3, Skylights-Ventilators, is one of a series 
of publications being issued by the architectural sheet 
metal manuals committee of the Sheet Metal and Air 
Conditioning Contractors’ National Association to re- 
place the book Standard Practice in Sheet Metal Work. 
Most of the common constructions for skylight frames 
and bars are illustrated and described in the manual. 
Also included is a brief treatise on characteristics of 
glass and plastics used in skylights. Part 2 of the 
manual deals with the design and installation of venti- 
lators. Both gravity and power models of “stack” 
type ventilators are described as well as “continuous” 
type ventilators located along the ridge of a building. 
The manual is priced at $1.75—Sheet Metal and Air 
Conditioning Contractors’ National Association, Inc., 
Dept. AA, 170 Division St., Elgin, Ill. 


Oil Burner Servicing 


Book er for oil burner servicemen explains the ad- 
vantages of changing nozzles instead of trying to clean 
them. According to the company following this meth- 
od saves the average oil burner dealer some 47 cents 
per call. Servicing tips which apply particularly to 
nozzle service on the job are included—Delavan Mfg. 
Co., Dept. AA, Grand Ave. & Fourth St., West Des 
Moines, la. 


Summer Air Conditioners 


ILLUSTRATED MANUAL explains how to install “Stow- 
away” hermetic cooling units in residences and small 
commercial establishments. Designed to be used in 
almost any type of home, the units may be installed 

basements or crawl spaces, on flat roofs of single 
story buildings, in attics, or in cupolas—Lennox In- 
dustries, Inc., Dept. AA, 200 S. 12th Ave., Marshall- 
town, la. 


Power Roof Exhausters 


Buyers GUIDE for evaluating power roof exhausters 
gives detailed explanations on 11 points to be con- 
sidered in the purchase of power roof exhauster equip- 
ment. Send requests on company letterhead—Gallaher 
Co., Dept. AA, 4108 Dodge St., Omaha, Nebr. 


Home Insulation 


BROCHURE describes home insulation with reflective 
facing and illustrates methods of eager The in- 
sulation is available in 15, 19 and 23 in. widths and 
in three thicknesses 114, 214 and 3 inches. Ask 
for form WHN-11—L. O. F Glass Fibers Co.. Dept. 
1A, 1810 Madison Ave., Toledo, O. 
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for G-E Home Heating and Cooling Dealers 





THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker"--a consumer visual sales 
presentation, popularly called "The Veep"--helps increase sales 








How VEEP” 
upped sales 190% 





in month- 


poms 


























Don Potter, G-E Home Heating 
and Cooling Dealer in Reading, 
Pa., uses a “Veep” and an idea. 
The results he produces are 

astounding. 
His organization upped home 
heating and cooling sales 190% 
> first month the “Veep” was used. 
’ Don himself sold 12 units in one 
week. And his combination—the 
“Veep” and an idea—nets him 
closes on the first callback at a 
an almost unheard of happening. 


DON POTTER, 
D. J. Potter Co., 
General Electric Dealer 
Reading, Pa. 
prospect’s home 
Here’s how Don does it... 
After telling his sales story with the aid of his ““Veep,” 
Don is in a good position to bid for the order. He then 








goes to his car, brings back a G-E clock-radio and plugs 
it in. He tells his prospects that he’d like to leave it 
playing right there if they’re buying. “Five or six 
times that’s decided the sale on the spot,’ says Don. 
Watch for more true sales stories like this one —in 
future G-E advertisements in this publication. They 
all teach the same lesson: —the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “Veep.” For your 
copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT., AAQ96, 
TYLER, TEXAS. 


Progress /s Our Most Important Product 


GENERAL GQ ELECTRIC 


Home Heating and Cooling Dept., Tyler, Texas 
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new literature 
(Continued ) 





Air Conditioning Controls 


FUNDAMENTALS OF ReEsipDENTIAL Air Conditioning 
Control covers functions performed by controls in both 
heating and cooling applications. It is divided into 
six sections under the headings Year “Round Comfort 
Air Conditioning, Cooling Equipment and How it 
Works, Mechanical Refrigeration Equipment, Applica- 
tions, Control Requirements, and Electric Distribution 
Practices. The book is available at a price of 50 cents 
a copy to air conditioning equipment manufacturers, 
distributors, dealers and installers—Minneapolis-Hon- 
eywell Regulator Co., Dept. AA, 2726 Fourth Ave., 
S., Minneapolis 8 


Sales Training 


POCKET SIZE CATALOG lists books, films and reports on 
the subject of sales training. Books available include 
Sales Manager’s Handbook, Sales Promotion Hand- 
book and Public Relations Handbook. Films cover 
such subjects as Closing the Sale, Overcoming Ob- 
jections, Selling Against Resistance, and Presenting 
Your Sales Case Convincingly. Also described is a 


monthly sales service for sales managers and other 


- 


executives responsible for sales administration. In- 
cluded in the service are a newsletter, case history 
studies, special research reports, sales bulletin ma- 
terial and sales training booklets—The Dartnell Corp., 
Dept. AA, 4660 Ravenswood Ave., Chicago 40. 


Roof Ventilator 


ILLUSTRATED BULLETIN DWA-101 gives information 
on “Silent-Vent” axial roof ventilators. Performance 
tables are included—Detroit Blower Co., Dept. AA, 
9867 Pacific Ave., Franklin Park, Ill. 


Heating and Cooling Sales Aids 


HEATING AND SUMMER AIR CONDITIONING sales aids 
describe and illustrate water and air cooled summer 
air conditioners, gravity and forced air coal fired 
heating units, and vestibules for gas or oil fired fur- 
naces and burners. Also available are data sheets 
covering “Thulman” chimneys—The Majestic Co., 
Inc., Dept. AA, 733 Erie St., Huntington, Ind. 


Aluminum Alloys and Mill Products 


ALUMINUM HANDBOOK presents data on aluminum 
alloys and mill products in tabular form. The book, 


176 pages long, contains 140 tables giving informa- 


Conductor L. Bow says: 


GIVE YOUR CUSTOMERS 
THE BEST ELBOWS AVAILABLE... 


CINCINNATI ELBOWS!! HOT-DIPPED IN 
- ZINC AFTER FORMATION TO GIVE LONG- 
ER RUST-RESISTING LIFE — SHAPED 
AND TAPERED TO FIT ANY STANDARD 
SIZE PIPE—AVAILABLE IN ANY SIZE, 
ANGLE, GAUGE OR METAL, INCLUDING 
COPPER, ALUMINUM, STAINLESS 
OR GALVANIZED STEEL 
ASK YOUR JOBBER!! 








CINCINNATI ELBOW CO. 


4730 MADISON ROAD © CINCINNATI 27, OHIO 
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‘Satisfied customers... 
that's what Im getting with 
} Crane Sunnyland Furnaces! 


“T took on the Crane Sunnyland line 
because I wanted quality. I wanted a 
name people knew and trusted. I wanted 
less trouble and more profit. A complete 
line to meet every specification 

. at competitive prices, too. 

Air conditioners for every unit. I got all 
this and a lot more with Crane. 

But, most of all, I got satisfied customers— 
they like Crane’s dependability, economy 
of operation, and cost.”’ 

Isn’t this what you want, too? Why 
not join up—like other dealers are doing? 
Crane’s the fastest growing major line of 
warm-air furnaces and air conditioners 
in the industry. 





CRANE SUNNYLAND COUNTER- 
FLOW AND HI-BOY FURNACES. 
Require minimum floor space and 
clearance. HaveFiberglas filter and over- 
size blower for clean, noise-free oper- 
ation. Oil—84,000 to 123,000 Btu at 
bonnet. Gas—65,000 to 140,000 Btu 


input. 


3 OF MANY REASONS = 
WHY YOU'LL MAKE MORE MONEY 4 
WITH CRANE 


CRANE SUNNYLAND BASEMENT 
FURNACE. Tubular radiator and 
round combustion chamber eliminates 
expansion and contraction noises. 
Smart enameled cabinet provides for 
easy inspection of all working parts. 
Gas—70,000 to 250,000 Btu input. Oil 
—84,000 to 224,000 Btu at bonnet. 


CRANE CO. 


836 South Michigan Avenue, Chicago 5 





CRANE SUNNYLAND HORIZONTAL FURNACES. 
1 Installed in crawl space, on basement ceiling, or in attic. 
Deliver an abundance of forced, filtered, warm air. 


OilI—84,000 Btu to 224,000 at bonnet. Gas—80,000 


AMERICAN 


to 140,000 Btu input. 
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new literature — 
(Continued) 





tion on wrought alloys; sheet and plate; wire, rod 
and bar; extrusions; tube and pipe; electrical con- 
ductor; structural shapes; forgings; and casting al- 
loys. Sections on mill products discuss sizes, properties 
and tolerances. Address requests on company letter- 
head—Aluminum Co. of America, Dept. AA, 781 ALl- 
coa Bldg., Pittsburgh 19. 


Gas Burners 


Buttetin G-100-B covers model 4F-R “Fan-Air” gas 
burner in capacities ranging from 150,000 to 600,000 
Btu input. Features claimed include automatic “on- 
off” control of fuel input, spark ignited rectifier safety 
pilot and three-way electronic flame failure protection 

je Mettler Co., Inc., Div. of Eclipse Fuel Engineer- 
ing Co., Dept. AA, 4366 Worth St., Los Angeles 63. 


Standards for Year ’Round Systems 


Reviseo ARI Appiication ENcINEERING Standard 
610-56 (50 cents) specifies minimum application en- 
gineering standards for year ‘round residential air 
conditioning systems. Included is a one page form 


for estimating cooling loads on residential applica- 


tions. Also available are extra copies of the cooling 
load estimate form in pads of 50 for use in estimating 
cooling loads in specific residences. The forms are 
peiced at $1 per pad of 50—Air Conditioning and 
Refrigeration Institute, Dept. AA, 1346 Connecticut 
Ave., N. W., Washington 6, D.C. 


Gas Venting 


“SAFETY SYSTEM” gas vent tables, designed as a guide 
for proper gas venting, apply to any type of approved 
gas equipment that may be vented with a Type B gas 
vent. The tables include equipment sizes, heat inputs 
and vent diameters most frequently encountered in 
installations and are accompanied by brief, illustrated 
instructions—Metalbestos Div., William Wallace Co., 
Dept. AA, Belmont, Calif. 


Roof Exhauster 


BULLETIN 56-A covers “Quiet-Tested” roof exhauster 
featuring U-spring suspension. The motor and blade 
assembly of the unit is suspended by U-springs which, 
according to the company, prevent the transfer of 
vibration to the base of the roof exhauster thus re- 
ducing noise and vibration to a minimum—Jenn-Air 
Products Co., Inc., Dept. AA, 1102-1108 Stadium Dr., 


Indianapolis, Ind. 











SAVE TIME with the TIME SAVING Buckeye 


Complete Line of Pre-Fab Furnace Pipe and Fittings 


es BT \ Cem 


HN 


90° 4-Piece 


No. 317 
End Boot 





One man can put up 
any length pipe by 
grouping Buckeye 
Snap-Tite 5° and 2’ 
sizes. 


Galvanized Elbow 


JUV... CALLAO 


Ask Your 
Wholesaler for 
the Buckeye Catalog 
Showing the Complete Line 


SULLA 


mm VY & 


No. 215 
Universal Boot 


No. 214 
90° Angle Boot 


No. 316 
Adjustable Top 
or Side Take-Off 


UUUULILILIUIL LILLIA LLL 


BUCKEYE 


FURNACE PIPE COMPANY 
897 Ingleside Columbus 8, Ohio 


No. 400-$ 
Snap-Tite Duct 


“fk TIME Mor 
es 


= SAVING 





S000 AA NAA AAA 











bape’ — 


gpmny 
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Simple Arithmetic... 


Type 3 02 » Sheet Base Price 47 4 0 cents per |b. 
Type to 43 0, Sheet Base Pre “3 b. 7 


SOIR AEDS CLO RAYA i BA UL CR A 


quing. { ' whe) cents per |b. 


Teme} t-lial(-+-+55 SHEET Costs! 





cents pet Ib. 

















Now you can SAVE $215 per ton 
in base price alone! 


AMERICAN ARTISAN, 


Many designers and fabricators who are 
currently using Type 302 stainless can, in 
numerous applications, specify Type 430 
straight chromium stainless and take 
advantage of the 1034 cents per pound 
difference in base price. Some of our 
customers are already saving more than 
$215 per ton using our 430 MicroRold 
stainless sheet. 

The steel industry estimates that 50% 
of all stainless sheet applications could 
satisfactorily employ Type 430, the least 


expensive of all stainless grades, as an 
economical and practical material. When 
properly applied, Type 430 has all the 
desirable qualities of beauty, corrosion re- 
sistance, strength, long life and low main- 
tenance that no other material, except 
stainless, can offer. 

We are currently producing our 
MicroRold Type 430 sheets up to 48” 
wide in thicknesses .005” to .109” with 
2B or 2D finishes; and in thicknesses 
.010” to.109” in No. 3,4 and 7 finishes. 


Send for Your copy, “Care and Use of 430 MicroRold Stainless Steel’’ 


Washington Steel Conpora lion 


9-A WOODLAND AVENUE, WASHINGTON, PA. 


SEPTEMBER 1956 





new literature ie 
(Continued) 





Cooling Towers With Plastic Decks 


CircuLAR describes cooling towers featuring “Styro- 
foam” plastic spray decks. According to the com- 
pany, the decks will not rot, sustain mold or fungus, 
or erode due to action of the water. Towers are avail- 
able in 3, 5 and 714 ton models—Tedco Cooling 
Towers, Div., The Engineering & Development Co., 


' Inc., Dept. AA, 2406 South 7th Blvd., St. Louis, Mo. 
KRUEGERS 


SHAPPENED PENCIL 
HELPS YOU GET 


Perimeter Register 


Multi-Louver Register 


THOSE CLOSE JOBS” 


A Complete line 


of Registers, 
Grilles & 
Diffusers for the 
Residential Field 
plus a Complete 
Line of Double 
Deflection 
Registers & 
Diffusers with 
Opposed Blade 
Dampers, 
Extractors & 
Volume Control 
for the 
Commercial & 
Air Conditioning 
Field 


WRITE OR WIRE FOR PRICE CATALOG 
AND NAME OF YOUR NEAREST JOBBER 





Grooving Machines 


[ILLUSTRATED BULLETIN 76-C describes the features of 
model No. 48-U power grooving machine equipped 
with a multi-purpose horn for closing both single and 
Pittsburgh lock seams. Details and specifications are 
also given for model No. 259 hand grooving machine 

Niagara Machine & Tool Works, Dept. AA, 683 
Northland Ave., Buffalo 11, N. Y. 


Soldering Gun 


Move. 825A SOLDERING GUN is described and illus- 
trated in a two page catalog insert. Features of the 
gun include dual spotlights, trigger switch, and stream- 
lined design that makes it possible to reach difficult 
spots—Weller Electric Corp., Dept. AA, 808 Packer 
St., Easton, Pa. 


Developments in Aluminum 


ALUMINUM DjiGest, a monthly publication, contains 
50 to 60 reviews of articles relating to aluminum that 
have been published in the technical press the pre- 
ceding 30 to 60 days. In addition, the digest carries 
a news summary of related current events, statistics on 
the aluminum industry, and patent listings—Reynolds 
Metals Co., Desk ES, Dept. AA, 2500 S. Third St., 
Louisville 1, 


Propeller Fans and Roof Ventilators 


REVISED BULLETIN A-109B on propeller fans contains 
new fan sizes and revised air deliveries, as well as 
specifications, performance data and dimensional draw- 
ings. Also available is bulletin A-112A covering new 
reversible roof ventilators as well as “Penthouse.” 
“Vertijet,” “Airjet,” and rotary models. Sizes, specifi- 
cations, performance data and dimensional drawings 
are included—Hartzell Propeller Fan Co., Dept. AA, 
1025 Roosevelt Ave.. Piqua, 0. 


Wet Dust Control 


Buttetin No. 920 illustrates and describes “Ventri- 
jet” wet dust collectors featuring the venturi tube 


principle. Fifteen photographs and drawings show 
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Another Walker Engineering Triumph! 


New! SHUR-FLO 
Draft Inducer-Regulator 


Corrects Troubles Caused 


by Insufficient Draft! 


Completely Engineered Combination Unit Sells 
for Much Less Than What You'd Expect To Pay! 





Look to Walker 
FOR A COMPLETE LINE OF 
DRAFT CONTROL PRODUCTS 


Walker, with over 30 years of draft control experi- 
ence, produces automatic regulators for a complete 
range of installations... from small space heaters 
to the largest heating plants in factories and multi- 
ple housing projects. Be sure to inquire about the 
Walker Royal Purple Model, the only automatic 
draft control that’s absolutely impregnable to soot, 
carbon, corrosion, dust. Another Walker first in 
the industry! 


Type 34B 


' Wrap-Round 
Tee Joint 
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Here’s a new product that will correct any difficulty caused 
by insufficient draft...and correct it at a cost so low 
it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator com- 
bination both inspirates and regulates. After draft has 
been established by inducer fan, the sensitive automatic 
Walker regulator holds draft at maximum combustion 
efficiency. SHUR-FLO keeps chimney dry, stops pulsation 
and smoking, eliminates soot and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and installers 
can eliminate draft troubles in both old and new housing 
with a single installation. The product is particularly 
effective in modern homes where the trend is toward 
lower chimney heights. Installation is simple, fast and 
requires only elementary wiring provisions in most cases. 
Tests Prove High Efficiency 

The Walker SHUR-FLO has been exhaustively tested by 
the largest and most prominent industrial research organ- 
ization* in the world. Their findings show that this new 
combination unit operates at highest efficiency under even 
the most adverse conditions. 

The SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional HP 
that consumes little current. Motor is specially built for 
draft inducer service and is mounted so that it is shielded 
from chimney heat. Motor requires little maintenance, 
Regulator and inducer fan are both constructed of cor- 
rosion-resistant material. 

For the full facts on this revolutionary unit, see your 
supplier or mail coupon below. 


*Name upon request. 


GET THE FACTS NOW — MAIL COUPON AT ONCE! 


y Walker Manufacturing & Sales Corp. 


gy 1730 Penn St. St. Joseph, Mo. 


i Information please! Send me details on items 
a checked. 
O 


| [] Walker SHUR-FLO Draft 

i Inducer Regulator 

| C) Walker Royal Purple Model 
i C7] Automatic Draft Regulators 
4 for small installations (space 
] heaters, circulators, water heaters, 
1 trailer stoves, etc.) 


turing plants. 


draft. 


i Your favorite supplier’s name please (write in) 
Name 


8 Address. 
8 City 














Industrial draft regulators for i 
schools, office buildings, 
apartments, stores and manufac- 


Venturi-Top chimney cap for U 
chimney trouble with back- 


Leas esaeneneeeeeneewsusennnen4 
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COMMERCIAL models for vent 
© diameters 12, 14, 16, 18, 20, 
22, 24 and 30 inches exhaust 
up to 877,000 CFH ... 
(up to 1,800,000 CFH on 

5 special order), 


THE POWER DRAFT 

THAT ASSURES 

HEATING PLANT EFFICIENCY 
AND SAFETY 


Here’s why dependence upon natural draft usually results in 
low operating efficiency and spilling dangerous combustion 
gasses into buildings. Improved fuels produce more heavy diox- 
ides (CO, is 55% and SO, 225% heavier than air.) Modern 
heating plants let less heat escape to keep chimneys warm. 
WITH OR WITHOUT CHIMNEYS, Quickdraft prevents noxious fumes 
and explosive gasses from escaping into buildings. It makes 
costly, tall chimneys unnecessary. It corrects the deficiencies of 
low and “cold” chimneys. 

WITHOUT FANS OR MOTORS IN SMOKE-LINE, Quickdraft never 
obstructs exhaust line .. . even in event of power failure. Quick- 
draft blowers operate in clean room or outside air. Because 
Quickdraft eliminates down-time for cleaning and replacing fan 
blades, it rates high for industrial venting of abrasive and 
corrosive gasses. 

FOR SUPPLYING AND EXHAUSTING AIR through ducts, Quickdraft 
doubles blower capacity. 


QUICKDRAFT POWER-DRAFT UNITS provide the constant draft re- 
quired for burning all fuels 

efficiently and economical- 

ly. They keep chimneys dry 

and eliminate chattering, 

smoking and sooting. Write 

today for complete details 

and engineering data. 


RESIDENTIAL 
models for vent 
diameters 4, 6, 7, 
8, 9 and 10 inches 
exhaust up to 


60,000 CFH, 


cCOMPAN Y 


Canton 1, Ohio 


QUICKDRAFT COMPANY 
Dvueber-Hompden Building 

P. O. Box 87-D, 

Centon 1, Ohio 
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how the unit operates. Dimensions, weights, and ca- 
pacities are presented in three tables—Pangborn 
Corp., Dept. AA, 560 Pangborn Blvd., Hagerstown, 
Md. 


Axial Flow Fans 


TWENTY PAGE, illustrated brochure gives specifica- 
tions for axial flow fans ranging in diameter from 
12 to 72 inches. Models available include individual, 
floor-stand “coolers,” extended shaft types, cradle 
slung floor units, and large models for heavy industrial 
usage—Detroit Blower Corp., Dept. AA, 9867 Pacific 
Ave., Fragklin Park, Ill. 
‘% 
Powder Actuated Tools 


DATA SHEETS designed for loose leaf filing contain 
diagrams showing various uses of powder-actuated 
tools. Such applications as the fastening of steel roof 
decking and duct straps are among the uses described 
—Ramset Fastening System, Dept. AA, 12117 Berea 
Rd., Cleveland. 


Welding Electrodes 


BULLETIN SB-1352 covers electrodes for welding stain- 
less steels, non-ferrous metals and cast iron. The bul- 
letin provides a description of each electrode and de- 
tails its chemical composition. Included are recom- 
mended welding procedures and a list of typical ap- 
plications—The Lincoln Electric Co., Dept. AA, 22801 
St. Clair Ave., Cleveland 17. 


Aluminum Sheets, Coils and Rods 


BULLETIN entitled “Aluminum in Stock at Ryerson” 
covers Reynolds aluminum stocked by Joseph T. Ryer- 
son & Son, Inc. to service the Chicago and Milwaukee 
and surrounding areas. Included is information on 
aluminum sheets, coils, rods and bars in stock, along 
with data on forming, shearing, slitting and sawing 
facilities. Characteristics of rods and bars, specifica- 
tions for building panels, and obtainable finishes by 
mechanical and other means are also included—Joseph 
T. Ryerson & Son, Inc., Dept. AA, Box 8000-A, Chi- 
cago 80 or Dept AA, Box 534, Milwaukee 1. 


Electronic Air Cleaners 


EIGHT PAGE CATALOG covers packaged electronic air 
cleaners. The booklet describes custom built models 
in detail, including engineering data and size and 
capacity tables for fitting the proper model to the job. 


The units, built into the return air ducts of heating 


or cooling systems, are said to remove practically all 
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CLIP FABRICATING COSTS WITH THESE TWO MACHINES 


CLIPROL 


The Government Clip Forming Machine for forming 60 feet of government 


clips per minute, straight and uniform, in lengths as short as 6 inches. Capacity 
22 gauge and lighter. 


SPEEDNOTCH 


The speediest notcher for ventilation ducts, or any other straight-line notching. Will handle 18 
gauge and lighter, or notch several sheets at one time in lighter gauges. Will also handle heels, 
throats, cheeks, elbows, or similar pipe fittings ranging from 3!/ inches to 10 feet long. This 


machine, in numerous shops, is increasing production as high as 400°, and eliminates all prick- 
punching, lay-out and hand work. 


MEYER SHEET METAL MACHINERY CO. 


1928 Santa Fe Avenue, Los Angeles 21, California 
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airborne dirt, soot, pollen, germs and other particles. 
Benefits claimed include lower cleaning bills, better 
health, less merchandise soilage and no smoke. Ask 
for Catalog E-40—Trion, Inc., Dept. AA, 1000 Island 
Ave., McKees Rocks, Pa. 


Dust Collection 


BookLet titled You Can Solve That Dusty Cost Prob- 
lem describes the principles of unitized dust collec- 
tion, its advantages and savings. Illustrations include 
cartoons, cutaway views and product photos. Request 
booklet No. 56—Torit Mfg. Co., Dept. KP-AA, 292 
Walnut St., St. Paul 2. 


Compressors and Condensing Units 


LITERATURE gives specifications and performance data 
for 3 and 10 hp suction gas cooled motor-compressors. 
Also available is a brochure describing the features 
of 10 hp remote condensing units with suction gas 
cooled —motor-compressors—Copeland — Refrigeration 


Corp., Dept. AA, Sidney, O. 


Fractional Hp Motors 


CHARACTERISTICS and performance ranges of fraction- 
al hp motor types are charted in detail in a binder 
sized fractional hp motor selector chart—Howard 
Industries, Inc., Dept. AA, 1760 State St., Racine Wis. 


Cooling Towers 


How TO SELECT cooling towers and determine their 
performance under varying conditions is discussed 
in catalog 32C6a. Also included are diagrams showing 
features such as the “Dri-Fan” principle of blowing 
dry air through the fan section and access doors which 
are designed to provide a watertight seal without 
use of gaskets or fasteners—Refrigeration Engineer- 
ing, Inc., Dept. AA, 7250 E. Slauson Ave., Los Angeles. 


. 
Gas and Oil Furnaces 
PoRTFOLIO contains literature describing lowboy and 
highboy gas-fired furnaces as well as oil-fired highboy 
units. Included are keyed photographs showing fea- 


_tures of the units as well as line drawings illustrating 


typical installations. Heat exchangers are guaranteed 
for 10 years—Scaife Co., Timken Silent Automatic 
Div., Dept. AA, Oakmont, Pa. 


Heating, Cooling Wiring Systems 


Two Pace bulletin covers 23 wiring systems for heat- 
ing and cooling units—The Majestic Co., Inc., Dept. 
AA, 733 Erie St., Huntington, Ind. 
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Meeting 
the architect's 


concept 


Price Tower: 
Bartlesville, Okla. 
Architect: 

Frank Lloyd Wright 
Engineer: 

Mendel Glickman 
Consulting Engineers: 
Collins & Gould 

General Contractor: 
Culwell Construction Co. 


High velocity air diffusion in 


The photograph at the right shows how Mr. 
Frank Lloyd. Wright incorporated Anemostat 
Straight Line All-Air High Velocity Units in the 
ceiling design of the Price Tower at Bartlesville, 
Oklahoma. The conditioned air is supplied 
through continuous Straight Line Diffusers 
located on two sides of the suspended ceiling. 
The diffusers do not only have vital functional 
use, but also add to the esthetic appearance of 
the architect’s design. 


The Anemostat All-Air High Velocity distribu- 
tion system also offers important advantages. It 
can be used with smaller than conventional ducts. 
It can be installed in less time and at less cost. 
It requires no coils, thus eliminates leakage, 
clogging and odors. Furthermore, Anemostat 
round, square and straight line diffusers with 
high velocity units are adaptable to a wide variety 
of architectural designs. 


See how Anemostat Straight Line All-Air High Velocity 
units are used in a typical office area. Ww 


PHOTOS: JOE D. PRICE 


Write for “High Velocity 
Air Conditioning: Its Effect 
on Building Design” to 
Anemostat Corporation of 
America, 10 E. 39 Street, 
New York 16, N.Y. 


\nemostat—The Pioneer of All-Air High Velocity Systems 
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GOING OVER the details of 
heat pump operation are Ward 
E. Griffith (left) and Art Baker 


> Generar Evecrric “Weathertrons” are being used 
in a new residential subdivision at Western Springs, 
Ill. The air-to-air heat pumps are rated at 80,000 Btu 
to handle heat loss loads on the 2100 sq ft houses. 


This rating is sufficient to match heat losses down to 
20 F outside air temperatures. When outside air tem- 
peratures are below 20 F, supplemental heat is sup- 
plied by electrical resistance coils. Cooling capacity 
is rated at 5 tons to handle heat gains of the tri-level 
houses. Extended plenums are used with individual 
duct runs to each of the 2 ft baseboard diffusers lo- 
cated around the perimeter of the building. 

Special attention is being given the project by the 
Commonwealth Edison Co, Extensive records as to 
weather and power consumption are to be kept. Data 
obtained will be used to promote the sale of heat 
pumps in northern areas. 


>» Georce GouLp, executive chief engineer for Vik- 
ing Air Products Div., National-U.S. Radiator Corp.. 
recently received a $1000 award for his direction of 
the 1955 campaign introducing the division’s “5600 
AquaMagic Humidifier” to distributors and dealers. 
The award, based on the best use of industrial ad- 
vertising, is made annually by Putman Publishing Co. 


> Carrier Corp. has set up a research subsidiary in 
Denver which will operate under the name of Colorado 
Research Corp. Initially, the new organization will 
confine itself to the fields of electronics and applied 
physics. Its services, including model shop facilities, 


will be available to government and educational in- 
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Aerofin is sold only by manu- 
facturers of fan system apparatus. 
List on request. 





HEAT EXCHANGERS 


Exclusively! 


The pioneer in the field, Acrofin has concen- 
trated on one thing, and one thing only—highly 
efficient, easily installed, easily maintained ex- 
tended-surface heat exchangers. Aerofin’s de- 
sign, research, engineering and_ production 
experience and facilities are unequalled 
anywhere, 


For High Efficiency. Easy Installation. 
Low Maintenance and Servicing Costs... 


ASK THE AEROFIN MAN 


Syracuse 1, N. Y. 


AEROFIN | SoRPORATION 101 Greenway Avenue 
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e NIAGARA builds quality “year ’round 
air conditioning” equipment which will 
provide years of dependable service. Because 
of this quality, NIAGARA also builds profits 
for heating dealers. 


NIAGARA furnaces are gas or oil fired and 
available in many capacities and models to fit 
practically every home heating requirement. If 
you want the “cream of the crop” there is no 
finer furnace than the NIAGARA Series 50. For 
economy purposes the quality-built NIAGARA 
Series 70 furnace ‘fits the bill”. 


Get the facts. Find out how NIAGARA offers 
you the opportunity to sell quality heating and 
build profits for yourself. 


For complete information, write direct or con- 
tact your NIAGARA distributor. 


NIAGARA 


FURNACE DIVISION 


The Forest City Foundries Co. 
2500 West 27th St. — Cleveland 13, Ohio 
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> sMiTh HEATING C0. 


1234 pero ee TO 1-5040 





DESIGNED TO PROVIDE 
COMPLETE HEATING COMFORT 
ECONOMICALLY 


FURNACE 


he VW 


ey a) 


ah 
Dealers “‘in the know” recognize that this sign means: 


“Quality Heating is being mating? 


Chir: * 


NiAGARA 
Series 50 


The finest gas-fired furnace line avail- 
able for home heating. Equipped with 
the exclusive NIAGARA cast iron heat 
exchanger and 3-speed blower. Com- 
pletely automatic. NIAGARA refrig- 
erated unit can be combined to provide 
the best in “year ‘round air con- 
ditioning.” 


NiAGARA 
Series 7O 


The low-cost quality fur- 
nace line with High Boy, 
Down Flow and Basement 
Models. Completely avuto- 
matic, gas or oi! fired, 
available in a wide range 
of sizes. 
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stitutions as well as to industry Special work related 


to air conditioning will be done for Carrier Corp. 


NEW 52 IN. COLD ROLLING Sendzimir mill 
boosts Washington Steel Corp.'s stainless steel 


capacity by 250 percent 


>» WasnHincron Steet Corp. recently introduced its 
new 52 in. Sendzimir cold rolling mill to eighteen 
editors representing the trade press. The new mill is 
designed to roll standard mill stainless steel thick- 
nesses in successive steps ol 18 percent reductions on 
each pass through the rollers. Crown shape is kept 


within 0.0002 in. accordine to the manufacturer's 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 


specification. The new mill will raise the company’s 
capacity from 1500 tons of 36 ix. wide stainless steel 


monthly to 5000 tons monthly in widths up to 48 in. 


> CoNTROLORAMA, an educational road show on 
heating and summer air conditioning controls spon- 
sored by Penn Controls, Inc., opened in Indianapolis 
on September 13. The show will visit 16 mid-western 
cities before winding up in Peoria. Ill. on October 
22. Cities on the fall schedule are Fort Wayne, Ind.. 
September 17; Chicago, September 19-20; Milwaukee, 
September 24; Madison, Wis., September 25; La- 
Crosse. Wis.. September 27; Duluth, Minn., October 
1; Minneapolis, October 3; Fargo, N. D.. October 5; 
Sioux City, la.. October 8; Omaha, October 10; 
Lincoln, Nebr.. October 11; Des Moines, la., October 
15; Cedar Rapids, la.. October 17; Davenport, la.. 
October 19; and Peoria, Ill., October 22. 


» James W. RiILey was elected president of the Deer- 
ing Air Conditioning Co. at a recent meeting of the 
company s board of directors. He succeeds Tom Deer- 
ing. who resigned. 

> American Air Fitter Co., INc. plans a 60,000 
sq ft expansion of its Famco, Inc. plant. Construction 
on the addition is expected to begin this fall with oc- 


cupancy planned for next May. 





UNIVERSAL BOX AND PAN BRAKES 
Capacities up to 12-gauge sheet metal 
and bending lengths up to 10 feet. 


BENCH MODEL BOX AND PAN BRAKES 
Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
7404 S. Loomis Boulevard, Chicago 36, Illinois 
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How Bethcon helps you do better sheet-metal work 


Here we see part of the complex heating and ventilating 


system of a large department store in New Jersey. Tons of 
Bethcon galvanized sheets went into the fabrication of this 
system and contributed substantially to the quality of the 
installation. 

You can do better sheet-metal work with Bethcon because 
Bethcon sheets are made by a continuous process of gal- 
vanizing, which binds the zinc coating more tightly to the 
steel than the conventional method. This extra-tight coating 
permits severe forming without danger of cracking or 
flaking off. 

You will find, in addition, that Bethcon has brighter, more 


uniform spangles which present a more attractive appear- 


ance. And the zinc is distributed more uniformly over the 
entire sheet, thus eliminating the bead normally found on 
the drip end. 

If you have not yet worked with Bethcon galvanized sheets 
a chat with someone who has should prove interesting to 
you. We will be glad to give you the name of such a con- 
tractor in your vicinity. And, of course, we are ready at ¢ 
time to discuss Bethcon with you ourselves. Just call or write 
to the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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FOR 
your product line 


>... 


61-095A 
CATCH 


HEXAGON 
POINTED BOLT 


61-3319 





61-394 
HANDLE 


PRE-ASSEMBLED 
KEPS 


Registered Trade Mark o THREAD-CUTTING 
Illinois Tool Works SEMS 


CONTINUOUS HINGES IN A VARIETY OF WING, MATERIAL, 
HOLE, FINISH SPECIFICATIONS 





Wile), 7.\ a hele 4 


STANDARD AND CUSTOM-BUILT HARDWARE 
SPECIAL-PURPOSE FASTENERS 


FOR USE ON METAL CABINETS 
OIL BURNERS + GAS HEATING UNITS 
AIR CONDITIONING EQUIPMENT 


Write for Complete Information 
IN NATIONAL LOCK COMPANY 


Rockford, Illinois 





180 
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Frank J. Nunlist H. P. Mueller, Jr. 


>» Frank J. Nunuist has been appointed to the newly 
created position of executive vice president of Mueller 
Climatrol. H. P. Mueller, Jr., vice president, has been 
named to succeed Mr. Nunlist as vice president in 
charge of sales. 

>» Hersster Furnace Co. is now guaranteeing the 
cast iron heat exchangers in its gas furnaces against 
failure or burnout for the purchaser’s lifetime. 


» Nartionat Lock Co. recently broke ground for its 
new $5 million fastener plant. Located on a 167 acre 
site, the structure will provide over 600,000 sq ft of 


floor space. 


>» Josepn T. Ryerson & Son, INc., Chicago is now 
stocking Reynolds aluminum and will sell pattern and 
cut-to-size sheets, coils, rods, bars and plates through- 
out the areas served by its Chicago and Milwaukee 
plants. James B. Carter, formerly associated with the 
company’s aluminum department at Boston, has been 
appointed sales manager for the new aluminum de- 
partment at Chicago. 


>» Lennox Inpustries Inc. recently held a series of 
dealer meetings in five key cities including Syracuse, 
N. Y., Boston, Philadelphia, Richmond, Va. and Pitts- 


burgh. A total of 715 dealers took part in the meetings. 


> THe Lau Biower Co’s blower division recently 
held a two-day quarterly sales meeting at Dayton. In 
charge of the meeting was William W. Morrisey, 


sales manager for the division. 


> Kennet M. Stevens has been elected a director 
of the Powers Regulator Co. Mr. Stevens, vice presi- 
dent and central division manager, replaces E. W. 
Rietz, who retired in January 1956. 

The company recently opened a branch office in 
Portland, Ore. which will be headed by Evan D. 


Graham, formerly of the Seattle branch. 
> Tue Arrtemp Div., Chrysler Corp., has enlarged 


its air conditioner production facilities with the ad- 
dition of a new $1,500,000 machine line. Chief com- 
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PECIFICALL 


MODEL 400 S$ 
(Available 
for Flange 
Mounting) 


MOTOR—'s H.P. Long-hour duty with 
safety overload control. Complies with 
NEMA mounting specifications. 


TRANSFORMER—10,000 volt. Shielded 


to eliminate radio and TV interference. 
AIR TUBE—Steel. 


FAN—Precisely balanced. Mounted directly 
on motor shaft. 


NOZZLE—Stainless steel alloy. 
cone spray. 


FUEL UNIT—Single-stage with built-in 
strainer and pressure regulating valve. 
Two-stage fuel unit available on special 
order. 


SOLENOID VALVE—Combination de- 
layed opening and instantaneous cut-off 
oil valve. 


COMBUSTION HEAD AND ELECTRODE 
ASSEMBLY—High Temperature Combus- 
tion Head (Shell Head) and finned collar 
for most efficient mixture of air with oil. 
Rigid, heavy-gauge brass bus bars. Ni- 
chrome steel electrodes with full-glazed 
porcelain insulators. 


HOUSING—One-piece cast iron. Designed 
to assure efficient air delivery and smooth, 
quiet operation. Machined to rigid stand- 
ards. 


Hollow 
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...@ better burner 


here specifically are the big 
reasons why the preference 
among oil burner men is... 


U. S.- CARLIN 


Advanced design and quality construc- 
tion throughout 


Consistently dependable performance 


Requires but a minimum of servicing 


Customer acceptance. . 


- attested to 


by thousands of satisfied owners 


Manufactured by a progres- 
sive company, owned and 
operated by men emin- 
ently successful in the oil 


*"VERNI-FLAME” CONTROL—An exclu- 
sive development that provides Vernier 
Flame adjustment with an ordinary wrench. 
Eliminates “feathering”, gives a perfect 
cone flame by turning adjustment screw. 


COUPLING—Universal type with neo- 
prene center piece. 


GRADE OF OIL—No. 2 U. S. Commercial 
Standard CS12. 


CONTROLS—Thermostat, Limit Control and 
Stack Relay. 


CAPACITIES AND ELECTRICAL 
CHARACTERISTICS 


115V-60 cycle—1725 R.P.M. 


400S-1—0.50 to 0.75 G.P.H. 
400S-2—0.75 to 1.75 G.P.H. 
4005-3—1.75 to 3.00 G.P.H. 


Length 
Overall 


... with HTCH 


The High Temperature (Shell) Combustion 
Head provides the nearest thing to perfect 
combustion . . . makes possible fuel savings 
up to 36%. With its highly efficient air-oil 
mixture, it develops higher flame tempera- 
tures than an ordinary burner, keeps heating 
surfaces clean ...both resulting in fuel 
economy. The High Temperature Combus- 
tion Head is foolproof in design, simplifying 
service and adjustments. 


Min. Max. 
Floor Floor 
to to 
Nozzle | Nozzle 





202” 





28%" 
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ponents of the line are a preparatory machine and 
transfer machine which the company says will perform 
more than 80 operations on compressor crankcase cast- 


> FRANK Kise has retired 
as vice president and gen- 
eral sales manager of the 
Williamson Co. after 48 
years of service. Mr. Kise, 
at one time sales managet 
of the jobber department, 
was instrumental in estab- 
lishing the company’s job- 
ber-dealer network from 

coast to coast. A registered 

engineer in the state of 

Ohio, he plans to remain in 

the heating industry as a . 03 
consultant. Frank Kise 
> Some 140 SALES REPRESENTATIVES from cities 
throughout the United States were in attendance at a 
recent week-long sales school and clinic conducted by 


the Metalbestos Div.. William Wallace Co. School and 


clinic sessions were held at the company’s plant and 
laboratory in Belmont, Calif. and in classrooms set 
up in Rickey’s Studio Inn, Palo Alto. Principles of 
venting, operation of a gas vent, practical applica- 
tion of venting principles, sales tools and promotional 


activities were among the subjects covered. 


> Jack R. DeBacHer has been elected a full vice 
president of Thor Power Tool Co. Mr. DeBacher has 
been executive vice president of the Thor SpeedW ay 
Mfg. Div. at Cicero since July, 1955, and was formerly 
vice president of sales. 

>» THe Mam™Motru Furnace Co., formerly of St. 
Paul, has moved into its new plant and office building 
at 6425 Cambridge St., Minneapolis 16. The new 


plant provides greatly increased manufacturing space. 


> THe Excetsion STEEL FurNAcE Co. has moved 
its general offices from 118 S. Clinton St. to new and 
larger quarters at 546 W. Washington Blvd., Chi- 


cago 0. 


> GeNneRAL Controis Co. recently held open house 
in a new warehouse and showroom building at 600 


Bryant St.. San Francisco, which increases the com- 


pany’s Bay area facilities by 120 percent. 








In the New York market 
.. Where price is 

an important factor .. . 
and rigid building 

codes exist... 

Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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MODERN DESIG 


Eliminates Dead Weight! 


Super-Efficient Humphrey 

Gas Burner Is Light, Strong 
Formed Steel With DUAL-FLAME 
Heads Of Stainless Steel 


Humphrey “Series A’ Gas Unit Heaters are lighter, stronger, 
more durable and more efficient, due to this exclusive Humphrey 
Gas Burner. 

Ordinarily, burners are made of thick cast iron — satisfactory 
for small heaters but excessively heavy in ceiling-suspended unit 
heaters. 

Humphrey solved this weight problem by making their burner 
of light, strong formed steel. The exclusive “Dual-Flame” heads 
are stainless steel — efficient, self-cleaning, and highly resistant 
both to heat and corrosion. 

This great Humphrey Gas Burner is one of many quality fea- 
tures that make Humphrey Unit Heaters first choice of those who 
want the best in service and dependability. 


GENERAL GAS LIGHT CO., Kalamazoo, Mich. 


Automatic Gas 


UNIT HEATERS 
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END WATER PROBLEMS we Soar (Continued) 
WITH LOW-COST 
HIGH-QUALITY 





LARKIN 


ZEPHYRCON 


air cooled 
condenser 


UNITED STATES Air Conditioning Corp. execu- 
tives inspect first group of air conditioning units 
to come off the production line at the company’s 
new Philadelphia plant. They are (1 to r) George 
W. Ingham, production vice president; David E. 
Feinberg, president; R. D. McLain, manager, RK 
Div.; and R. P. Kelley, general sales manager 


> Unirep States Air Conpitioninc Corp., which 
recently moved from Minneapolis to Philadelphia, is 
now producing air conditioning units at the new 
plant. 


>» A NEW AND ENLARGED copper and brass warehouse 
in the New York area has been opened by C. G. 


Hussey & Co., Div. of Copper Range Co. The new 


0 AS EASY AS A BREEZE! facility was constructed in Long Island City to re- 
HANDLES UP TO 40 TONS place the Sixth Ave. warehouse which has served the 
Here’s the ideal air cooled condenser for residential and New York district since 1906. 
commercial air conditioning installations up to 40 tons. 
The Larkin Zephyrcon pulls the air over the condensing ' 
coils, assuring even air distribution and holding operating >» Leonarp C. Kroes, sales manager of the Brundage 
noise to a minimum. 
The Larkin Zephyrcon is engineered with sufficient con- Caleate university conducted by the Amesicas Men- 
densing capacity to solve your problem, yet it is economi- 4 rs Ty} a 
cal to buy, install, maintain, and operate. See your whole- agement Association. The seminar was devoted to the 
saler for details and specifications, or write direct to us. 


Co., recently returned from a week-long seminar at 


“Organization and Techniques of Sales Forecasting” 


under the general leadership of Matthew C. Wagner, 
FIVE MODELS WITH merchandise manager for the New Departure Div.. 
OUTSTANDING FEATURES 


General Motors Cor p. 
@ 2, 3, 5, 8, and 10-ton units engineered for parallel use 
@ Famous Larkin cross-fin coil—alumi fins, copper tubes 


, . ». . 
@ Finished with corrosion-resistant epon-base, chlorinated- > Burniece’s Inc. is the new name of 
rubber enamel 


Heating & Sheet Metal Co., Minneapolis. 

@ Permanently lubricated motors operate quietly on resilient 

adjustable base. Motors are provided with overload pro- 

tection ne. : ' , : - 
@ Motor wired to weather-proof external conduit box » Burns Georce, vice president of sales, Vanadium- 
@ Fan guard is standard equipment Alloys Steel Corp., has been elected a director of the 

th fed for indoor or outdoor opera- ae , . 

ORmene is weatherproofed for indoor or Pp Washineten Stcel Corp. 
@ Slotted hanger bars for ceiling or floor installation 





Burniece’s 


ony aor hetins > Puttman Vacuum C Leaner Corp. recently re- 
2 Syh AR UN cos ceived a commendation from the Massachusetts De- 
+, Se é sy Dl lal rac partment of Commerce for its rapid recovery from a 
— plant-leveling fre last year. Commissioner Richard 
519 Memorial Drive, S.E. @ ATLANTA, GEORGIA @ MUrray 8-3171 Preston, in making the award, stated: “May I extend 


18% 
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AIRCOUSTAT SILENCES ALL FREQUENCIES 
IN THE AUDIO-FREQUENCY RANGE! 


Resonators hold low- 
frequency sounds 


Periodic internal 
} structure dampens 


Sound-absorbent 3 
| middle-frequency noise 


materials suppress 
high frequencies 


AIRCOUSTAT* Sound Traps eliminate 
air conditioning noise at 50% less cost 


Acoustical Performance Guaranteed. Easy to Install. 
Pre-Engineered—No Design or Layout Headaches. 


Revolutionary Arrcoustat Sound Traps for low- 
velocity air conditioning systems reduce labor, 
materials and storage costs. Deliver guaranteed 
noise control efficiency. 

You don’t need special tools for installation. 
Since one 5-foot ArrcousTAT does the job of 80 feet 
of ordinary duct lining, you have less to install. 
Fitting ArRcOUSTAT units is easy since they fit any 
shape of duct . . . and are not dependent upon the 
size of the duct cross-section. Pre-engineering saves 
design and layout time because A1rrcoustatTs don’t 
have to be individually designed for each particular 


# .| INDUSTRIAL 


KOPPERS|| 


v7 SOUND CONTROL 


Engineered Products Sold with Service 


AMERICAN ARTISAN, SEPTEMBER 1956 


duct in the system. ArrcoustaT simplifies your 
storage problems and lets you get materials on the 
job early. In-shop lining of duct is eliminated—you 
can ship your ducts nested together and store them 
outside on the job site. 

Discover how Arircoustat Sound Traps can save 
you time and money ... create greater customer 


satisfaction. 
*Koppers Trademark 


MAIL THIS COUPON TODAY 


Koppers Company, Inc., Metal Products Div., Industrial 
Sound Control Dept., 6509 Scott St., Baltimore 3, Md. 
Gentlemen: Please send me a free copy of your booklet on 
Arrcoustat Sound Traps. 


Name... 
Company 
Address 


..Zone.. State 
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my heartiest congratulations on your company’s swift 
recovery from the disastrous fire of a year ago. As 
commissioner of the Massachusetts Department of 
Commerce | wish to commend you for your spirit, 


resourcefulness and energetic efforts.” 


> Carrier Corr. has begun construction of its new 
administration and research center at Thompson Road. 
Town of DeWitt, the major project of the company’s 
$12 million expansion program in the Syracuse area. 
William Bynum, Carrier president, officiated at the 
GLASS-LINED ground breaking ceremonies. . = 
ae 2 The firm recently completed a new office building 
mone: GiL-SO ; for headquarters personnel of the Dallas district. 
FOR HOTTER WATER i Address of the new Dallas operation in 10838 Central 
CLEAMER, FASTER! Expressway and Manderville Rd. 

The Bryant Div. has started construction of a 
100.000 sq ft warehouse which is expected to cost 
about $700,000. It will be located just north of the 
division’s manufacturing plant at 1100 W. 21st St.. 


Indianapolis. 


> THomas Air Conpitioninc Co., Minneapolis con- 
tractor, recently completed modernization of its build- 


ing at 2428 Riverside Ave. 


‘eo. @) —)—) = > J. W. Kreurrner, vice president of Buensod- 
: Stacey. Inc. recently discussed current progress and 
model CP-30 pe 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 


future trends in the air conditioning industry during 
an interview on the Dumont network’s “Cavalcade 
of Progress” program. The program included filmed 
Features solid copper tank shots of the company’s factory at Charlotte, N. C. as 


encased in heavy-gauge higt 
strength steel to withstand 
Hydrostatic test pressure of ; } tems installed by the company throughout the country. 
525 Ibs. psi : 


well as a filmed ‘tour’ of representative dual-duct sys- 


Cleaner water assured 
always. flows through E ; > 5 
Never-Rust copper ea shaw-Fulton Controls Co. the right to manufacture and 


AGREEMENTS have been reached giving Robert- 





No heat loss heavy ‘ = saad sell control devices developed by Bergen Research 
Fiber < }} . . . el 
ergias Engineering Corp. of Teterboro, N. J. 


ympletely 
> W. H. Evans has been elected president of Minne- 
apolis-Honeywell Regulator Co., Ltd., Toronto. Mr. 
Evans. who has been general manager since 1941 
STYLED FOR STREAMLINED GOOD LOOKS! : 
You'll like the attractive baked enamel finish and smart 


custom styling of both new Radiant hot water heaters. They a ae 7 rap 
blend with the decor of modern kitchens and recreation rooms. who has been elected board chairman, 


and vice president and general manager since 1951, 


takes over the presidency from Harold W. Sweatt 


LOWER COST HOT WATER! >» Wausat 
Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating . ; ; 
water at lower cost. brate the completion of its new offices and display 


rooms at 2nd & McClellan St. 


FurRNACE Co., heating and cooling dealer 


of Wausau, Wis. recently held open house to cele- 


Write for complete literature on all Radiant products. >» AvTo-rLo Corp. has moved into new offices and 


RADIANT UTILITIES CORP plant at 12085 Dixie St., Detroit. The move into 


larger quarters was necessitated by increased demand 


8817 18th Ave., Brooklyn 14, N.Y. for the company’s products. 
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Reduce 
your 
inventory 


problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 

In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration —no matter 
what filter is installed on their job. 


1. Water and acid resistant element. 
2. Uniform density filtering to .0005”. 
3. No channeling or ‘‘soft’’ spots. 


4. Wil! not shrink, distort, stretch, flake 
or deteriorate. 


5. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


p-~ MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This handy guide shows you, instantly, the filter 
refills which may be used, interchangeably, in all 
leading filter units. 


Dept. OB5-930, Purolator Products Co., Inc. 
Rahway, New Jersey 


Please send me _ copies of your Oil Burner Filter 


Pe UW J O LAT © rF Element sn i i 


Name 


PRODUCTS, INC. Address 
FIRST iN THE FIELD OF FILTERING” 


Rahway, New Jersey and Toronto, Ontario, Canada 
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Branch connections 
are 


EASIER 


WIREMOLD 


AIR DUCT 


Bends easily without kinking 


Wiremold Flexible Air Duct saves you 
TIME and LABOR e Connects air distributing 
units with branch ducts easier and faster @ Solves 
misalignment problems @ Allows for expansion 
and contraction of the system and prevents trans- 
mission of mechanical vibration @ Minimum 
waste — short lengths quickly spliced on the 
job @ Lasts longer — vinyl coated fiberglas fabric 
is mechanically locked into the strong steel spi- 
ral, eliminating glues or adhesives that dry out 
and crack. 


Wiremold Flexible Air Duct meets the 
standards established by the National Board of 
Fire Underwriters. 


There are Wiremold representatives in 
cities throughout the United States, 
Canada and Cuba. 


The WiRE MOLD Company 


Hartford 10, Connecticut 


wholesaler doings... 





OHIO BOYS celebrate “Christmas in August” 
through the courtesy of John Robertson Heating 
Supply Co. and its dealers 


> NiINETY-NINE BOYS from northeastern Ohio went 
to camp this year at the expense of the John Robertson 
Heating Supply Co. and its dealers. Formerly, the 
Robertson firm sent each of its 3000 dealers a small 
Christmas remembrance; however, last year, with 
the approval of the dealers, the company set up a 
Christmas in August Leadership Award Program, 
through which outstanding boys are provided with a 
week-long camp vacation. All boys selected are 12- 
year-olds who show leadership qualities in their school 
rooms. They are selected by their teachers for the 


leadership award. 


> TENNESSEE ENGINEERING Co., Chattanooga, Tenn. 
will handle the distribution of Westinghouse packaged 
products, including heat pumps and electronic air 


cleaners, in parts of Tennessee, Georgia and Alabama. 


> A NEW WHOLESALER of heating and cooling equip- 
ment is the Heating & Air Conditioning Supply Co., 
245 Ninth Ave., N., Minneapolis 1. The Minneapolis 
firm is an exclusive Armstrong Furnace Co. whole- 


saler in Minnesota and part of Wisconsin. 


> SaLesMEN of Demmler Bros. Co., Pittsburgh whole- 
saler, recently took part in a new type of sales contest. 
Instead of accepting individual prizes, they decided 
to pool their efforts and send the awards to some 
worthy charity, and the Demmler firm agreed to match 
their contribution. The company reports that the 
maximum quota was reached, resulting in a con- 
tribution of $50 being sent to a local hospital building 


fund. 


> J. L. Perry Co., Nashville, Tenn. is now handling 
the distribution of Westinghouse Electric Corp.’s pack- 
aged product line, including heat pumps. Headed by 
J. L. Perry, Jr.. president, and N. A. Carswell, sales 
manager, the Perry company will make direct sales 
of air conditioning products to industrial customers 
in parts of Tennessee and Kentucky. 
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wholesaler doings 


(Continued ) 





> Frank J. Kerscuer Co. recently sponsored a meet- 
ing on gas vent pipe for dealers, sheet metal contrac- 
tors, natural gas company personnel, building con- 
tractors, firemen, architects and other interested per- 
sons. Rutherford Hayes, representing the Metalbestos 
Div. of the William Wallace Co., conducted the meet- 
ing. The Kerscher firm also recently conducted a 
meeting on “Luxaire” equipment, which was attended 
by both sales and service personnel of heating and 
cooling dealers. 


> Jonn J. CULLINANE has been named president of 
Layton Supply Corp., Milwaukee wholesale distributor 
of air conditioning and heating equipment. He former- 
ly was a sales engineer with the air conditioning divi- 
sion of Westinghouse Electric Corp., Chicago. The 
Layton firm is a distributor of Westinghouse packaged 
air conditioners, gas and oil fired warm air furnaces, 
electrostatic air cleaners and other products in Wis- 
consin and upper Michigan. 


> A NEW WHOLESALER of warm air heating and 
summer cooling equipment is Ashland Pump and 
Supply Inc., 1245 Middle Rowsburg Rd., Ashland, 


Ohio. Paul A. Carl is president and general manager 


of the firm, Dale W. Sigafoos vice president and sales 
manager, and Frank W. Lutz manager of the new 
heating department. 


>» M & R Air Conpitioninc Corp., 4018 Church 
Ave., Brooklyn has been franchised to distribute Gib- 
son Refrigerator Co.’s heating and cooling equipment 
in Kings and Queens counties in New York. Theodore 
A. Reina is president and Emil J. Merenda is vice 


president. 


>» Ropcers ENGINEERING Co., north Texas distributor 
for Mueller Climatrol and Kennard air conditioning 
equipment, has moved into new offices and warehouse 
at 1925 Record Crossing, Dallas. The new building 


contains 6000 sq ft of office and display space. 


> Air Rive Propucts Co. of Macon, Ga. will handle 
the distribution of Westinghouse Electric Corp.’s pack- 
aged products, including heat pumps, in parts of 
Georgia and Florida. Aaron Torch is president of 


Air Rite. 


> Hariicer aNp Tosias AppLiances, 1203 Court 
St., Pekin, Ill. has been named to handle distribution 
of heating and cooling equipment in parts of Illinois 
by Gibson Refrigerator Co. J. E. Hafliger and C. K. 
Tobias are principals in the company. 








Immediate Delweory from Stock 


STANDARDIZED 


Air Conditioning 
Pre-Fabricated 


DUCT and FITTINGS 


MAXWELL STEEL COMPANY 


P.O. DRAWER 230 
FORT WORTH 1, TEXAS 


and Heating 


Write for NEW CATALOG today 
Company 
Address 
City 


Purchasing Agent 
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NEW IMPROVED 


SQUARE 
DUCT HANGER 


With new ‘Positive Lock’’ cam 
elaitesMmi-telitia- No Spe- 

cial Tools! Hammer. does 

\ the Job! Available 


fp : ’ ss in six lengths. 
« C “ge 


. Round Pipe Hanger used when 
joist is offset from duct 
Simple Application of Square 
Duct Hanger as shipped to you 








© Shorp prong 
pierces 

@ Insert 
“Positive 
Lock’ —tap 





SQUARE DUCT HANGER [ibmenon 


for FREE sumples 


tV Ss 
i] b TEST THEM YOURSELF 


Square Duct Hanger ON THE JOB! \ 
twisted and in place | \e 


ouct{ 


A. MA. HEXDALE CO. f moscioctorers of Steet Mote! Specialties 


MORRIS, ILLINOIS 


LOW COST 


FIELD TESTED 


oporcle 


UTOMATIC HUMIDIFIER 
FOR COUNTERFLOW 
STYLE FURNACES 


in basementless houses with perime 
eter heating. 


@ Provides true winter air condi- 
tioning at low cost. 


@ Installs in minutes. All parts fur- 
nished for mounting on exterior 
of furnace casing. 


Balanced humidity assured by 
sensitive thermostatic control of 
water flow. 





Complete assemblies for furnaces 
with concrete floor plenums, or 
with crawl space plenums. 

A 


MODEL CF-500 WRITE FOR CATALOG A-9 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 





merchandising ideas 





“GOLDIE” GIRL tags a visitor 
to the Penn Controls booth at 
OHI show 


> A reaTuRE of the Penn Controls display at the 
recent Oil-Heat Institute show in New York City was 
a gold plated model of the company’s new stack 
switch. identified as “Goldie.” “Goldie” girls passed 
out information on the new controls and tagged 
visitors with lapel cards which bore a simulated lip- 
stick imprint and the words, “I Saw Goldie.” 


Thana tessa athe AIR of « Ge, ; 


Lennox 


Beauty - roma 
. ~ _—- - 7 ome 


LENNOX INDUSTRIES INC. recog- 
nizes the woman's influence in home 


buying in new series of consumer ads 


>» “Beauty Conpitioninc” is the theme of a pro 
motional campaign sponsored by Lennox Industries 
Inc. in cooperation with home builders throughout 
the country. Slanted toward woman readers, consumer 
ads used in the campaign emphasize the beneficial 
effects of year ‘round air conditioning on personal 
appearance. Also pointed out are such advantages as 
less housework, good sleeping conditions and_ better 


health for the entire family. 
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merchandising ideas 


(Continued ) 





>» Duro-Dyne Corp. announced the advent of 
“Junior” residential duct connectors to its wholesalers 
with a pair of miniature baby shoes. Included with 
the announcement was a sample folder for whole- 
salers to use in introducing “Junior” to their cus- 
tomers. The folder describes the company’s complete 
line of flexible duct connector products and contains 


an actual sample of the new “Junior” size connector. 


> Wittiam Sremven Mec. Co. offers display racks 
to jobbers of oil heating accessories which can be 
mounted on the wall to avoid taking up counter space. 
The racks each measure 24 X 24 inches. Rack No. 1] 
holds up to 600 nozzles; rack No. 2 is designed fox 
both nozzles and electrodes: and rack No. 3. holds 


only electrodes. 


>» OUTDOOR THERMOMETERS, printed in green and 
gold, are available through distributors of Waterman- 
Waterbury equipment at a cost of $4.90 each. The 
thermometers, imprinted with the dealer’s name, ad 
dress and phone number. are covered with convex 
glass, are designed for easy attachment to any type 


of surface. 


ULTRAVIOLET lamp fea- 
tures are pointed out to 
dealer Perry Obalil (left) by 
A. A. Jannings 


>» Sampson CHEMICAL AND PIGMENT Corp. has 
adopted the slogan “A Home of Health” and uses it 
wherever one of its air purifier units has been in- 
stalled. A white label 5 in. square with a full size 
red cross points out the advantages of no stale ot 
musty air. no cooking or tobacco odors. and less air- 
borne pollen and bacteria. Ultraviolet ray lamp as- 
semblies have recently been sold to a builder for use 
in a new 120 tri-level house project now under con- 
struction. Perry QObalil. warm air heating dealer of 


Western Springs, Ill.. is installing the heating units. 
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PORTABLE 


PUNCHES AND 


A TOOL FOR 


YOUR BEST INVESTMENT 


cever WHITNEY puncues 


PO 


NO. 91 BENCH PUNCH 


HAND 
OPERATED r Tike seat also can be obtained with 


0”, 18”, and 24” depth of throat. 
All parts including extra punches 
and dies are interchangeable. 
As an extra, the notching at- 
tachment will notch 1-'/2 x 

1-Y_ x Ve” angle iron for 

making of right angle 

bends. Also punches 


i d chan- 
EVERY Se hs bane 


d dies i ds, 
PURPOSE. pera go Nagun ng 


SHEARS. 


t i ial 
LEADERS shapes ond sizes. 


SINCE 1907 


Capacity 


Please Write V2" hole through '/," 
Today for iron ¥%," hole through 
Literature 3/16" iron 2” hole 


through Vs" iron 
Weight 82 Ibs. Depth 


See Your Jobber of throat 5” Punches 


and dies '/3" to 2” 


HITNEY MFG. CO. 


636 RACE ST. ROCKFORD ILL. 





' DO ALLThese Jobs 
’ with ONE TOOL 


SMITH'S 
“mem, 180° UNIVERSAL BRAKE 


Se 


aie 


Smith's 180° Universal Brake is the answer to the need for 
one low cost tool that can handle a wide variety of bending 
and forming jobs with speed and accuracy Designed to 
permit selective bending of portions of a workpiece without 
restriction, the Universal Brake’s application and use is 
literally unlimited. It will handle 18 gauge mild steel 26” 
wide to 7 gauge 144” wide, at any angle, up to 180° in one 
operation. It has adjustable angle stops and back gauges to 
assure precise duplication of work pieces, making it a very 
valuable production tool. Write for illustrated circular and 
more details. 


R £ § iol ft T by 1124 ELIZABETH AVENUE 
+ . WAUKEGAN, ILLINOIS 








Which 


Do YOU Prefer? 


7s 


FLEXI-DUCT VIBRA-STOP 
e \V V>e 
+ Frant \y/ilson 


FLEXIBLE DUCT CONNECTIONS 


Stop system noise on Heating, Ventilating and Air Con- 
ditioning installations. Isolate mechanical rattles, starting 
vibrations, “on and off” cycle sounds, shaft whine, fan 
hum, etc. at their source. Apply either of the Grant Wil- 
son Flexible Duct Connections between blower or plenum 
and furnace casing, between take-offs and main or 
branches . . . the resultant quietness of system operation 
satisfies customers, leads to more 

jobs, without call-backs. 


FLEXI-DUCT .. . 


Grant Wilson's Woven Asbes- 
tos Flexible Tape. The choice 
of those who want rock-bot- 
tom economy combined with 
top efficiency. Handy 50 foot 
rolls, 6 inches wide, and 150 
foot rolls, 8 in. wide, both 
with selvaged edges. Can be 
taped or bolted to equipment 
or duct work. 
A, i j Aa 
VIBRA-STOP .. . FLEXI-DUCT lifts out of carton 


for easy use. 
Asbestos or Canvas, 4” wide, , 
factory seal to 4” No. 1 Prime 
Galvanized Metal on one side, 
3” on the other. Preferred by 
those who want the quickest, 
easiest installation. 25, 50 and 
100 foot rolls in handy, indi- 
vidual size “roll out” cartons 


Asbestos used is Underwriters’ 
grade and meets Federal specs. 
MIL-C-4177. Canvas, also Un- 
derwriters’ grade, meets Fed 
eral specs. MIL-D-10860. ‘ 


Write today for full informa- 

tion, FREE samples and prices \) = 
, : VIBRA-STOP 
ask for Bulletin 956-AA. “oli out” cartons 


ASBESTOS and INSULATING MATERIALS 


141 WEST JACKSON BLVD e CHICAGO 4, ILLINOIS 


appointments... 





>» M. Everett Barnarp as manager of Carrier Corp.'s 
unit heater department. Mr. Barnard has been a 
member of the department since 1929 and has served 
as sales manager since 1954. Gilbert T. Stacey has 
heen appointed Charlotte, N. C. district manager for 
the Unitary Equipment Div. He will have his head- 
quarters at 2610 South Boulevard, Charlotte. Harold 
C. Cook has been named Atlanta district self-contained 
“Weathermaker” air conditioning specialist for the 
division. Prior to joining Carrier, Mr. Cook was with 
the M. T. Gossett Co. of Nashville, Tenn. 


M. Everett Barnard George Sharkey 


» George Sharkey as West Coast assistant regional 
manager for the Airtemp Div., Chrysler Corp. Mr. 
Sharkey, prior to his present appointment, was district 
manager. He succeeds L. D. Brosell who recently 


resigned. 


» Cart W. MILLsom, Jr. as vice president of air con- 
ditioning and heating sales for Perfection Industries, 
Div. of Hupp Corp. Mr. Millsom was formerly vice 
president of sales, Acme Industries, Inc., and before 
that was vice president and general manager for Tem- 
perature Equipment Corp., Cleveland. Donald G. 
Wright has been named general sales manager, con- 
tract sales, for the division. Mr. Wright was previously 
general manager of the Globe Stamping and Refriger- 
ation Products Div., Hupp Corp. 


> Paut A. Ryan as advertising and sales promotion 
manager for the Janitrol Heating & Air Conditioning 


Div.. Surface Combustion Corp. 


>» Derrick L. Brewster as assistant general manag- 
er of sales for Inland Steel Co. John Strome succeeds 
Mr. Brewster in his former capacity as manager of the 
Chicago district sales office, and William P. Goodman 
will be transferred from South Bend, Ind. to become 
assistant manager at Chicago. John G. Mack, Jr. has 
been named assistant manager of the bar and semi- 


finished steel division of the sales department. 
>» EE. A. Turner as Chicago district sales manager for 
the L. O. F Glass Fibers Co. Formerly Chicago field 


representative for the firm, Mr. Turner previously had 
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There’s a PROPER SIZE Monmouth 
for every Heating Unit 


Monmouth does not offer just one size Humidifier for all heating 
units. It provides a complete range of sizes and capacities to do 
the job properly for the correct size pan and correct number 
of plates are essential to efficient operation. This is especially 
vital with modern automatic forced air heat, with relatively low 
bonnet temperature, where sufficient diffusion to convey moisture 
to the volume of air handled is absolutely necessary. When you 
install the proper size Monmouth, your job is not half done, but 
ALL done. The complete line includes various Flotrol Models - 

the No. 310 for your smaller jobs and the Monmouth gas-fired 
Humidity Conditioner for all radiator systems. Write for de- 


scriptive Bulletins. 
THE CLEVELAND HUMIDIFIER CO. 


Cleveland 3, Ohio 


MONMOUTH 
HUMIDIFIERS 


7802 Wade Park Avenue 


Sa turoatiess SHEAR 


CAPACITY 
Ye MILD STEEL 
10 GA. 
STAINLESS 


FASTER, 
EASIER CUTTING 


to any Shape! 


@ Compactly built for maximum 
visibility and efficiency 

@ Operates on 35 to 150 PSI air 
pressure 

@ Adjustable power and return 
stroke length and speed 


Beverly Pneumatic Shears ~ 

combine all the advantages of 

Beverly Throatless Shears with 

fast, effortless cutting action through 

air cylinder operation. Air operation speeds 

work, permits accurate cutting to a pattern or 
template, as operator can concentrate on guiding 
work through the shear. Flow control valves permit 
precise adjustment of stroke speed; adjustable actuat- 
ing arm controls stroke length. Foot Switch permits 
operator to use both hands on the work piece. 
Operates on 110V. 60 cycles AC and 35 to 150 PSI 
air pressure. 


See your nearby Beverly Distributor 
Write for catalog sheet and complete details. 


BEVERLY SHEAR MANUFACTURING CO. 


3020 W. Ilith STREET « CHICAGO 43, ILLINOIS 
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TIME SAVING 


ty Aa) 
DAMPER REGULATORS 


PERMIT 
INSTANT ASSEMBLY 


(Shown— headpiece of #27 E-2-ON) 


It’s the little things tha? 
make the Big difference! 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 


Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


M.A.GERETT Corp. 


724 W. Winnebago, Milwaukee, Wis. 


STYLE & SIZE 
Famous E-Z-ON standard 
design No. 27 
Solid end tail piece, threaded 
ead piece and wing nut — 

¥%" bearing. 
Superior E-Z-ON 
Stocked in CANADA by **Snap-Tite’’ Design No. 29 


THERMIDAIRE CORP Toil piece with retractable 


snap end bearing, threaded 
7-9 Cumberland Street, Toronto head piece and wing nut — 


¥%” bearing. 


YOU Need This 
y-Wi ame Orovaveliilelaliatcm Ot-tt-trere| 


Wholesale Only 


Oa 10,000 ITEMS 


CONDITIONING 
REFRIGERATION 
ELECTRIC MOTORS with confidence from our 
DEPENDABOOK catalog. 


Ya f tS and g upp 1e9 Prompt deliveries of 


fresh stock — for less! 


We sell you — NOT your 
customers. And we sell for 
less. Buy — by mail — 


Write for your copy today on your letterhead to 
The HARRY ALTER CO., INC. 


1717 S$. Wabash Avenue, Dept. G, Chicago 16, Illinois 


Branche n New York, Dall Atlanta 





KIRK: Alum 


THE BLOW PIPE 
SUPPLY HOUSE 


ONE-PIECE BLOW PIPE ELBOWS 
BALL JOINTS e HOODS 

FLOOR SWEEPS e FLEXIBLE TUBING 
CUT OFFS e ANGLE RINGS 
CYCLONE COLLECTORS & SUPPORTS 


From one source you can 
get all types of blow pipe 
parts and components... 
made in production quan- 
tities by Kirk & Blum. 
Depend on K & B manu- 
facturing experience for 
superior blow pipe parts at 
less cost than hand made 
parts. 


Write for new Bulletin No. 1356 


THE KIRK & BLUM MFG. CO. 
3180 Forrer St., Cincinnati 9, O. 


« Easier 
to Install 

« New Quiet 
Operation 

« Competitive 
Prices 


COOLAIR Ventilating Fans 


For quiet, general purpose ventilation at lowest 
cost, you can’t beat the Coolair type CQ shown here 
It's ideal for schools, auditoriums, and stores 
wherever a quiet fan is needed 

Exclusive rubber vibration insulators, as shown 
in the insert photo, are built into the fan frame 
You can meet specifications for resilient-mounted, 
wall-type fans with far less installation trouble 
and cost. No bother with mounting fan on rubber 
or felt 

Proof that Coolair prices are competitive—Coolair 
fans were used on all four U.S. 3rd Army barracks 
rehabilitation projects started in the summer of 1955 


Write for Free Catalog Folder 


AMERICAN COOLAIR 
CORPORATION 


3610 Mayflower Street 


Jacksonville 3, Florida 


appointments 


(Continued ) 





several years experience in the glass industry while a 
sales representative with the Fiber Glass Div.. Libbey- 
Owens-Ford Glass Co. R. H. Barnard. Jr.. Charlotte. 
N. Cy field representative, has been promoted to dis- 


trict manager of the Charlotte area. 


Todd L. Owens James M. Farrell 

> Topp L. Owens as manager, advertising and sales 

promotion, and James M. Farrell as sales manager. 

room air conditioners. for the Commercial Div.. York 

Corp.. a subsidiary of Borg-Warner Corp. Both men 

were formerly with the ( rosley Div.. Avco Mfe. Corp. 
Mr. Owens as advertising manager and Mr. Farrell 


as merchandising manager. 


>» Renne G. Rankin as field sales manager for the 
Blend-Air heating and air conditioning division of the 
Coleman Co. Ine. Mr. Rankin = sueceeds  Haseal 
Simmons, who has been appointed manager of the 
branch sales office in Kansas City, Mo. 


>» Morris G. MuNsoN as southern regional managet 
for American Air Filter Co. Mr. Munson will be re- 
sponsible for the field sales organization in the states 
of Florida, Georgia, Alabama, Mississippi, Louisiana, 
Texas. Arkansas and Oklahoma. He has been associ- 
ated with the firm since 1911. Succeeding him as 
southern regional manager for the unit ventilator and 
heating and ventilating products departments is J. M. 
Osborne. Both men will have headquarters in the 
southern regional office at 11730 Gulf Blvd... St. 


Petersburg. Fla. 


> Lawrence P. Brapy as national account sales coor- 
dinator for air conditioning equipment in the New 
York district office of Worthington Corp. He will be 
responsible for sales contact work with the buying 
headquarters of all national accounts located in the 


New York district office territory. 


> James H. Facver, former general field representa- 
tive for Tuttle & Bailey Div., Allied Thermal Corp.. as 
manager of the company’s new Philadelphia office and 
warehouse. The new warehouse. stocking grilles. 
registers and ceiling diffusers, will serve parts of 


Pennsylvania and New Jersey as well as the state of 
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New ANEMOTHERM [__— on 
AIR METER gives you Insto-Gas 


LIGHTING z 
SOLDERING IRON HEATER 


A 7 e 
ir Velocity 
Ln Sheet metal contractors can 
- ou | y ‘ — now have hot soldering irons 
Air Temperature — in 2 minutes and with Insto- 
Gas they can be kept at the 
desired temperature all day long with- 


Static Pressure : \ ’ out even looking at the heater. Insto- 


Gas saves 40% on fuel cost and enough 
time to pay for the entire equipment 
in one week's operation. 


. é ‘ . 
with The Insto-Gas soldering iron heater 
when attached to the cylinder by 50-ft 


hose can be operated on a scaffold or 
(Puys Xue uyr\(ryoyn) roof without moving the cylinder. 
INTERNALLY FIRED SOLDERING 
ease IRONS 


. These Insto-Gas soldering 
The new model 60 Anemotherm Air Meter helps you irons are designed for con- 


balance heating, ventilating and air conditioning sys- tinuous operation with no 


é é stopping to change irons. 
tems the modern pushbutton way. It puts air velocity, M i o dee cinne: daw Mo. 


air temperature and static pressure at your fingertips 1-S (2) for fine work; the 
... pays for itself through time saved on only one No. 2-S (5) and the No. 2-S 
alps (8) for heavy soldering 
major job. @ Write for Bulletin 55 giving all Listed by Underwriters Lab 
essential data. oratories and Factory Mutu- 
AC 1338B als Laboratories 
Write For Free Folde 
INSTO-GAS CORPORATION 


DETROIT 7, MICHIGAN 
ASK FOR NEW FOLDER ON INSTO-HOT SALAMANDERS 


ANEMOSTAT CORPORATION OF AMERICA 
10 EAST 39th STREET, NEW YORK 16, N. Y. 





BANNER “JET-8” 
BURNER 


THE JET-8 IS A SUPERIOR NEW DESIGN AND CON- 
STRUCTION WITH UNMATCHED ADVANTAGES FOR YOU: 


@ Designed to eliminate all delays and difficulties when installing— 
telescoping venturi, compact parts, other design elements provide a 
truly universal unit to fit all furnaces and boilers. 


@ Top quality components throughout, such as one-piece chrome 
alloy cast iron burner head, Minneapolis-Honeywell Powerpile con- 
trols, assure customer satisfaction, eliminate costly callbacks and 
adjustments. 


@ Completely competitive price despite highest quality. 


@ Full input range—80,000 to 200,000 BTU—delivered assembled, 
ready to install. 


TEST FOR ALL PROFIT LEAKS AFTER EACH 
INSTALLATION AND YOU WILL SWITCH TO THE JET-8 


You owe it to your business to get full details. Write. 


BANNER BURNER COMPANY 


227 EAST INDIANOLA AVENUE, YOUNGSTOWN, OHIO 
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ALL THE HOT WATER 


se) YOU CAN USE 


FOR AS LITTLE AS 


=O 4 a month 
(er aroma 


GLASS LINED Oil FIRED 
WATER HEATER 


CHOICE OF 


e GLASS LINED 


30 Gallon * 120 Gal. Hour Recovery 
With 5 Year Warranty 


@ COPPER LINED 
30 Gallon * 120 Gal. Hour Recovery 
With 10-Year Warranty 


@ or GALVANIZED (A.S.M.E.) constructed 
30 Gallon * 125 Gal. Hour Recovery 
35 Gallon * 165 Gal. Hour Recovery 
44 Gallon * 215 Gal. Hour Recovery 


Write for Prices and Literature 


Newark 4, New Jersey 


QUIET AUTOMATIC BURNER CORP. 


FACTORY: MONTCLAIR, NEW JERSEY (Newark Co. Branch 











PIPE and FITTINGS 


Prompt Deliveries 


MONCRIEF offers a complete line of Prefabricated 
pipe and fittings for any type of Heating or Cool- 
ing system. All precision made, at low mass pro- 
duction cost. Prompt shipment from Atlanta Fac- 
tory makes MONCRIEF the South’s most depend- 
able source of supply on Duct Work. Registers. 
Grilles and Diffusers. Save time and money by or- 
dering from youl jobber TODAY. Write for 


catalogue showing fittings and prices. 


MONCRIEF FURNACE CO. 
P.O. Box 1673 = Atlanta, Ga. 
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Delaware. S. Charles Tarnoff has been appointed man- 
ager of the division’s new Chicago office and ware 
house which will serve customers in northern Illinois 
and the Gary area of Indiana. Mr. Tarnoff was 
formerly a sales engineer for the Sturtevant Div., West- 
inghouse Electric Corp. 


> CHaries W. HampTon as eastern sales engineer for 
Maxitrol Co. Mr. Hampton will cover the New Eng- 
land states, New York, Pennsylvania, New Jersey, 
Maryland, Delaware and the District of Columbia 
working with wholesale heating firms. 


>» Joun F. Scort as district manager of the Milwau- 
kee office of U. S. Steel Supply Div., United States 
Steel Corp. Mr. Scott, who was previously assistant 
district manager of the Milwaukee office, succeeds 
Carl Gallauer, Jr., who has retired. 


> Kennero E. O’SHaucunessy as factory sales rep- 
resentative in the New England and central New York 
state sales territories of the Torrington Mfg. Co. He 
will represent the company’s Air Impeller Div. 


> Puiu E. Bracut as a district sales engineer in 
the greater Chicago area for Brunner Mfg. Co., Utica, 
N. Y. and the Brunner Co., Gainesville, Ga. Mr. 
Bracht will have headquarters at 5306 W. Lawrence 
Ave., Chicago. 


> Ricwarp W. FisHer as general sales representative 
in central Ohio for Inland Steel Products Co. He will 
work out of the company’s Cleveland branch office. 


>» Mazzorrr & Russo of Patchogue, N. Y. as 
dealer for United States Air Conditioning Corp. 


> Howarp J. Warr, Jr. as exclusive representative 
for Connor Engineering Corp.’s “Kno-Draft” residen- 
tial ceiling air diffusers in North and South Carolina 
and Georgia. 


> Irvinc aNp Everett Brex as members of the 
sales administration staff of Excelsior Steel Furnace 
Co.’s Chicago office. Both men were previously with 
the company’s Brex Div. in Ridgewood, N. J. 


>» Ropert T. CrarK as sales representative for the 
Janitrol Heating and Air Conditioning Div., Surface 
Combustion Corp. Mr. Clark will handle residential 
and commercial heating and cooling equipment in the 
St. Louis territory. His office is at 2330 Hampton St., 
St. Louis. 


> Harotp Burke, James W. Miner and Robert C. 


Matzen as representatives in Minnesota and North 
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ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 
If you don’t have catalog K, send for it NOW. 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, 











DUCT HOLDER 
SETS a 
Price per Set $3.95 ={& 
A Helper in _ 


Every Set aauess 


Ask Your Jobber DUCT 


Maler 405 E. 48th Street 
PRODUCTS Minneapolis 9, Minn. 




















L give my customers 
the BEST/ 








WIGWAM- 
THERMCAP 


DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 

RAIN MOISTURE 


FUEL GAS CONDEN- 
SATION 








The WIGWAM-THERMCAP improves combustion — thus saves fuel. 
Looks good — is good. Keeps entire chimney dry. Has no moving 
parts to wear out. Saves costly repairs. Poor draft is dangerous; 
good draft means economy. The patented principle of WIGWAM- 
THERMCAP creates a draft-pull at the chimney top. ADAPTABLE TO 
ALL CHIMNEYS. 

Special WIGWAM-THERMCAP representatives’ contract available to 
qualifying dealers. Write for complete information, literature & 
instruction sheet. 





BOSTON MACHINE WoORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


AMERICAN ARTISAN, SEPTEMBER 1956 








GOOD JOBS NEED GOOD TOOLS 


For Longer-Lasting, Cooler-Handling use the 
“FITRITE” SPECIAL ALUMINUM MOP HANDLE. 











L 
if 





Light weight, unbreakable, economical. Will not burn. It's job- 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. Of- 
fered in 6', 7', and 8' lengths. 


A MECHANIC’S THIRD HAND 


‘“ ” A necessary tool 
FITRITE for every sheet 


3-WAY . metal man. Use it 
CLAMP 4 2 for on-the-job 





bending, forming, 
54" d “ seaming, straight- 
Throat 354g" deep ening 
Jaws 3'/2" x %" Price $3.55 


“FITRITE” SAFETY HOISTING HOOK 
The Sliding Sleeve O) 


is gravity operated 
and drops into posi- 
tion automatically 
keeping any item 
safely locked in 
while hoisting. 





A new hoisting 
hook for 

safely hoisting 
buckets and 
other materials. 


Price $2.50 


For |" rope or cable. \ 


To protect the trade, please use your printed stationery 


— —— BUNA LEVOW NEW YORK. II 


—& CHELSEA ~ 2400-2401 





. did — 
note of the important. 
message on page 202? 


D> Db od 














=-— THOR Quality Toots — 


Are time and money savers in heating 
and ventilating duct work. 


THOR GOVERNMENT LOCK DIES 
shear — punch a 5/32” 
hole — and mark point 

at breakline, all in one 
operation. 


Dies available for 1”, 
1%", 1%", and 11.” 
government locks. 
Hand or foot press 
operated, or for 
punch presses. 





& 
THOR : 
UNIVERSAL i, 


CLIP PUNCH 
completes lock in 
one operation — 
Saves 50% labor 


Pat. Pend. 
Capacity, 3 sheets 
of 20 ga. metal. 


New sensational tool for fastening government locks and standing 
seams. 





See your local decler or write for literature and samples of 
metal sheared in above tools. 


Thor Tool and Die Co. 


865 Estabrook St., 
San Leandro, Calif. 








Shipped COMPLETELY ASSEMBLED 


READY TO INSTALL 


=e. 


ROYAL 
FURNACE 
BLOWER 


Models with 12” or 10” blower wheel 
Heavy steel bottom, requires no cementing. 
High motor mount, safer in damp basements, 
Large access door, standard-size filters. 
Variable speed drive, easily adjusted. 
Unusually quiet, sturdy construction. 
Beautiful baked-on enamel finish. 


Heavy duty motor, automatic overload protection. 


For Prices and details, write 


ROYAL PRODUCTS CO. 


1406 E. 4th St Waterloo, towa 


appointments 
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Dakota for Auto-flo Corp. Victor and Joe Vogel. now 
covering part of Illinois, will also represent the com- 
pany in Kansas, Missouri and Oklahoma. B. L. Rush- 
ton. Inc. has been named to cover western Pennsyl- 
vania and the state of West Virginia. 


> JouNn F. SurBeck as the Washington, D. C. re- 
gional manager for air conditioning and heating for 
Gibson Refrigerator Co. His territory comprises parts 
of the states of Delaware. Maryland, Virginia, North 
and South Carolina. 


> James C. Tosin as central division construction 
manager for Powers Regulator Co. In his newly 
created position, Mr. Tobin will advise on and co- 
ordinate installation and service work in the central 


division. 


> Francis Hattoran, Howard Costello, Jr.. William 
Marshall and Harold Swatman as sales managers fot 
Penn Controls. Inc. Mr. Swatman. attached to the 
Dallas office. will cover southern Texas. while the 
other three men will serve the East Coast. Mr. Hal- 
loron has been assigned to Boston. Mr. Costello to 


North Bergen. N. J. and Mr. Marshall to Philadelphia. 





Obituaries 


C. T. Burg 

C. T. Bure, 62, vice president, Lron Fireman Mfg. Co.. 
died August 1, 1956, after several months of illness. 
Mr. Burg was in charge of sales since the company 
was organized in 1923 in Portland. Ore. He was elected 
vice president of the company in 1946. He was past 
president and director of the Stoker Manufacturers’ 
Association. a director of the Oil-Heat Institute. and a 
member of the National Warm Air Heating and Air 
Conditioning Association. He is survived by his wife. 


a son and a daughter. 


Harold &. Chapler 


Harotp FE. CHAPLER, 60, a salesman in Minneapolis- 
Honeywell Regulator Co.’s heating division, died July 
26. 1956. in Los Angeles. Mr. Chapler had been em- 
ployed by the firm for more than 30 years and was 
sales manager of the oil equipment controls sales divi- 
sion from 1945 until 1951. when ill health forced his 
partial retirement. After moving to California, he con- 
tinued to handle specialized sales work in the residen- 


tial controls field until his death. 
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Announcing the NEW 
“*K’? BOX GUTTER HANGER 


Sizes 4-5" Zinc Coated 

SPECIAL FEATURES 

* Fit — Precision made. 

* Strength — Prime metal 
only 212 gauge. 

* Rib — in back acts as a 
guide for gutter — pre- 
vents catching on nail 
heads. 


* Spring Clip — stays se- 
cure under all conditions. 
50 per carton including 
Spring Clip. 
Manufactured by 
Berger Bros. Company 
229-237 Arch St. 


Philadelphia 6, Pa. 


Elo ntilating 
pecialties 


Automatic Shutters 











Automatic 
Back Draft Shutters 
Hand-Operated Shutters 
Automatic Ceiling Shutters 
Hand-Operated 
Ceiling Shutters 


Unit Blower Shutters 
“ELGO" TYPE 
AUTOMATIC SHUTTER 


Write for circular and prices. Front View (Open) 


9 CATALOG 
VES IE RAS MSIE AR Masse 


BRUSHES £%¥ and SCRAPERS = 


For yee : rl Tubes and Flues : 


ae o f 
4 7/BOILERS © FURNACES: 
Wri = 
sieved ® 4 


CHIMNEYS 
. f° WORCESTER BRUSH AND 
eS 


Catalog SCRAPER CO. 
Division of 

mG = =8=6MASON-WORCESTER 

% ann BRUSH CO. 

Sean 27 - LEST ek 38 AUSTIN ST. WORCESTER 1, 








ELGO SHUTTER & MANUFACTURING CO. 
2738 W. Warren Detroit 8, Mich. 
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INSTALLATION 
EASIER ? 
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See page 45 
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Box 118 Eastwood Station 





See the large Duro-Dyne ad on page 148 
Make lowest cost residential 
flexible connectors with 


ECON -O-FAB 


When 
You've 
Got to 
Figure 
the Job 


FINISHED CONNECTORS 
COST LEAST WITH ECON. 
O-FAB because NO OTHER 
PRODUCT HAS THESE 
LARGE DIMENSIONS. 
Double-Loc Seam prevents cut 
fabric and call-backs. Avail- 
able in 50 ft. and 100 ft. rolls. 


DURO-DYNE CORPORATION 


800-B Third Ave., New Hyde Park, New York 





MANUFACTURERS OF 


FURNACE PIPE 

AND FITTINGS, 
Prefabricated Ducts, 

also conductor pipe, eaves 
trough, drip edge, rake strip, etc. 


THOR METAL PRODUCTS CO., INC. 
Syracuse, N. Y. 





. 


y 


is 




















RNY) 
ay) 


Look Better — Last Longer 
Superior workmanship and finish in heavy-gauge 
metal assures installations of lasting beauty. 
Most designs stamped in any thickness, up to 
one-fourth inch, from any metal. Catalog No. 
36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


West Coast Plant, Diamond Perforated Metals Co. 
17915 So. Figueroa St., Gardena, Calif. 


The Quality 


Ventilator 
for all 
important 
industrial 
installations 


“ ; e 

sy Swartwout-Dexter Heat Valve 
solves many roof ventilating problems 
The Swartwout Co., 18511 Euclid Ave., Cleveland 12, Ohio 








find what yeu need quickly 


and economically through. 


( | A S S | F | F D Rates for classified advertising are 12 cents for each word including heading 


and address. One inch $6.00. Count seven words for keyed address. Minimum 


$2.00 for each insertion. Cash must accompany order. Closing date 20th of 
ADVERTISING “~~ 


i LINES WANTED v SITUATIONS OPEN | AGENTS WANTED 














WANTED REPRESENTATIVES — Warm Air 
Gas and Oil Automatic Furnace Sales made easy 
by simplicity of design, excellent trouble-free 
construction, less expensive operation. Represen 
tatives calling on Dealer Trade and Contractors 


WANTED ' ' rm Air Heating, Air POSITION AV V AILABLE Manufacturer of 
Conditionir f llied produ handle on residential heating and cooling equipment needs 
Manufacturers Aver ) Territory central training representative for growing customer 
and south o dquarters: Columbus technical information program. Permanent. Mid- 
Ohio »w tl rade and have many years ex west location. Limited travel. Retirement and 


Key 1058. Amer profit sharing. Give details and salary require should consider our 5-point plan: 1. Unique 
Ave., Chicago 2, Ill ment in first letter. Our people know of this Commission Allowance. 2. Units Competitively 
ad Address Key 1063 oa Artisan, 6 Priced. 3. Account Protection. 4. Personalized 
' 7 ; N. Michigan Ave., Chicago 2, Il | Sales Co-Operation. 5. Sales Assistance (Cata 
Additional lines needed Manufacturers repre a | logs, Engineering Data Available). Write now 
sentative 24 years experience in Heating, sheet Sales and service engineer familiar with domestic | . list lines and territories now covered . . 
ale, SF conetienn Have successfully repre heating and ; ynditioning. Excellent oppor to Key 1062, American Artisan, 6 N. Michigan 
sented one urge firm for the past 16 years Ad tunity for fulls ial i P. O. Box 104, Ave.. Chicago 2, Ill. 
dress Key 10 American Artisan, 6 N. Michi Little ao i Bas = > = 
an Ave., Chicago 2, | - ; : MANUFACTURER'S REPRESENTATIVE 
prea National manufacturer of gas furnaces and WANTED To sell — saving specialty ma- 
Fd FOR SALE residential water cooled and air cooled air con chine to sheet metal shops . . . through whole- 
diti tine ; ; i. ~ salers or direct. Profita Te. Machine pays for 
ditioning has several territories open for com Ww . 2 : 
mission salesmen. This is a complete line of itself in 20 hrs. of use. rite stating experience, 
s” Ribbed Wire Glass Stock Sheets. 30¢ sq. ft residential equipment. Address Key 1057, Ameri lit a | handled, "oe +? a 5 oan 
cut sizes slightly extra, plus boxing. F.O.B. ou can Artisan, 6 N. Michigan Ave., Chicago 2, | bh 4, American ye ae ae 
warehouse. Atche slass ¢ 20 Main St Ill cage ¢ 
Buffalo, New York 








v BUSINESS OPPORTUNITIES | 7 PATENTS | 
t# SITUATIONS WANTED a 


Profitable, GOING Sheet Metal and Roofing Booklet free on request. Franklin W. Durgin, 
4 M , 4 Business for sale doing $100,000 annually Registered Patent Agent, 12500 Meadowood 
eereees ‘ Anas Bs ‘ . artment | Inventory, equipment, real estate included. Only | Drive, Silver Spring, Maryland 
et res to make nge xperier rence in both one in radius 100 miles. Owner retiring. Terms 
Wholesale nd retail operations coves 08 Defenbaugh & Co., Grenada, Miss 
equest Add 10° Ame 1 Artisan es coiapii 


quest, Address "Rey. i039, American Artisan, | Defenbaugh & Co., Grenada, Miss” | gg’ MACHINERY. WANTED 


ze ee sheet metal business 7 Bu Sel ) WANTED One 








i 10° - 3/16 ga. capacity 
papnted “ep ice Joaeee SP press brake. Must be in excellent condition. 
has 4,000 sq. ft omice 1,000 sq. both oat Writ giving make, age and condition, price, 
excellent condition and in good locati P 


etc SECHRIST HALL COMPANY, P. O. Box 


and office well 1898, Corpus Christi, Texas. 


reasons; $75,0¢ buv uld equipment and — - —_ 
inventory; terms if desired "Ad idress Key ) WANTED Used metal working machines, 
American Artisat N. Michigan Ave., man powered. R. Hebbeln, 616 Taylor St., 
cago 2, I Davenport, Iowa. 


- « « Move your products in greater volume 


through consistent advertising in this 


Rates for display space in this section are $12.00 
per inch per insertion. One-inch minimum space ac- 
cepted. Closing date — 20th of month preceding issue 











Drive py HANDY TOOLS AND EQUIPMENT ADJUSTABLE ELBOWS 


Cleat Registers and Grilles 
Notcher Quick Set Deliveries from Stock 


Dividers Juniper Elbow Co. Inc. 

\ 72-15 Metropolitan Ave. 

New Middle Village, L.I., N.Y. 
Clip Punch 


For fastening slips or seams 
on ducts. Will push a “holf Fastest and 


of 1-9. ciel. Mo Sammner- men aunts os SHEET METAL 


the market. Two sizes 
Hondies up to 3” wide, ing or flattening out to fas- " end 
22 ga. or lighter. Hand ten slip to the duct Ser erase up to 38 


or foot operation. Mounts ; 48". Removable steel points, MACHINES & TOOLS 


. U ‘h. 
on bench, or on job with COMPLETE LINE OF SHEET oe a 


clamps, or bolts and METAL MACHINERY leckformer Machines Peer Spot Welders 
screws. 


REINER & CAMPBELL CO 1 pe Hand Brakes Reed Power Rolls 

le nec. Chicago Press Brakes Wysong Shears 

, Post Office Box 5035, Newerk 5, N. J. Senta Gunes Ginare Whitney Punches 
Pexto Foot Shears Whitney Foot Presses 


Pexto Rotary Machines Pexto Mechanic's Tools 
Pexto Slip Rolls Black & Decker Teels 


Pexto Bett-Marr Bandsaw: 
RUBBER Smith ihavehaiibeen Grecees 


MAKE YOUR PLANS NOW TO USE LADDER SHOES gas tented tee Gas 
sate im 

THIS SECTION IN THE ACCEPTED byt ae joie SEND FOR CATALOG 

BUYER'S GUIDE — OUR JANUARY peel tar én CENTRAL-WEST MACHINERY CO. 

DIRECTORY NUMBER. " 335 S. WESTERN AVE. CHICAGO 12, ILL 

Bev Claire, Wisconsin PHONE: HAymarket 1-O9CC 
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In Residential Air Conditioning, Warm Air Heating, Sheet Metal Contracting 
Meet the hardest working (and 
lowest cost) salesman you can 
have throughout 1957... 


Give your product line the full treat- 
ment in this recognized BUYERS’ 
GUIDE. Published each January since 
1934, this Directory Number most assur- 
edly will do an extra-strong selling job 
for YOU —as it does for over 200 other 
advertisers every year. 

The KEY warm air heating-sheet 
metal dealers and wholesalers (those 
who do 80° of the available business) 
receive this issue as part of their paid 
subscription. Its importance to them as 


a reference work has been well estab- 


JANUARY | 
DIRECTORY NUMBER 


lished over the years. 


NOTE THESE FEATURES An alphabetical 
listing of all applicable products . . . names 
and addresses of all the manufacturers ... a 
listing of all known trade names... a guide 
to the products advertised in this issue and 
the manufacturers’ names .. . AND the normal 


cCTING 4 4 4 
; anes am emamany «same cameat, OaA editorial content of a regular issue to assure 
RESIDENTIAL AI CONDE os 


immediate cover-to-cover attention. 


REGULAR RATES APPLY No premium is 
charged for the bonus values of this January 
Artisan. It's not a 13th or extra-cost number. 


CLOSING DATE DEC. 20 Plan now to capi- 
talize on this advertising opportunity. Reserve 
sufficient space today — perhaps a spread, 
an insert, or multiple pages —to back up 
your sales force throughout 1957. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
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For your packaged Air Conditioner 


Be positive your air conditioner can qualify in the 
tough, competitive battle for public acceptance! 
Give your packaged unit a true, fighting heart with 
COPELAMETIC, the motor-compressor that sets the 
pace. 

Every inch the champion, rugged COPELAMETIC 
has exceptionally high power factor to assure top per- 
formance at low operating cost. This quiet-running 
motor-compressor has the extra efficiency of suction 
cooling—a tremendous sales advantage in areas where 


water is not available or is too costly. Large fin surface 
provides faster, more efficient cooling. 

Rotating parts are statically and dynamically balanced 
for quiet, smooth operation. Swedish steel valve reeds 
. . « precision-machined bronze bearings and bushings 
... hard, forged bronze rods . . . all add up to years 
of perfect, attention-free service. Forced-feed lubrication 
protects all moving parts. Put your packaged air condi- 
tioner in the championship class with COPELAMETIC, 
the accessible hermetic. 


Suction-cooled Lope/ametic motor-compressors 


Ae erie 
= FREON-12 Models 
2, 3, 5, 7% HP. 
Model shown is 
8R6-200, 2 H.P. 





SINCE 1918 


FREON-22 Models 


3, 7% and 10 H.P. 
Model shown is 
the new 9R8-1000, 
10 H.P. 


ORPORATION, Sidney, Ohio 
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WHITE-RODGERS “CUSHIONED POWER” SOLENOID GAS 
VALVE WITH PLUG-IN PILOT. Also available without pilot. 


White-Rodgers engineers have outmoded 
solenoid noise! With this wonderfully quiet. 
“Cushioned Power” Valve, quality tells its 
own story . . . in customer Satisfaction. Ideal ,/, 


for replacement. Available in 42”, 34” and 





1” sizes, for use with any kind of gas. Easy? 


to install, simple to service! 





rind itis: 


insist on White-Rodgers 
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